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It’s going to be a 
Crescent Kit Christmas 


“[°HE Crescent Kit counter display answers a question that 

everybody i is asking from December 1 until Christmas: “What 
can I give that is interesting, attractive, useful— and that hasn’t 
been done to death?” 


Cars, farm implements and mechanical household appliances have 
given tools a wide popular appeal—and Crescent Tools are the 


best of their kind. 
Sell them by the carton 


Many firms buy Crescent Kits in lots of 50 and up as gifts for customers 
or employees. A little special sales effort among firms in your city will 
pay big dividends. Ask for circulars and display material. 


‘a A CRESCENT TOOL COMPANY 


204 HARRISON ST., JAMESTOWN, N. Y. 


Originators of the Crescent Wrench 
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Early” 
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HARDWARE AGE 


“Boy, you're lucky! 


Stanley had heard 
‘that comment before. Bachelors had a 
‘way of making it—fervently and won- 
deringly—after they had eaten dinner at 
his new home. It seemed to include all 
his worldly goods, the excellence of his 
wife and the quality of the meal. Bache- 
lors were the very ones to appreciate a 
domestic establishment, without realiz- 
ing the infinite detail that made it a suc- 
cess. To-night, in approving the meal’s 
perfect service, how could they know the 
thought Katherine had given to the plan- 
ning of it. The importance of enough 
beautiful silverware, for instance! Why, 
only four short months ago, Stanley 
hadn't thought of these things himself! 













Does enough beautiful silverware 
add to the charm of your entertaining? 


AVE you enough silverware to entertain 

frequently and thoughtfully—with that 
subtle difference that makes your parties re- 
membered? Or does a scanty equipment of 
silver keep you from inviting to your home the 
people you (and your husband) would like to 
invite? 

Possibly so! Possibly you have delayed 
purchasing this necessary silverware because you 
feel that to provide all that you need would be 
too expensive. But it need not be—if you pur- 
chase wisely of 1847 Rogers Bros. Silverplate! 

In this fine tableware—approved by four 
generations of particular hostesses—you may 
add to your present silverware in small quan- 
tities, or build up a complete new service to 
replace an antiquated pattern. You will find 


every kind of piece your good taste dictates— 
soup spoons, salad forks, coffee spoons, serving 
pieces. Each is beautiful enough to make every 
meal more pleasant, and durable enough to be 
handed on to your children’s children. 

Buy ‘‘1847 Rogers Bros.’’ to-day in the pieces 
you need most. Add to it as the occasion 
demands. This you can do easi.y, because the 
leading dealers in your vicinity are sure to have 
the newer patterns of ‘1847 Rogers Bros.” in 
their stock. 

May we send you a copy of our booklet HA, 
“Etiquette, Entertaining and Good Sense,” with 
authoritative table settings made in the Good 
Housekeeping Studio of Furnishings and Dec- 
orations? You will find it full of suggestions 
for successful entertaining. Write for it to-day. 


1847 ROGERS BROS 


SILVERPLATE 








SILVER. 
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This advertisement in the November 15th issue of the Saturday Evening Post will mean more sales for the silverware 
dealer. The 1924 series of advertisements in the leading publications of the country has helped to make this a wonderful 


“1847 Rogers Bros.” year. 
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T’S profitable to stock 
V.& B. Tools! There 
is a substantial and con- 
stant market for each 
brand—and each item 
has a sturdy quality that 
makes for quick profit- 
able sales. Meet your 
varied demand with V. 
& B. fine tools. Concen- 
_ trate—it pays! 






























VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY - 


(makers Of Fine ‘Toots 
2il4 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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“Eveready Radio Batteries” 


are the greatest sales asset we have” 


THE Florida Radio Supply Co., 
Jacksonville, Fla., added Eveready 
Radio Batteries to its line of elec- 
trical merchandise in order to 
supply its customers’ demand for 
the best. 


Evereadys made good at once. 
They not only showed a good profit, 
but they did more—they proved to 
be one of the best salesmen the 
Florida Radio Supply Co. ever 
employed. 


‘The sale of batteries,” says Mr. 
J. F. Dobbin, manager of the company, 
“brings an increasing number of cus- 
tomers to the store and gives us an 
excellent opportunity of interesting 
them in the other lines of merchandise 
that we carry. The Eveready Radio 
Battery line has helped us more than 
any other line of merchandise. [In one 
month of this year we sold over $400 


worth of ‘B’ Batteries alone, much 
of that volume to people I had never 
seen before. Turnover profit is great- 
est on Eveready Radio Batteries. Mr. 
Arthur Seager, my assistant, agrees 
with me that they are the greatest 
single selling asset we have.” 


Eveready Radio Batteries, na- 
tionally advertised, are quick sellers 
and quick profit-makers. A quality 
product through and through, they 
add prestige to your store and stock. 
They attract customers who are 
eager to buy and do not have to be 
sold. .No radio, electrical, hardware 
or general store stock is complete 
without Eveready Radio Batteries. 
Order from your jobber. 

Manufactured and guaranteed by 


NATIONAL CARBON ComMPany, Inc. 
Headquarters for Radio Battery Information 

New York San Francisco 

Canadian National Carbon Co., Limited, Toronto, Ontario 


November 6, 1924 


. na Sale SER ee “a Tae “s ie 

— i "4 z ? “ -. > SO ee - oS a * Pa. oly e.* ! ~*~ 

. — - » ? . rie ip oe ne 2s oe ae) ? 4 ° P Uae x - fe. oe pox OP ae Fa 
— eo att ee Wa eee ERMA SEAT MIE Vel oo on hNSCs re Pee = wee ; - pee ITS A . 
oF oe as ais Ri ee hate oe WAND GP AIR SSeS. iy, Tiree ts ea eee Wace ny 54 tx . 

Lait TRI A EE eRe EE A PS 











- 


nd RIE Re A a NRE hee oat aT? 














“S 
7h 
= 
Pee) 
4 
rei 
ir 
¥ 
Gt 
Bd 
i 
= 
ao 
att 
) ‘ 
4 
a 
z 
<*% 
2x 
yi 
a 
E 
a 
| 
red 
a 
a 
a 
. 


Jn ee eee Ste eae 
fn rn Stee ae 


FFOe Minti ss eth es 


Sis udetr ee i. te eee 
BR MHAT SP Sg soi eee ie 
eh RRRRRS oS i hk dot 


Sia See. : 


PR Sed 5 ¥ 
RELIES 


% 
A 
ae 
ton 
a} 
7 
2 
a 
RE 
z 
2 
es 
os 
ie 
“a 
eer 
: i: 
i aA 
Fes 4 
ag 
ae 
= 
me ” 
; 


November 6, 1924 


- -- 





- 


HARDWARE AGE 





=, HeresWhy | 


| reeommend 


Alin SilverSteel Saws: 


To My Fellow Hardware Dealers” ; 








HE WINS AGAIN! 


J.H. Couden, Manlius, N. Y.., 
won $10.00 in February recom- 
mending Atkins Saws to his 
fellow hardware dealers, when 


he was a clerk. NOW HEIS'A 
DEALER. 


He was sold on Atkins Saws while he was working for a hardware merchant, now he 
is a hardware merchant and sells an Atkins Saw every day. Read this letter: 


“In February of this year I had the pleasure of winning ten dollars of your money 
by writing why I recommend Atkins Silver Steel ‘Saws to my Fellow Hardware 


Dealers. 


I was then an employee of a hardware store. 


Since that time J have gone 


into business for myself, opening September first and assume you will be interested 
in hearing that I have averaged an Atkins Saw per day for the past two weeks, which, 


I think, is fairly good for a town of 1,500. 


in February. 


The Atkins line is all that I said it was 
It looks good, is good, sells good and pays a good margin.” 


If you can and will write a letter as good as above you will win $10.00. 


Place an order for these fast cutting, rapid selling saws. 


ATKINS ge 


Ric 


Triple duty because it cuts equally well in 

i ll eress-eutting or mitering in all kinds 

pe gon Sieg Skew back blade of Silver Steel 

with teeth designed for easy, fast-cutting in 
heavy work. 


E. 


Machine Knife Factory: 
Lancaster, N. Y. 


Atlanta Memphis 
Chicago Minneapolis 


ATKINS 


Made of Atkins Silver Steel with 
genuine applewood handle, this back 
saw will give extra service and save time 
in sawing. 8 to 18 inch lengths. 


Established 1857 
Home Office and Factory: 
Indianapolis, Ind. 
BRANCHES: 


New Orleans Portland 
New York 


San Francisco 


ATKINS 


CROSS 
CUT SAWS 





Only Atkins Cross Cut Saws are made of 
Silver Steel guaranteed to “ extra wear, 
to hold the edge longer. nly Atkins are 
segment ground ere to run easier 
and cut faster. will pay you to know 
about these saws bebets you buy. 


C. ATKINS & COMPANY 


“The Silver Steel Saw People” 
Canadian Factory, Hamilton, Ont. 


Seattle Paris, France 
Vancouver, B. C. 


Sydney, N. S. W. 


: 


ATRINS ALWAYS ABEAD’ 111111 11 1"Y 
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There is one range 
that puts more heat on 
the mark than any other. 
There are many women 
who will ask you for it. 


O woman deserves to be stuck with 

a slow-cooking oil stove. When she 
puts a pan on the grate she wants to see 
it heat up quickly. She has too 
much to do to lose time unneces- 
sarily in the kitchen. 


When a woman lights a Florence 
Oil Range she gets heat that goes 
through the bottom of the pot, pan 
or kettle. She gets intense heat, heat 
from an oil-gas flame, heat that costs 
less per gallon of kerosene than from 
any other high-powered burner. 


The main reason why the Flor- 
ence cooks so quickly and so econom- 
ically is focused heat. In the Flor- 
ence the heat has only a short distance 
to travel. It is confined in a heavily 
jacketed burner that puts it on the target 
—the bottom of the pot. 


On the opposite page is a cut-away 
picture of the Florence burner and a 
description of how it produces focused 
heat. 


Beautiful in design and finish 


But there is more than focused heat 
that makes the Florence a fine range 
for you to sell. The Florence is a beau- 
tifully designed and beautifully finished 
piece of kitchen equipment. It is worthy 
of a place beside a woman's up-to-date 
kitchen cabinet, table or refrigerator. 


And there are many individual fea- 
tures that help the Florence do good 
work—for instance the leg levelers. 
These make it a simple matter to set the 
range level on any floor. They are easily 
adjusted by screwing up or down. An 
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oil range gives the best results only 
when perfectly level. A small spirit 
level on the pipe line makes it easy to 
determine when the range is level. 


The Florence kindlers, which are used 
in lighting the burners, make the Flor- 
ence easy to clean. These kindlers are 
made of asbestos and do not char down. 
They are not wicks. They do not have 
to be trimmed, and are easily renewed. 


More women will ask for it 


This year there will be more inquiries 
for the Florence than ever before. This 
year Florence advertising will go to a 
greater percentage of oil stove prospects 
than in any previous year. 


The Saturday Evening Post carries an 
impressive campaign of full pages and 
double spreads. Good Housekeeping re- 
mains on our list as in the past. In the 
farm field we are making a great drive 
to make the Florence sell easier. There 
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F , edgrve te bruwns evenly 
in the Florence Oven. The 
inside cooks like the outside — 
the meat is cooked all the way 
through. 

The secret of the perfect 
cooking of the Florence Oven is 
in the “baker’s arch” and the 
patented heat distributor. The 
arch correctly distributes the 
heat throughout the entire oven. 
The heat distributor keeps the food from 
burning on the bottom. 

The oven shown here is a two-burner 
Florence with glass panels and heat indi- 
cator. We also make a two-burner size with 
porcelain panel, and a one-burner size with 
glass panel. The Florence Oven operates on 
a gas stove as well as on an oil range. 

Notice particularly the heat indicator on 
the oven door. This shows at a glance just 
what is the true temperature inside the oven. 
Every woman appreciates this convenience. 

Read the further description of this fine 
oven on the opposite page. 


-6~4G)o *©po-- 


are many farm publications on our sched- 
ule, and in some of these we will use 
bright, attractive four-color inserts. 


As in the past we have arranged for a 
nation-wide campaign in. newspapers. 
A request brings you the 
Florence Catalog 
Write us today for full facts about the 


Florence line. 





Why the Florence is a 
money -maker 


1—Florence allows a liberal mark- 
up— well above the average. 
2—Florence is the range which 
most perfectly suits women’s re- 
quirements. 

3—One of the most widely adver- 
tised ranges. 

4—Extensive cooperation given to 
| eee and retail salesmen who 
sell it. 
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Aa isa picture of the famous 
Florence burner, with the 
enameled jacket cut away so youcan 
see the flame. Notice how large the 
flame is. Notice how closeitis tothe 
cooking utensil. The heavy jacket 
keeps the intense heat from going 
elsewhere than straight to the bot- 
tom of the pot. The Florence de- 
livers a greater percentage of heat 
to the cooking than any other high 
powered burner. 

Focused heat is featured in every 
Florence advertisement. 


The range is a four-burner blue model, complete with mantel and 
portable oven. This model comes in 1, 2, 3, 4, and § burner sizes. 
At the same prices you can secure these models trimmed in gray. 


iE the right is a close-up im of the famous Florence Oven, with the 
door open so you can see the baker's arch. This arch, as explained on the 
opposite page, distributes the heat evenly over the food and insures good 
baking. The patented heat distributor keeps food from burning on the bottom. 

The door is equipped with a heat indicator that tells the truth. This is a 
great convenience. A woman can tell at a glance at just what temperature her 
food is baking, and can easily regulate the heat to the desired degree. 
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Hundreds of merchants do a big business on this oven. They 
sell it for use with oil ranges of all makes. They sell it for use 
with gas ranges. They find it very easy to sell to almost every 
woman who buys a range. They find the Florence Oven an 
casy and a ready money-maker. 


--6~G)eo (ps?-- 


Here is the book that tells you how to make 
1925 your most profitable year in selling oil 
ranges. This book is free. Merely have the girl 
who types your letters fill out the coupon and 
you will receive it by return mail. 





PORCELAIN 
ENAMEL 
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Oil Range 


FLoRENCE Stove ComPANY, 1011 Park Square Bldg., Boston, Mass. 


DIVISION OFFICES: New York, Chicago, Atlanta, New Orleans, Dallas, 
Denver, Detroit, Cleveland 





FLORENCE STOVE COMPANY. GARONER, MASS..U.S. A. 
| ree 


THOROUGH 
VENTILATION 


ASBESTOS LINING 


po --- 


FLORENCE STOVE COMPANY TNA: acd 
Gentlemen: 


Kindly mail me a copy of your catalog. 


Address ....... Se PO ese ee ae ae 
(T1) 








With 
KESTER SOLDER 


says the keen 
Hardware clerk: 
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“ None Can Escape Me” 


KESTER Self-fluxing SOLDER 
“Requires Only Heat”’ 


KESTER METAL MENDER 


Manufactured by the 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Ave., CHICAGO 


Direct Factory Representatives 
DAVIES-ELY CO. LOUIS J. ZIESEL 
66 W . Broadway 268 Market St. 
New York City San Francisco 
34 Portland St. Catifornia 

Boston, Mass. 


FAUCETIE-HUSTON CoO. 
Chattanooga, Tenn. 

















ES penantascecase every person coming 

into the store, means a sale for me! Believe 
me, there are few items besides Kester you can 
say that about. Now—for instance: 


Take Kester Metal Mender—with that 
alone, I sell the housewife, radio fan, motorist, 
farmer, schoolboy, and those who tinker; in 
fact, it’s a package for the general public. My 
whole sales talk is: It ‘requires only heat.’ They 
buy it and, of course, have great success, for 
it’s so simple to use. And then—the repeats 
sure keep me busy. 


On the other hand, take Kester Acid- 
Core Solder—that’s the stuff that sells to me- 
chanics, repairmen and other large professional 
users. And you’d be surprised how many ama- 
teur solderers buy this on spools! The one- 
pound spool starts the wedge and, before long, 
you’re selling ’em fives and tens. These sizes 
reduce the cost per pound, and I make larger 
sales, so everybody’s happy. 


Yes, sir, it’s a great line for satisfactory 
sales and real turnover. Excuse me a minute; 
a customer is waiting—I’ll see you later.” 
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Gifts 








a 


A “Gift of Utility” 
that is nationally 
advertised 


N planning your stock for Christmas 

sales of ‘‘gifts of utility’’ you will natu- 

rally select the tools that are best known 
and most generally useful. 





The household size Walworth Stillson 
is just such a tool. It is being more 
widely advertised this year than ever be- 
fore. There will be special Christmas 
advertisements in the Saturday Evening 
Post and The Country Gentleman—full 
pages in both. 


This month, too, there will be another 
half page in the Saturday Evening Post, 
a proof of which is shown here. 


When you are ordering Walworth 

Stillsons in cartons be sure to ask 

for the special Christmas-box 
, packages. 


In The Saturday 
Evening Post 
November 15 








Welty 








If this Diamond Mark isn't 
ow your wrench, Walworth 
quality isn’t ém ic. 


WALWORTH 


000i 
onmueee WALWORTH MANUFACTURING CO = Ste 
Fittings and Plants be accuses oe iit vater, Gas. 
Tools ~ ~ Sales Units end Distributors in Principal Cities of the World  Oitland Air 












Between these jaws 
trouble guits cold 


WEN things around the 
house get out of kilter and 
begin to squeak or rattle or drip, 
they’re usually either too tight or 
not tight enough. What they need 
to squelch them is the right kind 
of wrench,—a 10-inch Walworth 
Stillson, to be exact. 

Settle these steel-toothed jaws 
on them and the job’s half done. 
A couple of turns and they’ll be 
fixed right. : 

























The standard household size is the 
10-inch, handily packed in indi- 
vidual boxes. Hardware and motor 
equipment dealers sell all the other 
sizes as well — from 6 to 48 inches. 


| 
| 
| 








** The Handy Helper in Every Home’’ 


Stillson Wrench 2 
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display stand shows the com- 
ple‘e line at a glance! 


Instead of having vises hidden away in some place 
where no one can see them without an effort, this 
strong, practical display actually forces every per- 
son who enters your store, to inspect 


PRENTISS VISES 


The supremely high quality of these vises is instantly apparent, 
and recalling that PRENTISS has for years been the leading 
maker of vises, your customers are reminded that they need 
vises—and they buy. 


The stand holds all the new models and the sale is automatic. 
All your clerks have to do is to wrap up the model your cus- 
tomers themselves select. 


This remarkable stand means the biggest vise sales you've ever 
known. 


November 6, 1924 




















A record smashing sales 
maker! 


Loaned free on receipt 
of an order for PREN- 
TISS vises needed to fill 
it. 

Today write your jobber 


or directly to us for 
yours. 


PRENTISS VISE COMPANY 


106-110 Lafayette Street 





New York City 
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GET THIS 





This good looking, eye-compelling carton will jump your 
sales of TRIMO Pipe Wrenches without a bit of extra sell- 
ing effort on your part. And it costs you nothing. 


It contains six of the popular 10-inch, wood handle pipe wrenches 
neatly packed in individual boxes. Every man who has a home 
or a car needs this handy tool. TRIMO national advertising has 
taught him the uses and advantages of the TRIMO Pipe Wrench. 
The carton is the connecting link. It reminds him that he needs 


a TRIMO while he is in your store. 


Ask your jobber for six TRIMO 10-inch, wood handle pipe 


wrenches packed in the new display carton and six extra to fill in. 


They'll sell like hot cakes! 


TRIMONT MFG. CO. 


ROXBURY, MASS. 





Steel Handle—6”, 
8”, 10”, 14”, 18”, 
24”, 36”, 48”, sizes. 


Wood Handle—6”, 
8”, 10”, 14”, sizes. 


Drop-forged jaws 
and handle. Strip- 
proof threads. Nut 
guards. Insert jaw 
in handle. 





—TRIMO— 


7437 
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MAYDOLE 
HAMMERS 


THE WORLD’S STANDARD 
SINCE 1843 





During the eighty-one years that May- 
dole Hammers have been manufactured 
—every known trade has had ample op- 
portunity to accept or reject them. 


Every blow, that has ever been struck 
by carpenters, mechanics, bricklayers, 
masons, blacksmiths and other trades with 
Maydole Hammers has simply empha- 
sized the downright good quality of these 
hammers and proven that they are made 
exactly right for the work intended. 


* Jobbers and dealers find both profit and 

satisfaction in handling the trade build- 
ing Maydole Itne. Send for literature and 
discounts. 


THE DAVID MAYDOLE 
HAMMER COMPANY 


NORWICH, NEW YORK, U. S. A. 
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Sts oe 
NAIL 
PULLER 


ALWAYS READY 
FOR THE 
HARDEST 
WORK 








SPEED 





New York Office 


1864 Sixtieth Anniversary 
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HANDLE GUIDES 
JAWS DIRECTLY 


TO NAIL 


with 
SAFETY 


Manufactured by 


HARDWARE COMPANY 


Torrington, Conn., U. S. A. 





151 Chambers Street 


1924 


13 
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CODA EAH IS LITA COCOA IIA SIOON 


No. 112 Camp Axe 


Dandy for Xmas! 


Here’s a classy, serviceable tool for 
scouts, campers, motorists, etc. Within 
the reach of every boy’s pocketbook, 
hence easy to sell! Makes a wonderful 
Xmas gift for both boys and men. 


Stock it! 


‘‘Tools You Can Sell With Confidence’’ 





All Equipped with Grady Wedges 


/ 


New Line— 


There's a new line é, 
of MARION forged Every dealer can increase his patronage and 


tools— profits with the Crecoite line of tools. Here 
HEDGE SHEARS is the unusual combination of quality and price 
GRASS SHEARS that everyone is seeking but seldom finds. 


SHEEP SHEARS 
MULE SHEARS Camp axes, boys’ and men’s axes, hatchets 


GRASS HOOKS and hammers. 


Have you received 
your copy of our 
catalog yet? If not, If your jobber can’t supply you, write 
ask for No. 16. today for further information and 
catalog G 











MARION TOOL WORKS, Inc. _— Marion, Indiana 


DEO GOCOGAOGRVOOVEZOVS 
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Christmas Packages 
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Hardware dealers must do : 
: : No. 61 
more Christmas business Sktcal naniiees 


screw driver 
ARDWARE stores ought to do more Christmas 


business.- They can. Our customers are going 
to. A Millers Falls tool in a handsome Christmas 
package will be just as welcome a gift to thousands 
of mén as a pair of socks, a necktie or a pair of 
gloves. Why not teach folks to come to your store 
for gifts for men? Hardware dealers must get their 
share of Christmas business. 


Talk Millers Falls Tools for “the man around the 
house” this Christmas, show them, advertise them 


and you'll sell them. 


We offer our customers the following Millers Falls 
tools packed in Special Christmas Boxes: 


No. 61 Spiral ratchet screwdriver No.81 Automatic drill 
No. 55 Radio ratchet screw driver with three socket wrenches 
No. 5 Toolholder No. 85 Radio hand drill 


Each tool is packed in our regular box, which is 
enclosed in another complete box covered with 
attractive Christmas paper. Any tools unsold after , 
Christmas can be placed directly in stock in reg- ' 


ular packages. 


























No. 55 
Radio ratchet 
screw driver 
with three 
socket wrenches 






No. 5 
Toolholder 























This Christmas offering will be advertised in The Saturday Evening Post 
early in December. Are you prepared for this opportunity? If not, write us. 


MILLERS FALLS COMPANY 


28 Warren St. Millers Falls, Mass. 9 So. Clinton St. 


New York Chicago 


MILLERS FALLS 
TOOLS 
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JUNIOR MECHANIC , 


For Your Christmas Trade 


Sales of the Junior Mechanic Sawthis # 
year have broken former records. It f 
is in great demand by Boy Scouts, 
manual training students, and the / i 
man around the house who makes ff 3 
things. ‘s 


A Standard Saw 


Made in one size 20 inches long, 

9 points, straight or skew 

back, taper ground, highly 4 > a oa | 
polished; handle mission # =. = = 4 

stained and full carved; 4 RR RR Ee Real 
fitted to blade with two an _ we od | Handsaw 
nickel plated saw screws fee 3 The Suetes 


and medallion. Mechanic Saw is 


A Quality Product Meee ee invaluable forhome 

' ae OS workshop use. It 
A high grade saw -_ Te a cuts clean, fast and easy. 
at a moderate Le] OT Se The moderate price at 
price. Buy a = Ass" a which it is sold enables 


ae ~~ more f= 4 x _ i a a hardware dealers to make 
or rist- ~(/—— See 4 quick sales. 


Immediate Delivery 


Place your order at once for im- 

mediate delivery. Each saw is packed 

in an attractive individual blue and white 

carton. Ask for our plans to help you 
make more Christmas Saw sales. 


“A Perfect Saw for Every Purpose”’ 


E.C. ATKINS @ COMPANY 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory: INDIANAPOLIS, U. S. A. 
Canadian Factory: Hamilton, Ont., Car. 


BRANCH HOUSES: 


Atlanta Memphis New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver Sydney, N. S. W. 


& 
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THE ORIGINAL STILLSON PATTERN PipE WRENCH 
Nothing in the appearance of a MORCO 
Stillson indicates the difference in the steel of 
the jaws that gives extra wear — but the 
illustration shows where this difference exists. 
Heat treatment has toughened those parts. 
It gives the jaws of MORCO Stillsons 


should it prove defective. We stand 
back of ou product in every way 


MOORE DROP FORGING CO. 
SPRINGFIELD, MASS. U.S.A. 

















strength for the highest grade performance 
‘ a wrench is capable of. 
' The guarantee tag on every 
F MORCO wrench is our assur- 
: Worker and dealer alike owe themselves the + in oh ac te peal en 
fs satisfaction of MORCO Stillsons. every step of its manufacture. 





MOORE.DROP FORGI NG CO. 
Sprin$field, Mass.US.A 





= 
New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 30-34 Rue Locquenghien 
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Machine Screws 
Stove Bolts 
Tire bolts 


A} 
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American Screw Co. 


PROVIDENCE , R.1. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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OULD anything be cleverer than this 
—a roaster that does its own basting? 
Angle points in the lid of the Wagner Drip- 
Dy eyo aterics aker cel oMrdele eb icateltlc-as(omalele| 
meat juices over the cooking roast. The lid 
is tight; the thick, seamless walls radiate the 
heat uniformly. Like all Wagner Ware, it is 
cast in one solid piece, without joints or 
rivets. Obtainable in modernized cast iron 
or cast aluminum. Will last a lifetime. See 
this sturdy and beautiful ware at your dealer’s. 
Or write for booklet. Wagner Manutfactur- 
ing Company, 84 Fair Street, Sidney, Ohio. 
Makers of Wagner Cast Aluminum Ware and 


Wagner DeLuxe Cast Iron Cooking Utensils 


WAGNER ORDINARY 
ALUMINUM ALUMINUM 
Wagner Aluminum is cast. Note hon 
much thickerit1s than ordinary alum- 
num. Lhat iss why it will not dent, 


warp, hreak or burn through 
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WAGNER 
ADVERTISING 
SELLS 
QUALITY 
BUYERS 


Study this Wagner advertise- 
ment. Don’t you get the im- 
pression of highest quality? 
Somehow it makes you want 
Wagner Cast Ware for your 
own. 


Remember— Wagner adver- 
tising reaches a million of 
America’s better-class homes. 
This means thatthe big buying 
homes of your community are 
going to be sold on quality 
kitchen utensils—Wagner 
Quality—this year. 

Hundreds of dealers have 
found Wagner Ware the most 
profitable kitchen utensil line 
that they handle. It will pay 
you to investigate. 


Write for complete infor- 
mation. 


Wagner Manufacturing Company 


60 Fair Street, Sidney, Ohio 
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WAGNER ORDINARY 
ALUMINUM ALUMINUM 


Wagner Aluminum is cast. Note how 

much thickerit 1s than ordinary alum- 

inum. That is why it will not dent, 
narp, break or burn through. 


UCH a charming percolator! Tall and slim and shining. 

Like all Wagner Ware, it is graceful in design, lustrous, 
lovely. And unlike ordinary aluminun, it is casfin one solid 
piece. Seamless, rivetless, thick-walled, Wagner Ware distrib- 
utes heat more evenly and insures better cooking. It will last 
a lifetime, yet its cost is quite moderate. See this beautiful 
ware at your dealer’s. Or write for booklet. Wagner Manu- 
facturing Company, 84 Fair Street, Sidney, Ohio. 


Makers of Wagner Cast Aluminum Ware and 
Wagner DeLuxe Cast [ron Cooking Utensils. 


THINK! The million readers of Good Housekeeping will see this advertisement—they will be impressed with Wagner 
Quality. It is natural for them to want Wagner Quality . . . a few cents added cost does give a world of extra value. 
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Still Stronger Advertising Behind 
Jersey Copper Screen Cloth 


1925 will be a bigger year than ever for Jersey dealers. 
We shall back them with the strongest selling cam- 
paign ever launched for a screen cloth. 


Our advertising on the unusually high quality of Jersey 
Copper Screen Cloth will reach more than 5,000,000 
potential buyers of screen cloth, among whom are a 
large percentage of your customers. If you are not sell- 
ing Jersey Copper Screen Cloth, you are going to miss 
a lot of business that should be yours. 


This year we shall use color pages in The Saturday 
Evening Post and Collier’s. They will appear just 
when the people of your community are getting out 
their rusted iron or steel screens and will be easy pros- 
pects for merchants who sell Jersey—the screen cloth 
that cannot rust. Other advertising will appear in the 
publications shown at the left. ° 


We refer persons who write us as a result of this 
national advertising, directly to the local merchant. 
We want him to reap the profits. 

The buying season is on. Now is the time for serious 
consideration of your needs for next spring’s business. 
Write us for full information regarding the Jersey 
selling plan, sales helps, etc. 


THe New Jersey Wire CLiotu Company 
Main Office: 628 South Broad Street, Trenton, New Jersey 


Offices and Stores: 
New York, N. Y., 210 Fulton Street Philadelphia, Pa., 223-227 Arch Street 


Boston, Mass., 93-95 Pearl Street Columbus, Ohio, 8 East Long Street 
Agencies: 
JOHN A. ROEBLING’S SONS CO. 
Chicago, IIl., 165 West Lake Street Atlanta, Ga., Station A 


JOHN A. ROEBLING’S SONS CO. OF CALIFORNIA 
San Francisco, Cal. , 634-646 Folsom St. Portland, Ore., 487 Lovejoy Street 
Los Angeles, Cal., 216 S. Alameda St. Seattle, Wash., 900 First Ave., South 
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From a Painting by Tony Sarg Copyright 19024, Pratt © Lambert-Inc. 
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o 
colors, and names of POL dealers in your 
vicinity will be gladly sent you on request. 


In Canada, 20 Courtwright St., Bridgeburg, Ontario. 


Pratt & Lampert-Inc., 114 Tonawanda St., Buffalo, N.Y. 


PRATT G LAMBERT VARNISH PRODUCTS 
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Sell this SURE PROTECTION 
for homes, stores and offices 


THE SARGENT Day and Night Latch is profitable to 
handle.- It is conveniently and easily applied to doors 
without disturbing the equipment already there. It can 
be used alone or to supplement old-fashioned less effec- 
tive lock equipment. It is as secure a latch as money 
will buy for home, store, office and apartment doors. 
Yet its cost is very moderate. 


Display Sargent Day and Night Latches on your 
counters where they can be seen and examined. Show 
customers an exclusive Sargent feature—the push-but- 
ton stop to deadlock the bolt or hold it back as ‘desired. 


Suggest their use for new or old buildings. Nearly 
every home needs one or two of them—for entrance or 
back doors and cellar or closet doors. Those of your- 
customers who live in apartments will be interested in 
the added security the Sargent Latch gives. Like all 
Sargent Locks and Padlocks, it is made from finest ma- 
terials, with ingenious, sure-acting mechanism that re- 
sponds quickly, but only to the turn-knob or the proper 
key. Three nickel-silver keys are packed with each latch. 

Helpful folders imprinted with your name will be furnished 


for mailing or counter use. Our Co-operative Advertising 
Service Booklet will also be sent upon request. Write to-day. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn, 
New York: 92-98 Centre St. Cuicaco: 221-223 W. Randolph St. 
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Bronze Screen Wire Cloth 






























CLINTON 





When the first copper screen wire cloth 
was made it was believed that the acme of 
perfection was reached, that this unalloyed 
metal product was 100% efficient. The solu- 
tion of the problem of manufacturing abso- 
lutely rustproof and firm screen wire cloth, 
however, took the process one step farther 
and resulted in the production of bronze 
cloth. | 


All experience has shown that commercial bronze 
wire Is more practical for screen cloth than so called 
pure copper. The latter cannot be freed from inherent 
impurities which tend to pit and corrode copper cloth. 
Furthermore, copper is naturally soft and no one has 
discovered the secret whereby it can be produced with 
the same hardness as bronze. 


Clinton Bronze Screen Wire Cloth is made of wire 
which is an alloy of non-corrodible metals of which 
copper represents about 90 per cent. It has the tensile 
strength to prevent sagging or bulging. 


American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Corporation 


General Offices: 41 East Forty-second Street, New York 


Western Sales Office—208 South LaSalle Street, Chicago 
Worcester Buffalo Philadelphia Detroit San Francisco Los Angeles Seattle 
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A Jobbing 
Proposition or the 


Big Paint Buyer! 


HE house that can handle car load lots of paint is offered a wonderful 


opportunity by the Foy Paint Company: 


















Liberal terms; strong sales and advertising cooperation; 
and a remarkable thirty year old line of paint that combines 
high quality, good margin and moderate price. 


Only some unusual production advantages make this proposition possible. 
Everything we say about it justified by the facts — as you will see when 


you get them! 
The Foy line contains all the exterior, interior and special paints for which 


there is a wide-spread demand. Everything is high qualjty — there are 
none higher. But some lines are priced above Foy’s. 


Let us tell you of the remarkable progress present dealersand distributors 
are making with the line. Write now for the facts. . 
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n Empire cold punched 
nut will always fit 
an Empire New Process 
t bolt. The methods by which 
they are produced have no 

Se counterpart anywhere for 
— === Close accuracy of workmar 

~ Ship. They are unique in 

that respect —and also for 
their tremendous strength: 
their ability to outlast any 
job they are put on. 
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Say to your jobber’s salesman 
“I want Lowell Sprayers” 
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You can’t dent a 
LOWELL SPRAYER Any jobber is glad to handle what you 


with your thumbs want. They are the supply-stations 
of the hardware trade. Years of ex- 
perience has taught them where they 
can secure dependable merchandise of 
unvarying quality. 


Lowell Sprayers have established a 
standard of quality because the base 
of a good sprayer must be a certain 
weight tin. Our standard is 107 Ib. 
base. “You can’t dent a Lowell 
Sprayer with your thumbs.” 


Lowell Sprayers won’t leak. Two men 
do nothing else but double-test (air, 
water, like a tire). 10% to 15% of all 
sprayers not double-tested and cor- 
rected, will leak. 


So why not have Lowell Sprayers. 
Don’t cost any more. Write in your 


To our want book now—‘“I want Lowell 
Jobber Sprayers.” Your jobber can get them. 
friends LOWELL SPECIALTY COMPANY 


Largest manufacturers of sprayers in the world 


LOWELL, MICHIGAN 


We are going to edu- 
cate the dealer as 
to the differences in 
Sprayers. Our policy 
of jobber distribution 
has always been a 
fixed policy and our 
service has won us 
splendid connections. 
We realize the diffi- 
culty of working out 
a real plan that will 
actually increase the 
jobber’s business, but 
we really have a plan 
so simple you could 
easily cooperate. Drop 
us a line—-see what 
you think of it. 





© 107 lb. base tinned. 


2. Guaranteed against leakage. 


prayers 
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Myers Self-Oiling Power Pumps were created 
to meet a persistent demand for better power water fa- 
cilities. How successfully they have fulfilled this demand 
_an be easily determined by the manner in which they have 
so quickly and thoroughly revolutionized the pumping of water 
by power. 

Open and exposed gears, can and cup lubricated working parts, 
slow speed, low pressure and restricted volume of the old days have 
been swept aside by the rapid advance of Myers Self-Oiling Power 
Pumps, and with this rise to popular favor which the passing 
years continue to emphasize hundreds of dealers have been carried into 
entirely new fields of money making power pump business. The same op- 
portunity, only in a larger way, exists today for dealers, plumbers and pump 
men who are progressive and willing to grasp it. To join the ranks is but to 
write us for catalog, information and prices. 


THEF.E.MYERS & BRO.co. 


ASHLAND, OHIO. 


ASHLAND PUMP AND HAY TOOL WORKS 
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“strength. 

El-Wel-Tra Chains hav 
an identifying swive 
with the “guarantee” ° 
strength cast into it. 









Avoid “blind buying” 
to buy the 


remember 
chain that’s tested to give 
you your money's worth. 
AMERICAN CHAIN COMPANY; INC. : 
BRIDGEPORT, CON NECTICUT 
In Canada: og on ‘Chain Company, Limited, 








& ogee Falls, Ont- 
District Sales Offices: on New York San Francisco 
iphia Chicaso Pittsburgh 
World's Larse** Manufacturers of Welded 
and Weldless Chains for All Purposes 
= 





































Link Your 


hain Business 
to Advertised 
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b ay the World’ | 
ra consumer demand Algo y mesa Makers 
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the famous f an adaptability ha 1¢ Satis- 
S amily of “Acco” actos built up for 


Write f 
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chains. terature describing these popul 
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American Chain Company, Inc 


BR 
In Canada: DOMINION <n oscar 
N COMPANY, LIMITED, Niagara F 
’ ra Falls, Ontario 
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"eye right into the swivel of b. 
every genuine ELWel-Tre Sve 


Trace Chain is th 








strengt 
fully replaced, by your dealer 
u resentation of the um 
satisfactory chain. 
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BRIDGEPO NNECT icuT 
1 DO INION CHAIN co. 
Ni , Ontario 
District Sales Offices: 
icago New Yo 
San Francieo 
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Philadelphia Pirtsbureh 
World's Largest Manufe 
Weldless Chains for all Purposes and ! 
of the famous Weed Automobile Acces 
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7 Zine Insulafed 


TRADE MARK 


Fences 


Extra INSULATED AGAINST RUST 
Vanl@ 40% 70 100% MORE ZINC 


AMERICAN, ANTHONY, NATIONAL, ELLWOOD, ROYAL, U. S. 


MORE THAN DOUBLE HEAT TREATMENT in zinc bath, the only proper way to 
give thicker coating, in connection with 


PERFECTED DRAWING THROUCH OUR DIES BY THE MOST SKILLED WIRE 
DRAWERS IN THE WORLD, PRODUCING SMOOTH, ROUND SURFACE WITH- 
OUT RIDCES, TO WHICH ZINC IS EVENLY AND INSEPARABLY APPLIED. 


Reduces fence cost per year. Absolute security against hardest use. 


THE ZINC INSULATED PROCESS ADVANCES QUALITY TO THE LIMIT OF 
FENCE ENDURANCE POSSIBLE TO ATTAIN BY PRESENT KNOWN METHODS. | 


THE WIDEST ADVERTISED AND BEST SELLING 


we FENCES ON THE MARKET 
it Write us for selling details 


A ARROW STEEL FENCE POST 
RL Has sprung into immediate popularity. Extensively advertised. 
tt! 


Built like a railroad rail. Remarkable stiffness and durability. 
Write us for selling plans and literature. 


ae Nails, spikes, tacks. 
“TI Barbed—our celebrated 
a? brands Ellwood Clidden 


American Glidden 
American Special 
Waukegan Lyman 
Ellwood Junior 
Baker Perfect 


@) Every kind for every pur- 
pose, in every form and 
every finish. 


Ji Bale Ties. Telephone. Reinforcement. 


WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE. 


AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Boston, Cleveland, Pittsburgh, Denver, Dallas 
a Soe U. S. Steel Products Co., San Francisco, Los Angeles, 
— ~ Portland, Seattle 
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R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK 
Please send us Without charge One Dietz Window Display 








T HE vast majority of lantern users in the United States have voted for 
Dietz Lanterns. 

They prefer Dietz Lanterns, as did their fathers before them, because the 
superior quality of these lanterns is never permitted to become a tradition 
of the past—it always maintains its leadership. 


This overwhelming preference for Dietz Lanterns explains why most hardware 
merchants handle Dietz Lanterns exclusively. Selling Dietz Lanterns is also made 
easy by our timely, vigorous advertising to lantern users. 


One of these nation-wide advertising campaigns is now in full swing. It is remind- 
ing 414 millions of lantern users to discard worn-out lanterns and buy new ones. 


You will find profit in cooperating with this advertising by displaying Dietz Lan- 
terns prominently. More than 10,000 hardware merchants have sent for our new 
Window Display. If you have not done so, the Coupon below will bring it to you 


quickly. 


R. E. DIETZ COMPANY NEW YORK 


LARGEST MAKERS OF LANTENRS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 


Sehececee * ete 


Address 
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42 INCH 


INCH 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 

Don't, through force of habit, order just poultry netting but insist upon U. S. 


Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 


as an account opener and trade satisfier. 


Satistied Dissatisfied 
Customers Customers 
are an are a 


Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 
EE RCE 








= Poultry 
Netting 
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Here’s How 


To Sell Folberths! 


Put them in your show window—where motorists and passersby can see them! 
You can sell Folberth Automatic Windshield Cleaners back of the counter but you 
can sell more in the window! 


The progressive merchant whose store front is illustrated here seized the oppor- 
tunity offered by the numerous Folberth window displays. Folberth sales jumped 
immediately! He sold more with less eff ort than he believed possible. 


You can do the same thing! Now is the time to start. The fall and winter demand 
for Folberth Automatic Windshield Cleaners will be greater this year than ever 
before. Send your orders in early for the Christmas rush. And don’t forget to ask 
for the complete assortment of window displays. 


* 


With the Folberth “Universal” Model at $7 and the “Junior” 
Model at $5 you can meet the demands of the entire motoring pub- 
lic. Folberths ordered now will come to you in brilliantly colored 
Christmas Wrappers which are placed over the regular wrappers. 
National advertising will feature Folberth Automatic Windshield 
Cleaners as ideal Christmas gifts. Are you going to get your share 
of the avalanche of Christmas business? If you don’t it will not be 
our fault because we are going to make this the biggest sales effort 


in Folberth history. Ask your jobber or write us direct for full in- 


The Universal : The Junior 
hao formation. Model 


The Folberth Auto Specialty Co. Cleveland, Ohie 


FOLBERTH 


| utomatic | 
WIADSHIELD CLEANE 
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The 
Complete 


Story 


$3.00 
Per 


Copy 











Have You Ordered Your Copies? 


The Greatest Hardware Story Ever Written 


The story is told of a man who was uncommonly fond of 
peaches. Seeing some unusually fine peaches in a store he bouglit 
one, remarking: “Ill sample this when [ get home—if it tastes 
as good as it luoks [ll be back soon for a basket or two.” 


When he returned later and asked for several baskets for pre- 
serving, the dealer said: “I’m sorry, sir, but those peaches were 
quickly sold out—you should have placed your order.” 


Good books, like good peaches, are soon snapped up. This is 
already proving true by the advance orders for “Forty Years of 
Hardware” which will be ready in Book Form in November. 


Place your order now, with remittance, and avoid disappoint- 
ment. | 


By Saunders Norvell 


Hardware Age, 239 West 39th Street, New York City 
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Statement by Editors and Publishers of 


we 
@L bert 
cA Weekly for Everybody 


Liberty has made a remarkable success. We believe this record commands 
attention. 





This success is the result of— 
The long experience and vast resources of the organization behind it, 
Its editorial content and its altogether new and different make-up, 
And its nation-wide sales organization of 100,000. 


Liberty was introduced to, the public in a most spectacular and successful 
manner. Millions, everywhere, knew of its advent. It gained an imme- 
diate, universal recognition that could not ordinarily be expected for 
vears. It became and still is the most talked about national publication. 


But Liberty has not reached its peak of influence and circulation. Unparalleled 
as are the achievements of the past four months, Liberty is destined 
to grow and grow. The comprehensive plans and the support neces- 
sary to accomplish them insure this growth. 


At the beginning 500,000 net paid circulation was guaranteed to advertisers. 
This guarantee was lived up to—and more. 


Three months later 600,000 net paid circulation was guaranteed. This guar- 
antee is being fulfilled —and more. 


Now, we guarantee 700,000 net paid circulation by December 31, 1924. This 
also will be lived up to. The record of accomplishment to date backed 
by the tremendous resources of. the owners of Liberty assure it. 


From the first, wholesalers, news dealers and boy salesmen have asked for 
copies far in excess of what we delivered to them. 


Therefore, it is safe and conservative to say that Liberty will exceed- the 
million mark in 1925. 


Rate adjustments are inevitable. Buy now for protection. 


(Signed) 
R. R. McCormick 
J. M. Patterson 
Editors and Publishers. 


1,000,000 in 1925! 


° 7 South Dearborn Street 247 Park Avenue 
Chicago Pans Central eee New York phone Vanderbilt 7489 Los Angeles Phone Metropolitan 3172 


406 Haas Building 
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The National Hardware Association of the U. S.: 
“.. The question of the standardization of 
garden hose was discussed at our Twenty-ninth 
Annual Convention in Atlantic City last October 
and was approved without a negative vote.” 


California Retail Hardware & Implement Association: 
“.. At our convention... our Association 
unanimously passed a motion endorsing the sim- 
plification of rubber hose and making one size, 
54", the standard size.” 


Illinois Retail Hardware Association: 
“It was the unanimous opinion of the Board 
that the simplification of garden hose to the 
standard use of the 4%” size would be the thing 
to do.” 


Kentucky Hardware & Implement Association: 
“I will agree with you that the 5%” size will take 
care of the trade, and the %” and 34” can be 
easily eliminated.” 


Minnesota Retail Hardware Association: 
“ . . While we have not taken unity of action 
. I can speak for a very large portion of 
our membership by saying that I believe only 
one size of garden hose should be manufactured, 
and that size should be 5%”. 


Mississippi Retail Hardware & Implement Associatior: 


“ _ . Those with whom I have talked are in 
favor of 54%” only.” 


Mountain States Hardware & Implement Association: 
... The majority ... favor the elimination 
of 14” garden hose and making the 5” stand- 
ard.” 


New York State Retail Hardware Association: 
“IT am quite sure that your efforts to concentrate 
on one size will have the approval of the mer- 
chants in this State .. .” 


North Dakota Retail Hardware Association: 
“ ..I1 would say that the large majority of 
those living in towns in North Dakota where 
garden hose is sold would say ‘adopt 5””.” 


What they say about 3/s" Hose 


The National Retail Hardware Association: 


. I think you may very consistently say that 
the National Retail Hardware Association sup- 
ports the movement. ... The favorable reso- 
lutions passed by over twenty of our affliated 
associations support the stand which I know ‘our 
recent Congress would have formally taken had 
the matter been presented.” 


Oklahoma Hardware & Implement Association: 


“The Oklahoma Hardware & Implement Asso- 
ciation went on record as adopting %” garden 
hose as standard.” 


Panhandle Hardware & Implement Association: 


... So far... our membership is 100% for 
the adoption of 5%” garden hose as standard.” 


Southern California Retail Hardware Association: 

“.. This Association went on record at their 
meeting ... unanimously favoring the adop- 
tion of the 5%” diameter as the standard size 


for garden hose.” 


The Arkansas Retail Hardware Association: 


“It is my candid opinion, after talking with a 
number of dealers, that the 54” size, if adopted 
as a standard, would serve all purposes and 
within a short while the consumers would never 
care for any other size.” 

4 


The Hardware Association of the Carolinas: 

“... The writer ... is in entire accord with 
the ‘simplification’ program . . . and he believes 
that he expresses the views of practically every 


hardware dealer in the two Carolinas. 


The Nebraska Retail Hardware Association: 

“... The subject of ‘simplification’ was thor- 
oughly gone into in our convention sessions and 
I assure you our membership is 100% for... 
Simplification of this item means reduced invest- 


ment and an increase in turnover.” 


The foregoing are extracts from letters received from the Secretaries of the several Associations named. 
Other Associations which, as such, have not considered the 54” plan have expressed their approval of any 


“Simplification” movement which will help the dealer. 


The adoption of the 54” size of garden hose as 


standard is certainly in that category. 











Acme Rubber Mfg. Company 
Boston Belting Company 


Cincinnati Rubber Mfg. Co. 
Combination Rubber Mfg. Co. 
Electric Hose & Rubber Co. 


MECHANICAL RUBBER GOODS MFRS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc, 


Empire Tire & Rubber Corp. 
y The B. F. Goodrich Rubber Co. 
Boston Woven Hose & Rubber Co.Goodyear Tire & Rubber Company —_ City Rubber Company 
Hamilton Rubber Mfg. Co. Thermoid Rubber Company 
Hewitt Rubber Company 
Home Rubber Company 


New York Belting & Packing Co. | 
Pioneer Rubber Mills \ 





United States Rubber Company 
Voorhees Rubber Mfg. Co. 


Murray Rubber Company 
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Price of 
cabinet $1.50 


In Pacific Coast 
territory $1.60 


, on 
i i 3 hoi i i 
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Lamp Testing Device 


Stock and display 
your flashlight lamps 
the better way 


MANY a flashlight is idle because the lamp eventually burned out. 
These idle flashlights mean lost sales of batteries. Bring’them back 
to life with the new Eveready Mazda Flashlight Lamp Counter 
Cabinet. It is an instant reminder of the need for a new bulb. 

Cabinet of steel, lithographed in red, blue and gray. Contains 
simple tester. Holds 100 assorted flashlight lamps. Removable label 
for identifying lamps and prices. Eliminates breakage and disorder, 
and is a silent, ever-ready seller, that will increase your sales of lamps, 
flashlights and batteries. 





, Ask your jobber 
: NATIONAL CARBON COMPANY, Inc., New York 


EVEREADY 


| MAZDA 
FLASHLIGHT LAMPS 


San Francisco 
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PARAGON 
PAVES 
THE WAY 


ARAGON is backing 
up its revolutionary 
new line with an advertising 
campaign of unusual effec- 
tiveness and range. Such 
popular magazines as Sat- 
urday Evening Post, Popu- 
lar Mechanics, American 
Boy, Popular Science 
Monthly; such widely read 
radio publications as Popu- 
lar Radio, Wireless Age 
and others and big city 
newspapers such as_ the 
Times, and Herald-Tribune 
in New York, the Tribune 
and Daily News in Chicago, 
will create live receiver 
prospects for you. Take 
advantage of it while it’s 
red-hot. 
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Employs the new 
Paradyne_ circuit, 
non-radiating. 
New single - dial 
control. Hand- 
some mahogany 
cabinet, 207% mm. 
long. 


ee ee 





THE NEWYORK HERALD — - 
Xew Dork tice Cribune 


—- 





| The New York Gimes. 
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The Knob with the Red Triangle 
ts the identifying mark of Para- 
gon quality—always look for it. 
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The New Paragon Two, $27.50 
Capable of loudspeaker volume from . 
See this new set at the Paragon The New Paragon Three, $48.50 yo ome bc A pps AO vadius and bs 
Exhibic, New York Radio Show An exceptionally sensitive three-tube set. New phone reception over almost unlimited 
(Booth 143, messanine floor), single dial control. Amazing loudspeaker volume. range. Single dial control. 11 in. : 
— _—_ Chicago Show, Booth Solid mahogany cabinet, 16% in. long. long e 
, Section . 


ADAMS MORGAN COMPANY, Inc., 11 Alvin Ave, Upper Montclair, N. J. 
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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 





There’s a National Hanger 


for Every Sliding Door 


Sliding doors are not confined to the barn. This particular type of door is popular among the 
builders of industrial plants, warehouses and public garages. 

There is therefore an unusual opportunity for Dealers to sell National Storm-Proof Hangers in 
every section of the country. 

The use of over-head hangers and rail is steadily growing in favor where construction of build- 
ings allows for wide door openings—or where the swinging hinged door is impractical. 


Why not avail yourself of these sales and opportunities The No. 88 Adjustable Storm Proof Hanger is one of 
and enjoy the National policy. We sell direct to the our best selling items. It is made of heavy gauge steel 
Hardware dealer. The saving in costs and elimination and fitted with anti-friction roller bearings. The ad- 
of unnecessary delay will enable you to enjoy larger justment construction is very simple and easily operated 
profits and assure prompter shipments. —and just as easy to install. 


Our stock is always complete. Goods are packed in the most compact and convenient method 
for the dealer--properly presented to please the trade. 


ORDER CAN BE SHIPPED THE DAY RECEIVED 








The Dealer’s Demon- 
strating Display. 
A full sized model for k 
your counter that helps 


you sell National Hang- 
ers. 





eRe aes 


Write us for details and 
catalog. 
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National Mfg. Co. 


Sterling, Il. 
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roasters 
coffee percolators 
coffee urns 
cider jugs 
china 
glassware 
freezers 
silverware 
kitchen knives 
food chopper 
baking dishes 


cake pans 
nesting ice box 


dishes 
pie plates 
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HERE are three things which are needed for the Thanksgiving 
festivities which you probably could not handle profitably—these 
are table linen, foodstuffs and any beverages. 
needed to make Thanksgiving Day a real whooping success is a 
regular hardware item. 


Every other item 


nut picks 

and bowl 
casseroles 
mixing bowls 
kettles 
potato slicer 


white top 
kitchen table 


fireless cooker 
chafing dish 
gas range 

axe 

aluminum ware 
enameled ware 
tinware 
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Let’s Talk “Turkey” 


Not Ice Cream Weather, but— 


Thanksgiving may not sound like 
ice cream weather, but we notice 
that the ice cream parlors do a 
twelve month business. The kiddies 
will enjoy ice cream on Thanksgiv- 
ing and a freezer is mighty useful 
for frozen puddings, jelled dainties 
and many other frozen desserts. 


Where Did He Get That Axe? 


You know where the chicken got 
the axe. The turkey gets it in the 
same place, but where did the 
farmer get the axe? Hope he got it 
in your store. If he didn’t it is 
really your fault. Get his axe busi- 
ness this year. This may be the cold 
blooded angle of the big feasting 
day, but nevertheless if the turk 
didn’t get the axe we wouldn’t get 
the turk, and that it wouldr't be 
Thanksgiving Day. 


That Turkey Atmosphere 


Don’t forget the turkey atmos- 
phere with a good general assort- 
ment of the typical Thanksgiving 
hardware displayed carefully. A 
table set for four with papier mache 
turkey trimmings and _ vegetables, 
complete china, glassware and silver- 
ware needed and a fine linen table 
cloth would appeal to all the house- 
wives. You could borrow the cloth 
from your good wife or from a 
neighbor merchant giving him a 
credit card as return courtesy. 


Push These Items 


The extra guests at the Thanks- 
giving table means that mother must 
have extra silverware, extra pieces 








It’s “Pie’’ For Somebody 


From a source which we are 
unable to disclose or guarantee 
comes the statement that if all 
the pies consumed each year at 
Thanksgiving time were to be 
placed end to end they would 
girdle the earth 5.863 times. 
There must be a good market for 
glass and tin pie plates at this 
season. Look into this market. 








of china and glassware, she must 
have a larger turkey. To cook a 
larger turkey there must be a new 
and larger roaster. Might sell her 
a new range. Extra pie baking 


dishes will be needed for the three 
or four extra pies she will bake. 
Casseroles, cake pans, and a new 
carver for dad will interest her. She 
will make mince pies, of course, and 
must have a good rolling pin, pie — 
board and a meat chopper with a 
fine cutter. A nut set with cracker, 
picks and bowl is another item she 
must not forget. It is your duty to 
help her remember—profitable duty, 
too. For the pumpkin pies don’t 
forget a potato masher is needed. 


Sell Thanksgiving Entertainment 


With a crowd on the big American 
holiday some form of entertainment 
will be necessary. Radio programs 
will be extra fine that day and eve- 
ning, but Willie’s crystal set won’t 
be sufficient. Must have a good tube 
set with loud speaker so sister and 
her beau may dance while the older 
folks listen to the music and singing. 


Pre-Thanksgiving Profits 


A pre-Thanksgiving indoor paints 
sales campaign should bring sales 
and profits. No one wants visitors, 
particularly relatives to come and 
find the rooms poorly painted. 


After It's All Over— 


You will agree that it was a good 
idea and will begin to think of doing 
it all over again next year, only on a 
larger scale. Ordinarily a holiday 
means poor business, but not when ‘you 
“make ’em pay their way.” 
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Windows that sold Thanksgiving merchandise for Birkenmeier & 
Kuhn Co., Newark, N. J. 
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» Ad Suggestions for Thanksgiving 





By Frank Farrington 


UCCESS in interesting 
_ people in hardware store 


merchandise, 
useful at Thanksgiving 
time, depends on_ the 
methods used. These 
advertisements are written 
with that in mind to a cer- 
tain extent. But further 
than that, it is the writer’s 
idea that advertisements 
for any kind of hardware 
store goods will be more 
likely to attract attention 
and to get a reading if 


particularly 


they are prepared with a view to making them timely 
in sentiment and application. 

Any of these advertisements may be made over 
into a form letter by eliminating the headline and 
inserting “Dear Sir” or ‘“‘Dear Madam” and attaching 
a “Yours truly” and a signature. 


sd 


The time for the use of such advertising copy is 


during the week or ten days preceding Thanksgiving 
day which this year comes on November 27th. 





How to Cook a Turkey 
You know more about roast- 
ing turkey than we do. What 
we know about is the stove and 
the container for the turkey, 
We would like to show you 
some of our turkey roasting ma- 
chinery. 

For instance; an aluminum self- 
basting roaster, large size, seamless, 
easy toclean. Just the thing for the 
Thanksgiving turkey. Price, $3.75. 

Or an enamel ware roaster in 
white, full length 19 in., 8 in. high. 
Seamless, self-basting, $3. 

Other roasters at other prices. 

And how about your cooking 
range? There is just time to install 
a new range before Thanksgiving if 
you say the word. Do you need a 
new one? If so, why wait? 

To cook the turkey right you need 
a good roaster, good fire, a right 
working range, handy forks and all 
the things that go with real cooking. 
See us about anything you need. We 
have everything that goes with effi- 
cient cooking. 

Proctor’s Hardware. 


Thanksgiving in the Kitchen 
Thanksgiving Day may be 
a big day in the dining room, 
but it is a bigger day in the 
kitchen. 
Is your kitchen ready for 
the preparation of the Thanksgiving 
Dinner? 


Think hard whether you have all 
of these things you need for the 
most important day in the kitchen. 

Sharp knives, big and little. 

Strong long and short forks. 

A good self-basting roaster. 

An aluminum drip pan. 

Pie tins and cake pans. 

Stew kettles. 

Colander, measuring cup, sauce- 
pan. 

A satisfactory coffee pot. 

Big spoons. 

Rolling -pin, flour sifter, cake cut- 
ter. 

Food chopper. 

Ice cream freezer. 

Serving trays. 

Dish pan. 

There are other things you will 
think of. Check up the list and tele- 
phone us for what you wart, or come 
in and pick it out. 

Don’t try to get up the year’s big- 
gest dinner without suitable equip- 
ment to work with. 

Proctor’s Hardware. 


Getting Ready for Thanksgiving 


The day when all the rela- 
tives come to have their 
Thanksgiving dinner’ with 
you is a day when you want 
your house to be spick and 


span. 
How about the tools for making 





it look right? 





Perhaps you need something new 
of that sort and have neglected to 
get it. Why not get it now? 

A new dust mop or oil mop—75c. 
to $1.00. 

A new house broom, a parlor 
broom at $1 and a kitchen broom at 
90c. 

Floor brush with handle, $2. 

Carpet sweepers, $4 to $6. 

Electric vacuum cleaners. 

Window brush and_ extension 
handle, $1.75. 

Mop wringer bucket, 16 qt., $2.75. 

Call on us for anything and every- 
thing in the way of utensils for get- 
ting the house in order. 

SPECIAL DUST PAN BARGAIN 
AT 25c., ONE WEEK ONLY. 

Proctor’s Hardware. 


The Thanksgiving Coffee 


Not the least important 
item on the Thanksgiving 
dinner list is the coffee you 
serve. 

And the quality of the 
coffee depends much more upon the 
method of making it than upon the 
coffee itself. Any coffee expert will 
tell you that. 

And so you need the best thing to 
be had in the way of a percolator. 
We are offering, while they last, a 
stock of remarkably good aluminum 
percolators, 2 qt. or 9 cup size, at $1. 
This percolator is a great value at 
the price and we cannot duplicate it 
for you when the present stock is 
sold. Get one now and have it ready 
for the Thanksgiving dinner coffee. 
Or do you expect to serve tea? 
Then a good teapot is important 
and we can give you a beautiful 
3 pint aluminum teapot for $1.25. 
We have some other good values 


in aluminum ware at special prices. 


Why not come in and pick out a 
few of the things you need for pre- 
paring the Thanksgiving dinner? 

Proctor’s Hardware. 


Turkey Carving Made Easy 


There is just one thing you 
must have if you are going to 
carve the Thanksgiving tur- 
key properly. 

That is a good carving set, 

a strong fork and a SHARP knife. 
You may know much or little 

about carving and you will get along 

all right if the knife is a good one 








(Continued on page 68) 
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Charles M. Ghriskey— 


A Merchant 
of the 


Old School 


“T tell you, gentlemen, the present generation is not nearly 
as keen as that of which I am a ‘relic. 
Ghriskey said in 1891 applies to conditions today, as you will 
agree when you read this article. 


999 


Much of what Mr. 








Ghriskey with a capital of $10,- 

000 and a small organization 
combined had established himself as 
a hardware commission merchant at 
40 Commerce Street, Philadelphia. 
He possessed a remarkable knowl- 
edge of hardware by virtue of a long 
apprenticeship with Curtis & Hand, 
a leading jobbing house in its time, 
and with whom he had secured em- 
ployment as a boy. In the later years 
of his activities, Mr. Ghriskey pre- 
pared and read a paper before the 
Merchants & Manufacturers Asso- 
ciation which reveals the staunch 
characteristic of the man and his 
observations are even now applicable 
to the trade and its problems. This 
message was delivered on March 17, 
1891. 

Owing to the present great 
amount of politics and religion and 
my third assistant typewriter, who 
is a very pretty young lady who 
knows she will do as she pleases with 
old fogies, and that she could at any 
time get a much better position with 
many of you nice young fellows, I 
fear that there may be many mis- 
takes, but should there be any griev- 
ances to any of our members, I will 
have ample apologies and corrections 
later on. 

In listening to the discussions in 
this organization during the past ten 
years, I have always felt a regret 
that the men of the present genera- 
tion did not have the advantages of 
a business education of the thirties 
or early in the forties. 

When I entered this, my chosen 
calling, as a boy—I won’t say now 
how many years ago—the Trade con- 


QO July 2, 1849, Charles M. 


tained men of honor and stability of 
character. Petty transactions such 
as are of daily occurrence in this 
day and generation, were entirely 
unheard of. It is true we had com- 
petition, but that competition was of 
an honorable and high toned char- 
acter. There was probably not less 
than thirty or forty concerns en- 
gaged in the wholesale hardware 
business at that time in this city. 
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The effort did not seem to be to 
do a gigantic business, regardless 
of profit, but rather was it a policy 
of the competitors in those good old 
days, now but a memory of the past, 
to sell such goods as yielded a proper 
and sufficient profit. In those days 
we had in Trade what could be 
properly called merchants—not mere 


storekeepers—not buys who, with a 
presumptuous air, hung their signs 
out on the sidewalk before the hair 
had commenced to appear on their 
faces, but men who had been schooled 
in the business; men who could take 
up a pocket knife and tell its value in 
shillings and pence—men who could 
tell the difference between a flat bast 
file and a hand smooth or a mill sec- 
ond cut file). How many hardware 
men now before me can do this? I 
do not desire to embarrass you with 
an answer, knowing it would divulge 
your ignorance. 

I tell you, gentlemen, that in the 
hardware business the present gen- 
eration is not nearly so keen as were 
those of whom I am a “relic.” 

I have been asked to bring out 
some of the evils of the present 
method of conducting business. 
Gentlemen, were I to attempt to en- 
large on one-tenth of the many evils 
which now exist -I1 would keep you 
here until the snow has fallen. You 
would hear the merry jingle of sleigh 
bells in the streets. Yes, gentlemen, 
the Christmas Chimes on old Christ’s 
Church, yonder, would be pealing 
forth their’ glorious Christmas 
Hallelujahs. Yes, indeed, gentlemen, 


if I devoted but a few minutes to the 


discussion of the evils which have 
crept into this business, the snow 
would have melted, the sparrows 
would have returned from their 
southern home, the trees would be 
budding; and the beautiful flowers 
—those concentrations of earth and 
Heaven—would be wafting their . 
sweet odors throughout the land. 
This being the case, I would simply 
confine myself to one insignificant 
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matter among the many, and take 
you back into the past, when certain 
lines of goods were carried in stock 
by certain particular people, and 
others did not attempt to interfere 
by placing these particular lines in 
stock—for instance—if any jobber 
had an order for gun locks, the cus- 
tomer took the order and purchased 
the goods from Howell & Co. If bed 
screws were wanted, we all knew 
that Maslin & Pepper had a com- 
plete stock, and acted accordingly. 
Did an order come for candle snuf- 
fers, we purchased them from the 
old reliable house of Hoopes, Wolff 
& Baker. All the trade knew that 
Curtis & Hand, that grand old con- 
cern which demonstrated their rare 
business judgment by selecting me 
as one of their clerks, carried a full 
assortment of Morris’ Faucets, 
Straw Knives, Bellows, Windsor 
Soap, Sparables, Blunt Screws, Left 
Hand Planes, etc., etc., and hence 
all our competitors refrained from 
carrying these lines and patronized 
us, as they always knew that a com- 
plete stock of these goods was car- 
ried in our warehouse. While we 
carried these goods for the accommo- 
dation of our own customers, yet at 
the same time we were not unmind- 
ful of the fact that we had competi- 
tors in the field who should be 
equally well considered, so that it 
was the custom of all the wholesale 
houses in Philadelphia to buy these 
certain goods from the concerns 
named. On the other hand when we 
needed some line which was not a 
daily seller, and the total volume of 
business that could be conducted in 
the year in this line was only suf- 
ficient to make it lucrative for that 
house to carry the line, we without 
any hesitation would go to the ware- 
house of our competitor, and pur- 
chase this particular article. What 
was the result? Why, gentlemen, 
these lines of goods were extremely 
profitable. They were profitable to 
the jobber who did not carry the 
stock because we rather controlled 
the price and did not cut them to the 
retailer, and the other concerns ob- 
taining possibly a difference of 20 
per cent below that given to the 
retailers, were enabled to make a 
satisfactory margin. Compare this, 
gentlemen, with the present genera- 
tion. Suppose some concern repre- 
sented in this room takes hold of 
a line of goods comparatively un- 
known in this market—a line of 
goods which can be made to pay a 
fair profit, and goes throughout the 
city and the adjacent country, in- 
troducing them, and_ establishes 
what, for them, is a right nice busi- 
ness. What will be the attitude of 


say: 
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the other gentlemen in this room 
toward that line of goods? Will 
they say: “Well, that is a nice line 
of goods Charles M. Ghriskey has 
got; he is making a good profit on 
them, and I guess we will hunt 
around and get some other line of 
goods different from that, but a line 
on which we can make a right good 
margin.” Will my friend, Mr. Ritter, 
say this? No, gentlemen, he will 
“Well, there is a line of goods 
that Ghriskey’s man is selling quite 
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ness per annum would not amount to 
over four or five hundred dollars if 
one house did it all, but with seven 
or eight houses handling the goods, 
the business will amount to probably 
fifty or sixty dollars apiece, and in 
order to have a proper variety a man 
must buy enough of the goods at 
one time to probably last him three 
or four years. -I hold, gentlemen, 
that if we centralized our business 
more it would be better. I hold that 
instead of every house in Philadel- 
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Copy of a bill of goods sold in 1836 by Curtis & Hand, with which firm 
r. Ghriskey acquired his wide knowledge of hardware 








a few of. I guess we can sell them. 
Let’s write the factory and get a 
low price, and we will go out and 
sell them for 10 per cent less than 
Ghriskey is selling them, and we 
will get his trade.” Gentlemen, is 
this a picture? Is it done? What 
man in this room dare say this thing 
is not done every day almost? What 
is the result? Why that line of 


goods which was profitable for one 
concern to carry becomes a profitless 
Probably the entire busi- 


article. 


phia carrying a stock of horse shoe 
nails, for illustration, probably six, 
eight or ten varieties, if one concern 
would carry one brand and another 
concern another brand, then let it 
be understood that in the event of 
any of the concerns selling the brand 
carried by Supplee Hardware Co., or 
any other concern, they would pur- 
chase from that concern and, in re- 
turn, Supplee Hardware Co. would 





(Continued on page 66) 
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By Saunders Norvell 


GENEROUS critic makes the statement in Sales 


Management that I do not preach. He com- 
mends the fact that I do not attempt to preach. 

I have been thinking quite a good deal about this 
statement. I have rather gathered the idea that I 
should do some preaching. I believe a little preaching 
is necessary. I think it would do good. 

The reason why all of us are afraid to preach is 
because there is a general idea abroad that when a 
man preaches he holds himself up as a model. Clear- 
headed men, knowing their own shortcomings, hesitate 
to take this attitude. Besides, they know it is not a 
popular attitude. 

On the other hand, if a man preaches—if he de- 
nounces certain things that are bad—if he recom- 
mends other things that are good—if he tells why he 
thinks some things are good while other things are 
bad—why should that imply that he himself has not 
made the very mistakes that he is preaching against? 

I am inclined to think that the best preachers in 
the world, if we could get them to preach, would be 
the world’s failures. Who should know more about 
the ill effects of intemperance than the down-and-out 
who hangs around the Bowery hoping to get a free 
meal? If this d.-a.-o. were intelligent, I would rather 
hear what he has to say on the subject of intemperance 
than any pussyfoot who ever lost an eye in the cause! 
He would certainly know what he was talking about. 
He would not be theoretical. He would be practical. 

The best sermon I ever heard upon the topic of 
virtue was preached by a lady in Leadville, Colo., who 
had lost her virtue. She had been well-off and re- 
spectable. She was the wife of an army officer. She 
made a misstep. She went down in the world. She 
traveled from one large city in the East to another. 
Finally she landed in a dance hall in Leadville. She 
was well educated. She had intelligence. She knew 
every step of the downward path, and what she had 
to say on the value of respectability and virtue was 
well worth hearing. 

It is curious, the shortsighted, narrow view the 
world takes not only of great sermons but of realism 
in writing or in art. “MADAME BOVARY,” by 
Flaubert, is one of the strongest books ever written. 
It is one of the most powerful sermons on the erring 
woman in all literature. Every light-headed woman 
should read this book. Still, when the book was first 
published it was declared immoral, even in France. 
There was a long trial in the courts upon the question 
of the morality of this book. Flaubert finally won his 
case. The book was declared moral and the reputation 
of Flaubert as one of the greatest of the world’s 
writers rests upon this story. 

Anatole France has just died. His real name was 
Thibault. He merely adopted the name “France.” He 
died acclaimed, not only one of the greatest of mod- 
ern French writers, but one of the greatest writers 
that France has ever known. One eminent authority 
writes that France re-discovered the French language. 
He was given an imposing public funeral. Anatole 


France was one of the most daring writers of modern 
times. In one of his books he describes Pontius Pilate 
in his old age living very comfortably, even having 
forgotten all about a celebrated Hebrew Prophet who 
was brought before him! His books shocked the 
church. His writings were put on the index, ex pur- 
gatoris, and all faithful churchmen were warned not 
to read his writings. Nevertheless and notwithstand- 
ing, Anatole France was hailed by the French nation 
as their greatest literary man. I must admit I have 
not read his books. I have, however, decided to get 
them. There must be something to his writings when 
they can excite not only such wonderful admiration 
but also such tremendous opposition. They must be 
vital. Now I am wondering whether Anatole France 
preached! . 

The other night one of our Western customers 
came to New York. You know, those of us who live 
in New York usually live a very quiet life and go to 
bed early except when our Western customers descend 
upon us! When we suggest that we would like to 
entertain a customer, this is the program that seems 
to suit them: A dinner at Pierre’s—party of four 
($25); Ziegfeld Follies ($25). Then, as they walk 
out of the Follies, bite off their cigars and light up, 
they are only beginning to feel like having a pleasant 
evening. While they stand under the electric light, 
they say—like the sailor of the torpedoed merchant 
ship as he bobbed around in the water near his cap- 
tain—‘“Where do we go from here?” 

So, knowing exactly what they wanted, I took them 
to a cabaret two flights of stairs under the ground on 
Forty-eighth Street ($25 more!). I think it was 
called “The Parody.” It was packed and jammed. 
You could cut the smoke with an axe. They were 
dancing as close as sardines in a tin box. A man 
with a fine voice and a plug hat tipped over one eye 
was the master of ceremonies. He was good. I liked 
him better than the Russian who did the talking at 
“The Chauve Souris.” At 12 o’clock the real show 
started. Almost every leading dancer from every 
theater in New York seemed to be on the program. 
Now of course this was a terrible place for any re- 
spectable man: who ever does any preaching to be 
seen, but somehow, when the orchestra played that 
heart-moving ballet from Chopin and these beautiful 
girls danced in the haze of the tobacco smoke, one was 
carried away in imagination from this sub-cellar 
cabaret to dreams of the fairies dancing in the vales 
to the pipes of Pan in the days when the world was 
young. The point I am trying to work out of my 
system is that in these very disreputable surroundings 
I got a real thrill of surpassing beauty—beautiful 
music, beautiful girls, beautiful dancing. 

However, I must tell a story about this party. One 
of our Western customers is no longer exactly what 


you would call young. Still, he became “kittenish.” 


What are years to one suffering from high blood 
pressure? He told me afterward that one of these 
dancing fairies said to him—‘“Aren’t you ashamed of 
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yourself, coming to a place like this? You must be 
almost 50.” “Well’”—I answered—“What is the point 
of the joke? As a matter of fact, you should be 
ashamed of yourself.” ‘‘Why, the point’”—said he— 
“that gives me the greatest delight is the thought, 
what would she have said if she knew I was 65 my 
last birthday!!!” 

Every now and then I have a little joke that I pull 
off at regular intervals on some of our Western cus- 
tomers. I mean these customers who at home pass 
the plate every Sunday. When they have sat in my 
office a while and we have exchanged whatever trade 
gossip we happen to know, there is a little pause. 
This pause in the conversation always comes. It is 
the pause when suggestions are in order! Then I 
say very quietly—‘I would like to show you New 
York.” You never saw such interest. How they do 
come to life! ‘“Fine!’”—they say. ‘We certainly 
would enjoy seeing the bright lights.” “Oh, you mis- 
understand me”—I gently murmur. “I intended to 
take you up the elevator to the top of the Woolworth 
Tower.” After that, the temperature of the meeting 
goes down and down! 

Roy Dickinson, associate editor of Printers’ Ink, 
writes me a very pleasant letter apropos of my 
recent address before the association of trade paper 
editors. He says that he thinks he has managed to 
figure out just what I intended to say in regard to 
the editorials of trade papers. He says, “I have 
always advocated the reading of good books as an 
aid to the man who writes advertising and sales litera- 
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ture.” He then refers to an article in Printers’ 
Ink, issue of Oct. 9, 1924, entitled “COLORFUL 
WORDS.” He states the idea for this article was 
suggested by reading some of the works of Alexander 
Smith. I have taken the trouble to look up the works 
of Alexander Smith and while I must admit I never 
heard of him before, I surely think that all editors, 
writers of “SALES MANAGER?” articles, advertis- 
ing writers, sales managers in general, credit men 
and claim department correspondents should get the 
works of Alexander Smith, simply to study his style 
in writing. It would be a revelation to them of how 
a man could paint pictures full of color with mere 
words. 

Now I started to write this article on the subject of 
assets, but the preliminary remarks in the article 
have stretched out to such an extent that I have not 
said a word about assets. This article reminds me 
of the toastmaster at the banquet who makes the en- 
tire speech and consumes all the time when he in- 
troduces a speaker. 

We therefore will take this article only as an an- 
nouncement. In our next article we will write on the 
subject of assets and in the following article on the 
subject of liabilities. In the meantime we will have 
a little national election and possibly when the elec- 
tion is over, we will sit down and figure whether the 
nation has gathered an asset or a liability. Of course, 
the decision in this matter—as George Ade might 
have said, “will all depend on how we have voted!” 

“THE SALES MANAGER.” 











Let the Kiddies Boost Your Store 


OYS are one of the most profitable lines for the hardware retailer to handle; not only are 

they profitable in themselves, but they keep you in constant touch with the younger genera- 

tion in your community. When the kiddies see some toy in your window that they like, it’s 
a pretty safe bet they’ll tell their parents about it—and keep right on talking until they get 
it. The older folks are brought into the store and become customers. The kiddies are great 
boosters—don’t neglect them. Make your store an all-year-round toyland. 
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CARBORUNDUM 


the Commuter on the Wing 








The store of R. J. Masbach, Inc., has been in the Masbach family nearly 
fifty years—since 1875. But it hasn’t fallen asleep—in fact, it is one of the 
livest stores in New York City. It does a rush trade not only in volume but 
literally—it has to sell the customer while he is rushing by the store. 








EFORE the _ skyscrapers were thought of, 
seventy-five years ago, a little hardware store 
was opened over on one side of the downtown 

district of New York. In those days people lived 
there—now there are only skyscrapers and water- 
front buildings, and New Jersey commuters, who run 
to their offices in the morning and to the ferry in 
the evening. Yet the little store has remained in the 
same spot and flourished. 

The store of Masbach, Inc., on Vesey Street has 
been in the Masbach family nearly fifty years—since 
1875. But it hasn’t fallen asleep—in fact, it is one 
of the livest stores in the city. It does a “rushing 
trade,” not only in volume, but literally—it has to 
sell the customer while he is rushing by the store. 

It is still a small store—in fact, its selling space 
is only about thirty feet wide by forty feet deep— 
but now it has seven floors jammed full of stock 
back of it, two basements under the store, two floors 
over it and three floors in the building next door. 
And it is growing, not only in volume, but in prestige 
among the thousands of New York workers who sleep 
in New Jersey. 

How can Masbach’s do such a large volume of 
business in such a small store, with so little over- 


head? Let E. J. Ruelbach, head of the sales force 
of Masbach’s, answer the question. 

“The secret is not in the store, but in the customer 
and how we study him,” says Mr. Ruelbach. “We are 
not trying to fool the customer into thinking he is 
entering a Fifth Avenue jewelry store. We are not 
afraid to admit we are old—but we are proud of our 
experience in knowing what the customer wants and 
how to give it to him. The man or woman who buys 
here once knows that we have the right goods at 
the right price, served up without ‘floss,’ but with 
real service.” 

One would think that in order to draw in the cus- 
tomer who is rushing past the Masbach windows 
would have to be very large and very ornate. As a 
matter of fact the store has little window space— 
four windows, but very small. But, as Mr. Ruelbach 
says, “the main thing we want to tell the passing 
prospect is that we have a hardware store. Long 
ago we graduated from the three-ring circus school 
of window display and gave up the idea that the way 
to make up for the smallness of the windows is to 
jumble as many different kinds of things into them 
as possible. Instead, we try to make each window 
give a clear, definite, unified impression—a selling 
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picture. People know that a hardware store has a 
great many things to sell which it does not show. 
Instead of showing our whole assortment at once we 
pick out appropriate and attractive lines and give 
them a window to themselves. 

“We give the goods a chance to talk, as it were, 
without being shouted down by a bunch of other 
things all round them. There are many reasons why 
this is sound policy. One of them is that a jumbled 
window always looks the same, whereas a one-line 
window looks new every time it is changed. We 
therefore have all kinds of windows—from garden 
seeds and tools to enameled ware kitchen utensils. 
Every window strikes a certain note and makes a 
definite impression on the passerby. An enameled 
ware window, for instance, reminds the commuter, 
hurrying home, of his supper and of the nice, cleafi, 
‘homey’ kitchen from whence it will come to his 
table. Change the windows often, and keep the dis- 
play colorful, is our motto.” 

With its seventy-five years of experience—and 
wakeful observation—the Masbach store does not 
wait until a few hundred customers have walked 
out because what they wanted was notin. It knows 
beforehand what the commuter needs—knows, usu- 
ally, before the commuter knows he wants it. The 
principal departments of the store for this trade 
(from the sales viewpoint) are, therefore, in house- 
hold tools, shelf hardware, garden tools and needs, 
kitchen utensils and similar housefurnishings. ‘We 
know we are in direct competition with suburban 
stores, so we have to make it worth while for our 
customers to carry things over from our store. We 
have to give satisfaction and we have to make it 
convenient. 

“For instance, take a simple thing like wrapping 
a package. The commuter has learned how to make 
two arms do the work of three, but he likes to have 
things wrapped so that they will not give the ferry- 
boat a strong list to port or will not slip into the 
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river. We make it our business to make the com- 
muter comfortable. : 

“We know the kind of people we sell and the kind. 
of homes they live in. We know the scarcity of 
servants and therefore we emphasize the labor-sav- 
ing value of household things—and men appreciate 
such talking points. A man does not want to have 


his wife washing pots and dishes for hours after 


supper. That’s why we are selling so much enameled 
ware. Because it is easy to keep clean this ware is 
in growing demand. In the last two years sales of 
enameled ware in this store have become four times 
as great as those of all other kinds put together— 
two years ago the proportion was about even.” : 

But only half the trade of Masbach’s is done with 
commuters. For the other half the store has built up 
a very unusual kind of trade. There are many.small 
restaurants, lunch rooms and tea rooms in the neigh- 
borhood to serve the office workers. They all know 
Masbach’s as the place to buy the enameled ware 
pots and pans for the kitchens. So that the store is 
handling profitably a complete line of the ware— 
smaller pieces for commuters and larger equipment 
for the restaurants. 

There are also many food stores and markets in the 
neighborhood, so Masbach’s has developed a large 
trade in scales and similar store appliances. The nut 
stores and fruit stands are supplied with peanut 
roasters and scoops, etc. The “wholesale” and spe- 
cialty stores are sold coffee roasters. 

The special sale, like the special window, is a 
firmly established Masbach method. In recent weeks 
two of the most profitable sales were on meat grind- 
ers and enameled ware coffee pots. 

“It is hard to reach our customers by ordinary ad- 
vertising methods,” says Mr. Ruelbach. “Our trade 
is worse than transient—it’s galloping. We use cir- 
culars on the customers we know and on the special 
businesses which we serve. But the big thing that 
catches the commuter on the wing is knowledge and 
service and value.” 
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Hoover Would Give Retail Mer- 


chandising a Scientific Basis 


Department of Commerce Suggests Rules for Measuring a Retail 
Market—Attorney General Again Attacks 


ECRETARY HERBERT 
S HOOVER’S recently organized 

Domestic Commerce Division of 
the Department of Commerce is au- 
thority for the significant declaration 
that the careless “give ’em anything” 
merchant and the happy-go-lucky, 
“take anything” buyer of yesterday 
are rapidly disappearing from the 
avenues of modern business. Today’s 
rapidly developing attitude of careful 
selection on the part of shoppers 
everywhere is being reflected in the 
need for more scientific management of 
stores. 

The successful retailer of tomorrow 
must substitute knowledge for guess- 
work in judging sales area and de- 
mand, this being a broad basic prin- 
eiple laid down in the Department’s 
forthcoming “Measuring a _ Retail 
Market,” the third pamphlet in a series 
prepared at the suggestion of -impor- 
tant retail organizations for the benefit 
of the store trade generally. 


Retailer to Benefit by Research 


“Just as the manufacturer and 
banker have realized the importance of 
research in their management prob- 
lems, so may the retail merchant bene- 
fit by a study of his problems with a 
more analytical mind and in the light 
of facts scientifically gathered,’ the 
Division suggests. “Since the purpose 
of any retail business is to sell mer- 
chandise, thereby making sufficient 
profit to compensate for the energy and 
capital expended, it seems only logical 
that the merchant should desire to 
obtain all the information possible rel- 
ative to his market.” 

“The chief function of the merchant 
is to supply the customers’ demand,” 
and the retailer can perform this serv- 
ice most adequately if he makes a 
quantitative analysis of the market 
-and a qualitative analysis of the con- 
sumer’s demands. “Such sales re- 
searches serve as guides to the possi- 
bilities of the future and are of value 
to the prospective merchant in choos- 
ing his field, as well as to the estab- 
lished merchant in pointing the way.” 

In planning to enter a new field the 
retailer may find, by a careful analysis, 
that his prospective market does not 
reflect such favorable circumstances as 
a cursory examination appeared to re- 


Harvester Trust 


By W. L. Crounse 


veal. He may be saved from embark- 
ing upon the enterprise, preventing 
subsequent failure and much loss to 
society of wasted effort and capital. 

The campaign should be visualized 
in its entirety. It is beyond the hope 
of anyone to know aii possible facts 
regarding a particular market, so the 
only logical course for an organization 
desiring to try out market analysis on 
a small scale is to allot in advance a 
definite amount of time and money for 
the survey and then keep to the sched- 
ule as far as practicable. 


Size of Tributary Zone 


Commenting on the arbitrary indica- 
tions of some writers that the average 
city should draw from an outside terri- 
tory that embraces a population equal 
to 40°per cent of itself, the opinion is 
advanced that many conditions deter- 
mine the extent of the city’s trading 
territory. Of the more important fac- 
tors in this respect are those geo- 
graphical conditions playing their part 
in freeing a city from outside competi- 
tion or in handicapping it in the race 
for trade. 

Merchandising extraordinarily fair 
and comprehensive, has enabled some 
cities to include in their trade territory 
outlying districts whose population was 
equal to 75 per cent of that of the 
original city. One can not emphasize 
too strong the importance of efficient 
merchandising policies when an effort 
is being made to measure and ascertain 
a potential market. 


Population Statistics of Great Value 


The utility of population statistics in 
retail planning is fully discussed. 
These are easy to obtain, and while 
not providing specific answers to all 
questions raised by retailers, never- 
theless furnish a desirable background 
of valuable basic facts which may be 
used in connection with more specific 
information obtained by direct contact 
with the market. 

Age and sex distribution are impor- 
tant, particularly to certain distribu- 
tors. For example, the growing in- 
fluence of children in the purchases of 
parents has led to the sending of ap- 
peals to the “little folks” as an effective 
approach to the family purse. 

Liberality in spending on the part 


of gold miners compared with the more 
careful buying by coal miners is used 
as evidence of the need for studying 
the habits of the people. Because the 
Germans are noted as a thrifty race, 
any store catering to trade dominated 
by that nationality must offer depend- 
able, staple merchandise at reasonable 
prices. The Frenchman’s love of dress 
and luxuries is well known, and so it 
is with practically all the store’s cus- 
tomers. 


Importance of Home Ownership 


Home ownership usually means per- 
manence; it is indicative of the pros- 
perity of the community, particularly 
in smaller towns and suburban dis- 
tricts, and is worthy of careful study. 
The number of farmers who own the 
land they till, the number who are 
renters, and the average size of their 
families are a few of the important 
things to look into in considering a 
farming community. Condition of the 
soil and climate, facilities for reaching 
the market, distance of haul, and 
ravages of insects. influence’ the 
farmer’s pocketbook. 

Among other subjects discussed in 
the pamphlet in their bearing on re- 
tailing are “Diversification of Indus- 
tries-Classification of Factories; Neigh- 
borhood Purchasing Power; Labor 
Situation; Daily Living Habits; Con- 
siderations Affecting Farmers; Compe- 
tition; and Limiting Factors of the 
Markets. The data presented were 
gathered directly from prominent re- 
tailers all over the country. The pam- 
phlet represents the co-ordinated opin- 
ions of the most progressive retail 
agencies, and presents an approach to 
the solution of the problem heretofore 
unattempted, according to the Domes- 

tic Commerce Division. 


Harvester Trust Again Assailed 


Great interest attaches to the action 
of the Attorney General during the 
past week in seeking “the most effec- 
tive dissolution” of the International 
Harvester Co. in its alleged monopoly 
of the farm machinery business. The 
Attorney General’s brief was filed in 
St. Paul and contends that the original 
consent decree obtained against the so- 
called harvester trust in 1918 did not 
go far enough. 


ee 
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The Attorney General contends that 
greater competitive conditions in the 
farm machinery trade should be ob- 
tained. The decree must be so amended, 
he demands, as to “give proper pro- 
tection to the farmers and land owners 
who are dependent upon agricultural 
machinery and implements obtainable at 
reasonable prices.” 


Original Decree Failed of Purpose 


The original consent decree, the At- 
torney General insists, failed to effect 
any successful competition. On the 
contrary, during the eighteen months’ 
period following the issuance of the de- 
eree eight of the International Har- 
vester Company’s principal competitors 
went out of business, so that in 1922 
the defendant company’s percentage 
of the total business showed a substan- 
tial increase over that prevailing at the 
time the original suit was filed. 

The Attorney General points to the 
sweeping decision of the court in the 
original proceeding to dissolve the trust, 
and declares that the decree of the court 
“stands unreversed and unmodified.” 
Nearly two years ago, however, it be- 
came apparent to the Department of 
Justice that the practical working out 
of the decree was unsatisfactory, and 
in May, 1923, the Government began an 
investigation to determine the exact 
status of the farm machinery industry 
as enforced by the decree of 1918.. The 
proceedings just begun in St. Paul rep- 
resent the Attorney General’s conclu- 
sions. 


Production of Farm Equipment 


It is interesting in this connection lu 
note that the Department of Commerce 
has just completed a canvass of the in- 
dustry producing farm equipment in 
1923, as compared with 1921. The 
statistics show that the production in 
1923 was valued at $364,701,000, as 
compared with $328,040,000 in 1921. The 
gain in 1923 was thus 11.2 per cent over 
1921. 

The production .values for the more 
important classes of farm equipment 
are as follows: Tractors—1923, $93,- 
782,550; 1922, $53,242,822; 1921, $53,- 
168,819. Machines for preparing crops 
for market or use (threshers, fodder 
cutters, corn huskers, corn shellers, hay 
presses, feed grinders, etc.) —1923, $30,- 
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761,122; 1922; $18,293,848; 1921, $21,- 
436405. Harvesting machinery—1923, 
$26,278,076; 1922, $11,821,848; 1921, 
$18,027,921. Horse-drawn vehicle (farm 
wagons and trucks, buggies, etc.)— 


1923, $24,332,852; 1922, $11,953,362; 
1921, $8,860,676. Plows and listers— 
1923, $24,252,181; 1922, $9,260,335; 
1921, $13,006,927. 


Named in the order of their impor- 
tance in 1923, the leading states in 
the manufacture of the principal classes 
of farm equipment were as follows: 
Planting machinery, Illinois, Ohio, In- 
diana, Wisconsin, Michigan and New 
York; plows, cultivators and tillage im- 
plements, Illinois, Indiana, New York 
and Ohio; harvesting and haying ma- 
chinery, Illinois, New York, Iowa and 
Ohio; machines for preparing crops for 
market or use, Wisconsin, Illinois, In- 
diana, Ohio, Minnesota, Michigan, Iowa, 
Pennsylvania, New York and Califor- 
nia; tractors and traction engines, 
Michigan, Illinois, Wisconsin, Califor- 
nia, Indiana, Ohio and Minnesota. 


Working on Cost Accounting Problem 


The Chamber of Commerce of the 
United States is making a very laud- 
able effort to clear up the twilight zone 
which now exists among trade asso- 
ciations regarding the attitude of the 
Federal Trade Commission toward uni- 
form cost accounting. The first step 
taken has been the organization of a 
conference on cost accounting which 
began in Chicago during the past week 
under the auspices of the Department 
of Manufacture of the national cham- 
ber. 

Uniform cost accounting has not been 
directly and independently the subject 
of a court or Federal Trade Commission 
review, except in one case, the case 
brought by the Commission against the 
United Typothetz, concluded about a 
year ago. During the past few months 
there has been an exchange of corre- 
spondence between the attorney for the 
Typothetez and the Chairman of the 
Commission, Huston Thompson, in in- 
terpretation of the order. / 


Commissioner Gaskill’s Opinion 


A similar exchange of correspondence 
between E. W. McCullough, Manager 
of the Department of Manufacture of 
the National Chamber, and N. B. Gas- 
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kill, another member of the Commis- 
sion, has resulted in a clearer under- 
standing of the Commission’s attitude. 
Mr. Gaskill has expressed it as his per- 
sonal opinion that “as long as the prin- 
ciples of cost accounting methods are 
sound and the methods used are adopted 
to secure accuracy of individual results, 
and provided that the results are not 
used directly or indirectly for ulterior 
purposes of an illegal character, the 
Federal Trade Commission is in favor 
of the study of uniform cost account- 
ing by trade associations or otherwise.” 
Trade association executives are look- 
ing forward with great interest to a 
full report upon the Chicago confer- 
ence which, it is assumed, the national 
chamber will make in due time. 


Alleged Infringement of “B. & S.” 
Brand 


The Sandow Tool Company of New 
York City and Rochelle Park, N. J., is 
charged with using unfair methods of 
competition in the exploitation of cer- 
tain of its products by the Federal 
Trade Commission. The company man- 
ufactures machinists’ tools, among 
which are steel rulers upon which the 
respondent causes to be stamped the 
brand “B & S”. 

Among the competitors of respondent 
is the Brown & Sharpe Manufacturing 
Company of Providence, R. I., which, 
according to the citation, has for more 
than twenty years past sold numerous 
machinists’ tools, particularly under the 
brand or legend “B & S”. The com-- 
plaint alleges, therefore, that the use 
of the brand “B & S” by the respondent 
has a tendency to deceive the purchas- 
ing public into the erroneous belief that 
the steel rulers which it sells so branded 
are products of the Brown & Sharpe 
Manufacturing Company, its competi- 
tor, and causes the purchase of respon- 
dent’s products in that belief. 

Under the law whenever the Com- 
mission has reason to believe that an 
unfair method of competition has been 
used against the public interest, it shall 
issue its complaint. However, the ques- 
tion whether or not such method has 
been used is not passed upon by the 
Commission finally until after respon- 
dents’ have had thirty days in which 
to answer and the issue has been tried. 








The Carelessness Tax 


It is an indirect tax, levied 


by the business man himself, but paid by all the people of his community. Once the tax is levied 


there is no evading payment. an 
There is but one practical method for cutting down the carelessness tax, and it is one of education 


()*: of the greatest taxes on business today is the tax of carelessness. 


and cooperation. 


Treatment consists of heart-to-heart talks leading up to local business associations. 


A local association properly conducted can minimize the business carelessness tax of any community. 
It requires thought, effort, patience, tact and system, but it means both individual and community bet- 


terment. 


practically every business in the community. Ss ' 
Business is burdened with plenty of taxes to be paid in the direct way. There is no room for 


additional needless indirect assessments. 


The carelessness tax must go. 


Careful investigation will in all probability reveal some expensive form of carelessness in 


LLEW S. SOULE. 
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Luck o the Trail 


Is Luck for Your Store If You 
Push Traps During the Fall 








Every normal boy has read of the great trappers, Car- 
son, Beard, Boone, Crockett, and the spirit of these hardy 
pioneers is alive in them today—and may be turned into 
dollars and cents if you will foster an interest in trapping 
in your community. 

















; —_ 


RAPPING is a very romantic American sport, 
and probably a fascinating business for those en- 
gaged in it. 

In the mountain country boys make pin money from 
their traps. Encourage this thrift. It is an interest- 
ing way to make pin money. Show the boys of your 
town how to anchor, set and release the traps. Teach 
them the difference between traps. Tell them how 
to prepare and market their pelts. Your local library 
has books on this subject. Study them yourself. Tell 
the boys what books to read, show that you are awake 


to the pleasures and profits of trapping even on a 
small scale. Learn what animals may be caught in 
your district. Hang your stock of traps in a con- 
venient place where the boys may come in after school 
and look them over. Have them clearly price marked 
and the boys will sell themselves. 

Ask boys who own traps what kind of luck they 


‘are having. Maintain an interest in local trapping 


beyond the extent of selling the equipment and you 
will find your trap business is a good sporting goods 
item in the fall and winter seasons. 








A window display of this 
type will be sure to arouse 
interest in trapping in 
your community. Why 
not try it? 
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Is China and Glass Hardware? 


By Frank Mappes 








Does it pay to handle china and glassware in a hardware store. In this 
article, Mr. Mappes answers this question very emphatically in the affirmative. 
Mr. Mappes, who is the author of the series of articles on merchandising, 
store arrangement, display, etc., appearing in HARDWARE AGE, will be glad to 
help you solve your merchandising problems if you will write him in care of 


HARDWARE AGE Editorial Department. 








hardware store? I’ll say it does and it pays 

big. Of course, there are certain influences 
outside of the realm of the control of individual mer- 
chants which enter into the successful and profitable 
selling of any line. 

There are limits to the possibilities of volume in 
the first place and, in the second place, the present 
sources which supply the demand of the locality must 
be considered before a definite decision is made to 
stock a line. A careful survey of the local field will 
usually show that people in large cities rely mainly 
on the department store to supply their needs in china 


[LD i= it pay to handle China and Glassware in a 


and glassware of the better grades while the chain 
variety stores have the bulk of the business on the 
cheaper items. In the smaller cities and towns as a rule, 
few adequate stocks are available. Aside from the hard- 
ware store china and glassware are to be found in 
grocery, dry goods, general stores, drug stores, sta- 
tionery stores and second hand stores—none of which 
carry a well assorted nor a complete stock with which 
to supply the needs of the community. 

This condition is rapidly forcing the development 


of the 25 cent, 50 cent and $1 stores in towns and 
cities where otherwise they would not dare to go. The 
live hardware man can do much to retard the progress 
of this type store and at the same time build up his 
own profits. He has many things in stock, the sale 
of which would be affected by the stores mentioned 
and which would come in direct competition with them 
in quality and price. In the competition of the better 
grade goods carried in the 25 cent, 50 cent and $1 
stores, he is fortified and can meet them on his own 
ground in his own field. 

The chain store is a live menace to the existence of 
the legitimate dealer as he is now situated and unless 





he uses some of the tactics and thunder of these stores 
and combats them with their own weapons, he must 
eventually succumb. He cannot very well add to his 
already too numerous lines, the dry goods, notions, 
stationery, etc. carried by these stores but he can and 
should add china and glassware because they easily 
blend in with his house furnishings, stoves, refrigera- 
tors and kitchenware. The one legitimate excuse for 
not doing so is the usual lack of sufficient space in the 
customarily crowded store. 
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China and glassware to be successfully merchan- 
dised must be properly displayed. To do this requires 
lots of floor space. If more hardware stores would 
convert their warehouses which house more idle stocks 
than legitimate business requires, into selling space, 
few would have the need of an alibi “the lack of 
space.” 

Breakage is the one bugaboo. There are unavoidable 
accidents in handling glassware and dishes but much 
of the breakage can be prevented. Customers some- 
times drop an article which they are examining but 
this does not happen so often as to amount to much 
in the aggregate. The loss through breakage should 
not be more than 1% of one per cent. The question of 
breakage being disposed of from the angle of the 
dealer, there remains the advantages to the dealer in 
this very important phase. 

There is no article of commerce and daily use in 
which replacement is so constant. Due to the very 
fact that it is so easily broken, an ever recurring 
series of purchases at almost regular intervals are 
necessary. This acts to the benefit of the dealer sell- 
ing it. In this, it is unlike flashlights where the bat- 
teries need frequent replacements or safety razors re- 
quiring new blades. The steady flow of sales for en- 
tirely new articles is in no other line so pronounced. 

Department stores have found that their house fur- 
nishing and kitchen ware departments are the best 
‘sources through which to popularize their stores. Sales 
conducted in this department bring thousands of peo- 
ple into the store where it is necessary to pass through 
many departments where goods are temptingly dis- 
played in order to attract the passerby before finally 
reaching the bargains offered in household needs. The 
hardware store can easily emulate these stunts. 

China and glassware have many items which can be 
used as specials to attracts buyers. A short time ago, 
a hardware store in a town of twelve or fifteen thou- 
sand, sold in one week nearly one hundred dozen of 
cut glass blown tumblers at 98 cents per dozen, which 
cost them 63 cents per dozen and, at the same time, 
one hundred sets of (5) glass mixing bowls at the 
same price. The tumblers were of a better grade than 
are usually sold at the Five & Ten Cent Stores at 10 
cents each. This store is putting forth herculean ef- 
forts to combat the inroads of two Five & Ten Cent 
Stores and one 25 cent, 50 cent and $1 store and is 
doing it successfully. They use items just a little out 
of their regular lines to bring people into the store. 
They recently sold 99 bathroom mirrors in five days, 
together with a lot of moderately priced white bath- 
room fixtures purchased for the sale. The same plan 
can be worked successfully in every locality. 

The hundreds of items adorning the dining table of 
every home have magnetic drawing power which, 
when rightly presented to the housewives, cannot be 
resisted. They are always looking for bargains and, 
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therefore, it is the duty of the merchant to provide 
them. Why let the woman go to the Red Front Store? 
Give the customers what they want. 

A well planned china department in charge of a 
woman has an appeal to the gentler sex which will 
surely pay dividends to the owners. It is a mistake 
to try to conduct such a department without the 
magic feminine touch. 

In laying out the department, the space allotted is 
of great importance. If possible, a series of booths 
should be provided. Booths for various grades or 
specific decorations, patterns or groups. The various 
kinds of glassware should also be kept separate if the 
booth arrangement is possible. A booth for blown 
glassware, another for molded glassware and another 
for odds and ends, etc. 

The shelves used for china and glassware should be 
different from those usually found in hardware stores. 
They should be open and in continuous lengths. The 
type of shelves ordinarily used for hardware have the 
solid upright spaced 30 to 36 inches apart. These are 
not easily converted to suitable ones for china because 
the uprights often are in the way when articles are 
either too small or too large to fill the entire space 
between them. This leaves unsightly gaps or it breaks 
the range of lines and sizes. Shelving with adjustable 
blackets ranged along the wall so as to present an un- 
broken line are the most suitable. The many shapes, 
sizes and forms of the goods make adjustable shelves 
necessary. The brackets with keyhole standards are 
most satisfactory for this purpose. If these are con- 
sidered too light for the purpose, the use of “Piqua” 
cast iron adjustable brackets are recommended. The 
shelves in the picture have the latter kind. They are 
in 12 feet lengths with the brackets spaced 4 feet 
apart. The cornice is 5 feet above the base and is sup- 
ported by standards made of one inch black pipe and 
waste nuts are used at the top and bottom. The 
shelving above the coping is stationary and is not 
recommended because it makes ladders necessary. 

Flat top tables should be used to display dinnerware. 
A table 3% feet wide by 8 feet long is a good size to 
show two patterns—the number of tables should be 
limited only with the space available. These tables 
(as shown in the picture) have enclosed bases. This 
provides ample space for the storage of the stock of 
the goods displayed on top. Enclosed bases are neater 
in appearance and prevent dust and grime from accu- 
mulating. Even if the stock should accumulate dirt, 
it is at least not exposed to the eyes of the customer 
when this kind of table is used. These tables when 
used to show dinnerware should be covered with a 
plain white linnette tablecloth, stenciled if procurable. 
This is easily kept clean and looks almost as well as 
a linen tablecloth without the expense and labor. 


FRANK MAPPES. 








Don’t Stop! 


some time in his career a stopping place— 

a time when he feels he can shut off the 

power and coast. It is the most dangerous period 
of any man’s career. : 

Whatever you do, don’t stop! Your store can 

only continue to prosper and grow with you be- 


Pree time in every business man faces at 


hind it. If you are not the right man, then get 
right or get out. Study your sales, your help 
and your customers. Read your trade paper and 
attend your trade conventions. The saddest figure 
in business is the man who sits down and lets 
the rest of the world go by.—Llew S. Soule. 























56 HARDWARE AGE 





November 6, 1924 


‘The Salesman—Credit Man” 


By a Credit Manager 








This reply to Saunders Norvell’s article, “Salesman—Credit,” which ap- 


peared in HARDWARE AGE of Sept. 18, was written by one of the foremost credit 
managers in the country. His name is withheld at his request. 














of Sept. 18 entitled “CREDIT MAN—SALES- 

MAN,” written by “The Sales Manager” has 
been read with interest and I think every fair minded 
credit man will receive with appreciation and profit 
the helpful and constructive suggestions it contained. 
Some of them are by no means new, but it does no 
harm to remind one of good deeds that can be done. 

However, at the outset the author of this article 
“flashed” a rather unattractive picture of the credit 
man and closed without making any attempt to change 
it. Taking this criticism as a cue, I am prompted 
to reply to the article, not in a spirit of controversy, 
but merely to establish the status of the credit man 
as he is in commercial life. 

This writer adjures us when conducting corre- 
spondence to “never hurt your correspondent’s pride” 
and to “never humiliate him,” yet in the paragraphs 
immediately preceding he, perhaps unintentionally, 
ran the risk of doing this very thing to the credit man 
by saying that “in almost every business house there 
is an irrepressible conflict between the Credit De- 
partment and the sales force,’ and the responsibility 
for this state of war is placed by implication upon 
the credit man “with all his crankiness.” 

The foregoing statements of “the Sales Manager” 
are quoted also for.the purpose of bringing out an 
impression that the article created in the minds of 
many, again perhaps not intended by the author, that 
the credit man is a sort of unnecessary interference 
in commercial life. Such an impression will not allay 
the state of belligerency with which he is so often 
beset. | 

Before proceeding further allow me to say that as 
a credit man I have no complaint to make of unfair 
treatment. My credit work, covering a period of 
nearly twenty-five years, has been done amid agreeable 
surroundings. My position and authority have been 
recognized. In credit matters my decisions have 
been accepted as final and I have received generous 
support in my work, but I have had an opportunity to 
observe the vicissitudes under which many credit 
men work and that prompts me all the more to make 
an appeal in their behalf. 

Someone has said that “the less people know about 
credits, the more inclined they are to criticize the 
credit man.” Too often he is made the “goat” when 
something goes wrong. On one occasion when I was 
attending a hardware convention, a salesman for an- 
other house expressed surprise at my being present 
and added that it might serve to take away the delusion 
that was frequently created in the minds of retailers 
that credit men are their arch enemies and responsible 
for everything that goes wrong. Unfortunately that 


Ah HE article that appeared in the HARDWARE AGE 





impression too often does exist and has been cultivated. 
until in the minds of many, 


“He’s a hoary headed heathen, a jabber-wock, a 


Jay, 

He’s a double jointed terror and his pleasure is 
to slay 

A nice fat order every day, and sometimes three 
or four; 

But he’s never satisfied, and always sighs for 
more.” 


This, however, is far from being the true tempera- 
ment of the credit man. It should be remembered that 
while he always should have a “sales vision” his 
primary duty is to prevent losses and if he is also 
responsible for collecting accounts, it is his duty to 
see that the terms of sale are complied with and 
frequently to act as arbiter, where there arises a dis- 
pute or misunderstanding. Naturally this work in- 
volves one in the controversial side of transactions, . 
which open up the possibilities of giving offense, but 
notwithstanding such obstacles he must see to it that 
the receivables are converted into cash with such 
regularity that the credit of the firm will remain un- 
impaired when providing new and ample stocks of 
merchandise, otherwise the efforts of the most astute 
sales force would be in vain. 

The “Sales Manager” stresses the importance of 
good letter writing on the part of credit men. It has 
been my observation that a majority of business letters 
could be improved upon and I say this from personal 
experience for many are the times when I have 
realized the inadequacy of my own composition, but 
it is not fair to imply that this defect is more in- 
herent in credit men than it is in other departments. 
I believe it is not so because presently I will show that 
they are doing more to develop and improve them- 
selves in this respect than any other class of business 
men. 

There is a vast difference between the effect of 
writing a customer urging him to buy what he wants, 
and in urging him to give up what he wants (to keep), 
or perhaps in telling him that he has overstepped 
reasonable bounds by deducting discount to which’ 
he is not entitled. The “Sales Manager” also em- 
phasizes the importance of the ability of the credit 
man to write appropriate letters under special condi- 
tions, but for my part I cannot see where it is any 
more incumbent upon the credit man to write a letter 
of condolence, when a customer has crossed the Great 
Divide or a letter of appreciation of past favors and 
good wishes when one retires, than it is for the sales 
manager to write such letters. I think it all depends 
upon circumstances and that both the sales manager 
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and the credit man should be qualified to write these 
letters as the case may require. 

Notwithstanding the conviction of “The Sales Man- 
ager” that in “all the years in between the difference 
of opinion has continued to exist,” I believe I voice the 
feeling of every credit man when I say that although 
it is our duty to prevent losses, we never decline an 
order without regret, we never write an urgent re- 
quest to remit without feeling that we would like to 
escape the task and when we reach the point where 
it is apparent that our efforts will not avail and it is 
necessary to pass the account into the hands of an 
attorney for collection, there is always a feeling of 
sadness. 

An expert marksman says, “the way to judge your 
improvements in shooting is to count not your suc- 
cesses, but your failures. A steady decrease in 
misses counts for more than a few brilliant but fluky 
bull’s-eyes.” The same is true in business. A man is 
inclined to remember a few brilliant but chance-aided 
deals, and forgets his failures; yet if he keeps a watch 
on those failures, and sees them decrease in number, 
he will in the end make a far higher general average. 
The good things that the credit man does are never 
shown in statistical form, frequently they are for- 
gotten. The result of his work must be shown nega- 
tively, only the “misses” are recorded, and yet in the 
hardware business I feel safe in saying after deduct- 
ing all the misses or in other words the losses, his 
efforts would show about ninety-nine and one-half 
per cent of a perfect score. Suppose other depart- 
ments were judged by their misses, would the score 
be as high? 

And, this is not all; it may interest not only the 
reader but also “The Sales Manager” to know, as I 
have already intimated, that credit men are making 
an exhaustive study of the art of letter writing. Al- 
ready several volumes of “effective letters” have been 
published. They represent the best thought of some 
of our most experienced credit men and are used ex- 
tensively by other credit men, either verbatim or as 
a basis for their own compositions. 

The Credit Men of this country have an organiza- 
tion 33,000 strong, known as the National Association 
of Credit Men, whose sole purpose is to improve credit 
conditions and efficiency in credit management. 
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They were to a large extent responsible for the 
passage and continuance of the National Bankruptcy 
Act, one of the greatest stabilizers of credit that has 
been brought into existence during the last quarter 
of a century. They rendered much assistance in secur- 
ing the passage of the Federal Reserve Act, because 
they believed in it, even when astute bankers were 
skeptical. They have been instrumental in securing 
the enactment in almost every state of a law preventing 
the sale of stocks in bulk without notice to creditors, 
thereby driving out the “fly-by-nighters” and adding 
protection to both wholesalers and retailers; a law 
making it a serious offense to give a false statement 
for the purpose of obtaining credit; a law against 
the issuing of “cold checks” and other similar laws 
for the purpose of safeguarding the granting of 
credit. 

They have branch organizations in one hundred and 
thirty-five trade centers. They have established and 
are operating successfully a great Central Bureau 
with branches in many cities, for the interchange of 
credit information for the purpose of helping worthy 
dealers as well as driving out the unworthy ones. They 
have established a number of Adjustment Bureaus for 
the purpose of assisting embarrassed debtors as a 
practical means of rehabilitation and conservation, 
but where they are hopelessly involved, to wind up 
such estates in an economical, equitable and orderly 
manner. 

These accomplishments not only make credit grant- 
ing safer but possible on a more liberal basis and 
establish the fact that credit men are doing their part 
in constructive salesmanship. 

As in the great World War, the engineers worked 
quietly, frequently without protection and in danger, 
to construct fortifications so they would be strong 
enough to withstand the assaults of the enemy and 
provide a base of operation for the assaults of the 
combat troops, so credit men are working to build the 
foundations of business on a broad and safe basis, 
so they will stand the spectatcular performance and 
aggressive methods of the modern sales force. In 
this capacity they are not likely to receive applause, 
yet they are deserving of gratitude for their efforts 
and a recognition of their rightful place in our coun- 
try’s great system of commerce. 








John Cassin Says 


The average pocket knife sale: 


In ordinary stores, approximately $1 each. 


In better than ordinary stores, approximately $1.15 each. 


In good stores, approximately $1.50 each. 


In exceptional stores, $2 each. 


How does your average compare with the above? 
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The “Give Me” Spirit or the «I Will” 


By A Salesman 
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Editor’s Note: 
their opinions as to what constitutes the greatest problem in merchandising. A 
large number of responses were received, many of which were printed in our 
editorial pages. 

The following article was recently sent in by a man who is now a traveling 


salesman in the Middle West. 


has had years of experience on the road as a jobber’s salesman. 


A few months ago HARDWARE AGE asked its readers for 


This man has served behind a retail counter, and 


What he has to 


say will touch a responsive chord in the hearts and minds of many HARDWARE 


AGE readers. 
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HAT is the greatest problem in merchandising? 

There are just as many viewpoints to this 

question as there are to the Grand Canyon of 

the Yellowstone. A person can remain in one place all 

day and observe hundreds of different pictures and 
colors. 

The viewpoint I assume is that made by personal 
work in two jobbing houses, behind the counter in 
large retail stores and as a salesman to both small and 
large retail hardware and general merchandise stores. 

In our free country any one can be a storekeeper, 
but far too many are more fitted to be doorkeepers. 

They lack knowledge of what should be the function 
of a hardware merchant. 

The majority are vendors, and far too many are 
automatons. To illustrate what I mean I will give 
one or two actual occurrences. 

A customer came into a store and asked for a 
butcher knife, and the boss handed out several. One 
was made of cutlery steel at $1, and one was made 
from sheet steel at 25 cents. The customer asked 
“What is the difference?” and the proprietor said “75 
cents,” which was of course obvious to the customer, 
and he said he guessed he did not want any of them. 

I then turned in as a salesman and fully explained 
the difference in values, and sold the $1 knife to a satis- 
fied purchaser. Of course that store has long since 
gone to the cemetery. 

Another case is as follows: In a town of over 5000 
inhabitants I had sold pocket knives at $6.50 and 
$14.50 a dozen. On my next trip I was greeted with 
an order for one dozen pocket knives same as last time 
for my first item. 

The manager called my attention to the fact that 
they had sold all of one pattern in a few days. I 
began checking the pocket knife boxes, and found they 
had put $6.50 knives in boxes marked $1.75, and had 
put the $14.50 knives in 85 cent boxes. Four clerks 
were selling these knives, all supposed to know hard- 
ware values, but they had no brain cells working in 
their think tank at that time. There is not a week of 
my life when I do not run across similar cases to the 
above. 

Our hardware catalogs contain facts about all 
goods, and our hardware trade papers are full of good 
ideas, yet in our teaching clerks we do not insist upon 
thoroughness. 

The 20th century idea is “to get by” with as little 
effort as possible, but with as high a salary as we can 





draw from the boss without any consideration of the 
future to ourselves, or thought of giving service and 
really earning our pay check. We permit the “gimme” 
and the “gotta have a living” spirit to prevail among 
our clerks. We not only need, but we must have a 
revision of our main ideas. Forget the “give me” 
spirit and learn the “I will earn it” spirit. Also bury 
the idea that “I must have the highest salary” be- 
cause I need the money to spend in high living, but 
rather say to ourselves I will make my services so 
valuable to my employer that I will receive the highest 
salary for my services rendered to him. High grade 
service cannot be rendered by dead ones, nor by im- 
beciles, but only by well trained intellects functioning 
properly. The world owes no hardware man a living, 
nor any one else a living. If we want a good living 
get busy and go out to earn one by honest and hard 
toil. It is there to get. Most of the troubles of the 
retail hardware merchants are results coincident with 
our present attitude and education and hours of labor. 

Teaching the false theory that higher education 
makes a man a real man is not true; it may do so but 
history proves to us that college or higher education 
does not of itself make executives. One cannot shoot 
30-30 cartridges in a 22 rifle. 

Again, teaching that eight hours’ work is all any 
man should work any day is not borne out by the his- 
tory and facts of all our big men. The big men of the 
world’s history for six thousand years have never had 
an eight hour day as their standard of work. They 
had a life’s work ahead of them, and when business 
necessity called they could and did put in sixteen or 
twenty hours a day. Hours was not their aim in life, 
but “What can I do?” This reminds me of a very old 
and appropriate saying: “It is not so much what a 
man knows which hurts, as what he knows which is 


not so.” Scandal spreads faster and farther than acts 


of mercy. I have seen dozens of hardware stores 
closed by the creditors and 90 to 95 per cent of all 
these failures have been caused by lack of knowledge 
of hardware values in quality and price, and through 
lack of any definite ideas or thoughts of business rule 
for success. 

The problem as I see it is to start our young boys 
in the public schools with the main and principal idea 
that it is not right to stand 75 per cent in their studies, 
so as to just pass from one grade to the next higher, 





(Continued on page 91) 




















November 6, 1924 





HARDWARE AGE 


59 

















or Your 
THANKSGIVING DINNE 
i ~ ANEW ENAMELED WARA 


Roaster and Preserving K 








! 

















Lt 
a. 
——— 
py 
—— 


i 





| 
| 











} 








| 





f ENAMELED WAR 
Clean and Durabl 








Va 
| : 
| NS % ) 
N ~[\ M(—I® & 
S Spe od 
a 2 1 ra Hh 
ar Sa ' 
Ss ogft my  ¢ 
SNE = 
i . Y, Z "s | “= 
\ wa —— —a A 
x = 86 Ce , 
S14 
































») 
] 
‘ 

















ttle 


W/.) 
| . ) . 
| | ny; 








































































































Give Thanks for Thanksgiving Dinner 


Feature Appropriate Enameled Ware Utensils During November 


E are all like children toward 

\ \) the end of the year. With the 

approach of Christmas we 

look forward so eagerly that we al- 

most hold our breath, and too many 

hardware men pass through Novem- 

ber in a state of suspended anima- 

tion, as far as actual selling is con- 

cerned. And they overlook real busi- 
ness—logical business. 

Why is Thanksgiving? Primarily 
to give thanks, but also to eat—and, 
therefore, to cook—and, therefore, to 
use enameled ware—and, therefore, 
to sell enameld ware. This is the 
kind of logic that makes the cash 
register ring joyful bells at the Pres- 
ident’s Thanksgiving Proclamation. 


But all too often the poor register’s 
ring dies out unheeded. 


One of the most important things 
in the housewife’s mind during No- 
vember is the Thanksgiving dinner. 
If she is to have company, it is prob- 
ably very much on her mind. Her 
cooking utensils may not be large 
enough or she may need new ones. 
In any case, isn’t the ideal time to 
feature cooking utensils when the 
housewife is thinking about cooking? 

Here, then, are the logical central 
attractions of Thanksgiving activi- 
ties in the enameled ware department 
—the roaster and the preserving 
kettle. Around these can be grouped 
your selling effort on all house wares 
during November. They can be used 
as leaders to “carry” the rest of the 
line. To these two enameled ware 
utensils can be tied up the other 


cooking utensils, ‘table glassware, 
cutlery, silverware, crockery, etc., 
and appropriate pieces can be se- 
lected from these to make a strong 
appeal. 

Probably the most effective way 
of featuring the appropriate uten- 
sils is by making a “combination” of 
them to be played up at a special price 
for the complete set. “Special 
Thanksgiving Outfit” or ““Turkey and 
Trimmings Set” and appealing names 
for a combination of a roaster and a 
preserving kettle. Other combina- 
tions might include these two star 
pieces plus such others as pie plates, 
carving sets, etc. 

Around this idea can be built in- 
numerable ads (newspaper display or 
circulars), window displays, special 
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letters, clerks’ talks—every method 
of selling. A simple newspaper ad 
showing the conventional Thanksgiv- 
ing symbols and a little copy play- 
ing up the special combination should 
bring results enough to justify even 
a hardware man’s Thanksgiving. 

Here is the idea for a very “pull- 
ing” circular based on a plan which 
has worked wonders in other lines. 
Anything which looks like a recipe 
or a menu suggestion is just “eaten 
up” by most women—there is some- 
thing about such things which they 
simply can’t resist. Why not print a 
little circular or package stuffer fea- 
turing your special Thanksgiving of- 
fer on one side and some suggestions 
for menus for the Thanksgiving din- 
ner on the other. Recipes for the 
various dishes on the menus could 
also be used to advantage. Here are 
three suggestions which are “cor- 
rect” and also interesting: 


Old Fashioned 
Thanksgiving Dinner 





Oyster Bisque 
Roast Turkey with Cranberry 
Sauce 


Succotash Potato Balls 
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Pumpkin Pie 


Sweet Cider Coffee 





Novelty Thanksgiving 
Dinner 





Consomme 
Boiled Turkey with Oyster Sauce 
Escalloped Onions 
Boiled Rice Lima Beans 
Cranberry Pie 
Coffee 





Economy Thanksgiving 
Dinner 





Clams on the Half Shell 
Roast Chicken with Cranberry Sauce 
Sweet Potatoes Southern Style 
Stewed Corn 
Duchess Pudding 
Coffee 





The window, of course, is the ideal 
place for a Thanksgiving appeal. 
When the spirit is in the air, stop 
the passing housewife with a re- 
minder of the utensils she needs to 
make the day worthy of its name. 
Dozens of striking (and dollar-pull- 
ing) windows can be rigged up with 
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very simple props which will tell the 
Thanksgiving story at a glance. 

For instance, a turkey may be bor- 
rowed from your neighboring butcher 
(put a courtesy tag on it to adver- 
tise him in return). If you cannot 
borrow a real turkey, use a stuffed 
one, or even a large cardboard cutout 
—certainly you can get some crépe 
paper with a turkey design. A 
wheelbarrow with pumpkins, celery 
and other seasonable garden truck, 
will make an immediate appeal. 
Have cranberries in baskets scat- 
tered around. Give the enameled 
ware roaster and preserving kettle 
the place of honor and group around 
other utensils and accessories. Corn 
sheaves and autumn leaves are, of 
course, ideally appropriate decora- 
tions and easily obtained and ar- 
ranged to make an unusual display. 
Use autumn colors in your cover- 
ings for floor, walls and background 
—red, green, brown and orange are 


good. A striking background would 


be a black or dark blue crépe’‘ paper 
all over, with a bright orange disk 
to represent the harvest moon, illu- 
minated at night from behind. 











Thanksgiving is near! 
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Mrs. John M, Robinson wrote the above verse, which was used with much success in the Thanksgiving advertisements 
of Robinson’s Hardware Store 
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Roberts Elected Chief Booster; 


Taylor Is Junior Booster 


Clarence Roberts, Sargent & Co., 
was elected chief booster of The Hard- 
ware Boosters, New York City, at 
their regular October meeting, held 





Clarence Roberts 


Oct. 25 at the Hardwere Club. Chief 
Booster Roberts will serve for one year 
succeeding Herbert R. Conner, Pike 
Mfg. Co. 

Robert Taylor, Star Expansion Bolt 
Co., was elected junior chief booster 
for the same term. George W. Eadie, 
Harmon & Dixon, was reelected treas- 





R. M. Taylor 


urer and Oscar E. Benson, Sargent & 


Co., was elected secretary following 
the acceptance of former secretary A. 
Westphal’s resignation. Mr. West- 


phal’s numerous business duties made 
it necessary for him to terminate his 
three years of very faithful secretarial 
service to the Boosters. 

Past Chief Seymour Sear, Tucker 
Tool & Machine Co., presided during 
the nominations, election and installa- 
tion of the new officers. 


Geo. W. Eadie 


Various members gave praise to the 
fine work of the retiring officers, par- 
ticularly Chief Booster Conner. 

The new chief said he hoped to live 





O. E. Benson 


up to the traditions of the organiza- 
tion which required, he said, every 
member be a gentleman. Mr. Roberts 
appointed Past Chief C. K. Golden a 
committee of one to arrange for an 
elimination bowling contest to deter- 
mine who should represent the Boost- 
ers in a proposed bowling league. 





Miller-Cawthon Incorporated 


The Miller-Cawthon Hardware Co., 
DeLand, Fla., has been incorporated by 
John W. Cawthon, Charles A. Miller 
and Carl N. Miller. The business has 
been conducted for many years as Mil- 
ler Hardware Co. Mr. Cawthon re- 
cently came to DeLand and purchased 
an interest from the Millers. 

Officers are John W. Cawthon, presi- 
dent; Charles A. Miller, vice-president, 
and Carl N. Miller, secretary-treasurer. 
The officers also act as the board of 
directors. 





Dept. of Commerce Bulletin 


“Measuring a Retail Market” is the 
latest bulletin issued by the Bureau of 
Foreign and Domestic Commerce, U. 

Dept. of Commerce, Washington, 
D. C. It is also known as Trade Bulletin 
No. 272. 


New Store Requests Catalogs 


Charles W. Tiemann will open a 
hardware and sporting goods store at 
1512 Broadway, Schenectady, N. Y., 
and requests that manufacturers send 
catalogs on these lines. The store will 
be opened on or before Dec. 15, 1924. 





Daynite Furniture 
Taken Over 


The Success Furniture Corp., Kirk- 
wood, St. Louis, Mo., has taken over 
the Daynite Furniture Mfg. Co. The 
company manufactures rolling step- 


ladders, making 15 models. Officers 
are E. D. Hoffman, president; W. F. 
Linke, vice-president, and F. D. Brock- 
man, secretary-treasurer. 





McClung Distributes Want 
Book 
C. M. McClung & Co., Knoxville, 


Tenn., wholesale hardware and _ sup- 
plies, has distributed an attractive 
want book for dealer customers. The 
book has a hard cover, constructed to 
permit turning of pages and to pre- 
serve the contents. The special shade 
of blue used in this company’s adver- 
tising is also used in the color of the 
cover. The blank pages provide a col- 
umn for items wanted, quantity on 
hand and for cost price the last time 
the item was ordered. On the left-hand 
pages, lists of seasonal hardware are 
printed as a guide to check up on the 
retailer’s stock. These lists are ar- 
ranged by months. 





Southern California Ass’n 
Has New Traffic 
Bureau 


The newly organized traffic bureau of 
the Southern California Retail Hard- 
ware Association will audit freight 
bills, write marine insurance, give ad- 
vice pertaining to traffic matters and 
supervise the pooling of L. C. L. freight 
shipments, both rail and water. E. B. 
McClure has been appointed traffic 
manager to conduct the bureau. This 
new phase of association activity was 
authorized at a meeting held in Long 
Beach, Cal., Sept. 11. 


Radiator Co. Anniversary 


More than 1900 employees of the 
Bond Street plant of the American 
Radiator Co. last week participated in 
a celebration of the 21st anniversary 
of the establishment of a plant of the 
American Radiator Co. in Buffalo. 
George R. Corwin, general manager of 
the Bond Street plant, was presented a 
floral piece, the largest ever con- 
structed in Buffalo. 





Catalogs Received 


Gifford-Wood Co., Hudson, N. Y., has 
issued catalog No. 100 which covers 
the company’s line of equipment for 
the handling of manufactured ice. The 
book is very instructive and well illus- 
trated. 


The Lionel Corp., 48 East Twenty- 
first Street, New York City, has issued 
a new illustrated booklet covering the 
complete line of Lionel electric toy 
trains, stations, track and toy train 
accessories. The booklet not only covers 
the various combinations offered in the 
way of sets but also gives the dealer an 
opportunity to study the construction 
of Lionel equipment and to learn its 
sales features. 


Pollock Stores Co. Remodel 


Store 


Pollock Stores Co., Talihina, Okla., 
general store with a large hardware . 
and paint section, has recently opened 
its new remodeled store with an ap- 
propriate celebration lasting one week. 
Souvenirs, music, radio concerts, movie 
show and other unusual attractions 
featured the opening. 
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CURRENT NEWS 





New N. H. A. President 








John M. Townley, Newly Elected Head 
of National Hardware Association, 
Active in Association Work 


John M. Townley, vice-president of 
the Townley Metal & Hardware Co., 
wholesale hardware, 200 Walnut St., 
Kansas City, Mo., and recently elected 
president of the National Hardware 





John M. Townley 


Association, was born in Terre Haute, 
Ind., in the year 1876. 
When eight years old he removed to 





Kansas City, Mo. After four years 
in the public schools in that city, he 
spent five more at the Cheltenham 
Military Academy at Ogontz, Pa. He 
then entered Princeton University 
from which he was graduated in 1897. 
In the fall of that year he returned 
to Kansas City where he joined the 
Townley organization. 

His first job was opening boxes and 
getting out the hardware as it came 
fresh from the factories. Then he 
did other jobs of the kind, gradually 
getting deeper and deeper into respon- 
sibility and learning all the ins and 
outs of the business. In 1899 he went 
on the road, working in northeastern 
Kansas, southeastern Nebraska and 
northwestern Missouri for about two 
years. 

He has been actively interested in 
association work and for two years he 
served as vice-president of the Na- 
tional Hardware Association. In this 
body he has been one of the leaders 
having been on the directorate for sev- 
eral years. 

Mr. Townley, who is also a director 
of the Kansas City Chamber of Com- 
merce, is a man of ideas and ideals, 
and has been designated by his busi- 
ness associates as a “pathfinder.” 





Columbus Office Opened 
by N. J. Wire Cloth 


The New Jersey Wire Cloth Co., 
Trenton, N. J., has opened an office at 
8 East Long Street, Columbus, Ohio, 
where a complete stock assortment 
will be maintained for immediate ship- 
ment. This move is calculated to facili- 
tate deliveries to this territory, which 
embraces Ohio, Indiana, Michigan (S. 
E.), Kentucky and southwestern West 


Virginia. 


George W. Booth Dead 


George W. Booth, for a number of 
years one of the stockholders of George 
Borgfeldt & Co., and until recently 
manager of its Toronto office branch, 
died Oct. 22 after a short illness. 

Mr. Booth was born in Quebec, Can- 
ada, in 1861. His early business experi- 
ence was gained with Messrs. H ; 
Nelson & Sons in Toronto. He later be- 
came associated with Strasburger, 
Pfeiffer & Co. of New York, where he 
remained until 1882, when he estab- 
lished a Toronto branch for George 
Borgfeldt & Co. 

Personally, Mr. Booth was a rugged 
and sincere type of man. He had a 
most pleasing personality, and his 








many friends in the United States, as 
well as in Canada, will deeply regret 
his passing. 

Funeral services were held from his 
late residence and attended by all the 
officers, and several members of the 
Borgfeldt organization, together with 
a large number of friends in private 
life. As a respect to his memory the 
Borgfeldt establishment was closed at 
1 o'clock. 





Hardware Merchant Invents 
Gas Producing Burner 


L. P. Smith, Fulton, N. Y., hardware 
merchant, has invented a burner which 
will, it is said, convert any petroleum 
product into gas, with a heat inten- 
sity which will melt iron in an open 
fire. Mr. Smith is also credited with 
being the inventor of the first hollow 
sanitary headrest for barber chairs. 

The new device will be made by the 
American Boiler & Foundry Co., of 
which Mr. Smith has become a firm 
member. He will personally act as 
New York state distributor for the de- 
vice. Various tests have been made to 
prove the efficiency and economy of 
the new equipment. These tests are 
said to have been very successful in 
the inventor’s favor. 





Implement Dealers’ Silver 
Anniversary Meet in Chicago 


About 175 implement dealers, dele- 
gates from the various state organ- 
izations comprising the National Fed- 
eration of Implement Dealers’ Asso- 
clations, were in attendance at the 
twenty-fifth annual convention held in 
Chicago, Oct. 22 to 24. On the same 
dates the Farm Equipment Manufac- 
turers held its thirty-first annual gath- 
ering in an adjacent hotel and on 
the second afternoon the two bodies 
held a joint meeting. 

This joint meeting was addressed by 
James R. Howard, former president of 
the American Farm Bureau Federa- 
tion, and by Tom N. Witten, presi- 
dent of the retailers’ organization. On 
the last day the retailers were the 
guests of the sales and advertising 
department of the manufacturers at a 
luncheon and conference at which 
Stanley M. Sellers, past president of 
the dealers’ federation, was the princi- 
pal speaker. 

As is the custom in the federation 
conventions, there were no prepared 
speeches or outside speakers. A 
“docket” of important topics was 
given out and a general discussion of 
each subject entered into by all the 
delegates. On the closing day the body 
elected C. A. Rystrom, York, Neb., . 
president; George Wagner. Jasper, 
Ind., vice-president, and Herbert J. 
Hodge, Abilene, Kan., was reelected 
secretary and treasurer for his twen- 
tieth term. 


Winchester Clubs 
Joint Convention 


Illinois and Wisconsin were about 
equally represented in the two-day 
joint convention for Winchester deal- 
ers held in Chicago Oct. 21 and 22. 
About 150 dealers were in attendance 
and the meetings were presided over 
by Warren Taylor, Gonzales, Tex., 
president of the National Association 
of Winchester Clubs. Officials of the 
Winchester Repeating Arms Co. and 
the Winchester-Simmons Co. made the 
principal addresses. 

A carnival and dance held the first 
night and a matinee party for the 
ladies in attendance were the enter- 
tainment features of the meeting. 


Winchester Club Meeting 


Three one-day meetings are planned 
for Winchester Clubs on the Pacific 
Coast. The dates and cities are: 

Dec. 1, at Los Angeles, Cal. 

Dec. 2, at San Francisco, Cal. 

Dec. 3 at Seattle, Wash. 

These meetings will be attended by 
Frank G. Drew, president, Winchester 
Repeating Arms Co., J. Clark Coit, 
vice-president and general manager of 
the Winchester-Simmons Co., Warren 
Taylor, president, National Association 
of Winchester Clubs and Samuel H. 
Crawford, general Winchester agency 
manager. 
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OF THE TRADE 








Need for Greater Efficiency in 


Auto Manufacture 


_ The necessity for greater efficiency 
in manufacturing methods in the auto- 
mobile industry in order to meet the 
demand for large-scale production has 
not only revolutionized that industry 
but has had its effect upon other 
branches of manufacturing as _ well. 
An interesting article in the October 
issue of the Monthly Labor Review, 
issued by the Bureau of Labor Statis- 
tics, U. S. Dept. of Labor, describes 
many of the inventions of the past 
few years which have resulted not only 
in vastly increasing the output of the 
various parts which go to make up an 
automobile and in securing a high de- 
gree of accuracy in the production of 
parts but also in producing metals bet- 
ter able to resist the strains automo- 
biles are required to meet. These im- 
provements, the article shows, affect 
not only the output and the quality of 
the product but have given rise to 
greater employment and_ increased 
earnings and have resulted in placing 
the automobile within the financial 
reach of a large proportion of the 
population of the country. 





John Lucas Co. Jubilee 


An old-fashioned jubilee was staged 
Oct. 27 by the employees of the Phila- 
delphia and Gibbsboro, N. J., plants 
of John Lucas & Co., paint and varnish 
manufacturers, in celebration of the 
diamond jubilee of the company’s or- 
ganization. 

The two plants were closed for the 
day and special trains conveyed the 
Philadelphia employees to the celebra- 
tion in New Jersey. 

The events of the jubilee were held 
in the Lucas Athletic Field stadium. 
One of the features of the day’s cele- 
bration were two contests, one a paint- 
ing contest between the men employees 
of the two plants, and the other a 
similar contest between the women em- 
ployees. 

Before the fireworks in the evening 
Ernest T. Trigg, president of the com- 
pany, delivered an address of welcome 
and presented prize awards to salesmen 
and employees. Dancing rounded out 
the day. 


C. H. Casey Painfully 
Injured 


C. H. Casey, secretarial manager of 
the Minnesota and South Dakota Re- 
tail Hardware Associations, was pain- 
fully injured in a recent automobile 
accident. Driving with his wife on 
the outskirts of Minneapolis in some 
way his coat sleeve became entangled in 
the steering wheel, causing the car to 
swerve into the ditch, turning com- 
pletely over. Mr. Casey was badly 
cut by broken glass and was taken to 
the hospital and Mrs. Casey was se- 
verely shaken and bruised. The car 
was completely wrecked. 








Ceeeaeeaeeeenees 


H. G. Moore, New Head of Manufacturers Ass’n, 
Long Associated with Hardware Industry 


H. G. Moore, vice-president and gen- 
eral sales manager of the Keystone 
Steel & Wire Co., Peoria, IIl., whose 
election to the presidency of the 
American Hardware Manufacturers’ 
Association was announced in the Oct. 
23 issue of HARDWARE AGE, has been 
associated for many years with the 
hardware industry. 





H. G. Moore 


Entering business at an early age, 
Mr. Moore worked at various callings 
some time, eventually entering the em- 
ploy of John Deere Plow Co., with 
which he was connected for 18% years. 
He then went to Racine, Wis., as sec- 





retary and general sales manager of 
the Racine Sattley Co., which position 
he filled for a year and a half. Later, 
Mr. Moore organized the Big Four Im- 
plement Co. in Kansas City, Mo., of 
which organization he acted as man- 
ager for three and a half years. Dur- 
ing that time Mr. Moore had taken on 
as a side line the fence products of the 
Keystone Steel & Wire Co. In 1911 
he resigned from the Big Four Imple- 
ment Co. to engage in Kansas City 
solely in the fence and wire business 
under the name of H. G. Moore, wire 
merchant. 


Mr. Moore in 1915 joined the Key- 
stone Steel & Wire Co., first as gen- 
eral sales manager, and later being 
elected to the office of vice-president, 
since which time he has filled both 
offices. Mr. Moore is also a director of 
the Keystone Co. 

He is a member of the Peoria Coun- 
try Club and the Creve Coeur Club, 
and a member of the Presbyterian 
Church of Peoria. He has served with 
various associations, notably the Na- 
tional Association of Credit Men, of 
which for eight years he was a mem 
later becoming vice-president and then 
in 1915-1916, president. He also served 
with the Kansas City Commercial Club 
as president during the year 1911-1912 
and as president of the Kansas City 
Association of Credit Men, president 
of the Kansas City Implement, Vehicle 
and Hardware Club and is an honorary 
member of all three of these organiza- 
tions. 





Hoover Week 
Dec. 6-13 


“Hoover Week” will be observed by 
Hoover dealers in United States and 
Canada, Dec. 6 to 138. During this 
period dealers feature Hoover cleaners 
in window displays and double their 
sales efforts in this line. The Hoover 
Co., North Canton, Ohio, furnishes 
special display material for the cele- 
bration week. 





California News 
Briefs 


Plans are already being perfected to 
make the 1925 convention and exhibi- 
tion of the California Retail Hardware 
& Implement Association one of the 
most notable ever held in the West. 
The convention and exhibition will be 
held March 10, 11, 12 and 13, 1925, at 
the Civic Auditorium, San Francisco, 
Cal., and according to LeRoy Smith, 
112 Market Street, San Francisco, 
secretary of the association, a number 
of booths have already been contracted 





for *by concerns that have never ex- 
hibited before. 

“Business conditions in Northern 
California are improving every day,” 
Mr. Smith said recently, speaking 
about the coming convention and gen- 
eral business conditions. “September 
showed a marked improvement over 
the preceding month and October has 
been far ahead of September in sales 
volume among the retail hardware and 
implement dealers. There is a better 
feeling of confidence and collections 
generally speaking are easier.” 





The annual convention and exhibi- 
tion of the Southern California Re- 
tail Hardware Association, of which 
H. L. Boyd is secretary-treasurer, will 
be held at Los Angeles, March 17, 18, 
19, 1925. Indications point to a large 
attendance and Mr. Boyd is already 
preparing the convention program. 





The Perry C. Fry Co., 3300 East 
Fourteenth Street, Oakland, is rear- 
ranging its store and adding eight new 
modern show cases. A large electric 
sign has also been erected outside the 
store. 
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General Market News 





Staple Hardware Reported Active 
—Holiday Goods Moving— 


Collections Improving 


Staple hardware lines are moving consistently. 


Strictly 


seasonal lines are moving fairly well in spite of the continued 


warm weather in most sections. 
improvement was noted throughout October. 


encouraging 


Week by week a slight but 


November is expected to be a good sales month in this field. 
Holiday merchandise is beginning to move from the jobber 
to dealer, and there is every indication that the Christmas trade 
will equal and perhaps surpass the holiday business of 1923. 
Farmers are said to be liquidating their old accounts with 
retailers, with the direct result that jobbers are finding collec- 
tions easier among their dealer customers. 





Boston Has New Plan on 


Screen and Door Prices 


Heretofore screens and doors have 
been sold in New England by the dozen. 
Jobbers are out with new price lists with 
quotations based on individual items. 
It is believed the average retail dealer 
would rather buy such merchandise in 
this manner than in dozen lots. New 
prices also are out on high speed drills 
which show quite a diversified list of 
discounts, depending on the size of the 
drill required. Automobile tires, rotary 
sieves and steel shovels and scoops are 
slightly less expensive, and one make 
of weather strip has gone down 50c. a 
dozen in cost. In contrast, drop shot 
costs 10c. a bag more; sheet zinc has 
advanced 40c. per 100 Ib., and step bolts 
cost 10 per cent more. 





Business Is Increasing 
in Northwest 


The past few weeks have seen some 
increase in business in all hardware 
lines that are seasonal. The effect of 
the bumper crop is beginning to be felt, 
in the interest of the buying public in 
what is offered them, more than in ac- 
tual sales as yet. One leading authority 
in the implement field has stated that 
the farmer is inclined to buy cautiously, 
and not again get into debt. Collec- 
tions are improving, and November will 
doubtless see rapid strides in this re- 
spect. Threshing is practically com- 
pleted in all sections of the territory, 
with perhaps the exception of flax, 
which has been left until other crops 
are ljisposed of. Holiday buying will 
doubtless be far better than last year. 





Unseasonable Weather 


Affects Chicago 


There have been only a few minor 
price changes in the Chicago market 
this week, and due to the unseasonable 
warm weather orders for cold weather 
merchandise have been slow. There 





were very slight price declines in some 
items of builders’ hardware and elec- 
trical goods and an advance of a dollar 
a hundred pounds on solder. 

Holiday merchandise is beginning to 
make its appearance in some of the re- 
tail stores and there is some volume of 
orders being placed with the jobbers 
for that class of goods. A few days of 
freezing weather are needed however 
to develop a real holiday spirit. 

Retailers report that their farmer 
customers are liquidating their old book 
accounts and this is being reflected by 
easier collections on the part of the 
jobbers from the retailers. 





Pennsylvania Hunting Open, 
Reports Pittsburgh 


Opening of the hunting season in 
Pennsylvania on Nov. 1 has occasioned 
heavy demand for guns and loaded 
shells which both jobbers and manufac- 
turers have had some difficulty in‘fully 
meeting. In all other directions busi- 
ness has been very quiet in Pittsburgh, 
but it is regarded as purely a pre- 
election condition and it is expected 
that with the election behind us busi- 
ness will again begin to show an up- 
ward tendency. September hardware 
sales in the Fourth Federal Reserve 
Bank district showed a gain of approxi- 
mately 15 per cent over August, al- 
though they ran almost 2 per cent less 
than in the same month last year. 
Cleveland and Pittsburgh are the large 
cities in that district. October, from 
results to date, will probably run well 
behind October last year which was a 
month of exceptional activity. Very 
few price changes are coming out and 
the general undertone of the market is 
quite steady. Collections are fair. 





Prices Are Holding 
in Cincinnati 


The hardware trade is going along 
evenly, business being about on a par 
with the same period of last year. 





here have been a number of price 
changes put into effect by local jobbers, 
ithe advances being more numerous than 
the declines. However, the tendency is 
to hold present prices, most of the 
changes being made by jobbers having 
been received some time ago and only 
now going into effect. Seasonable goods 
are improving in demand, and prospects 
for good business after election are 
bright. Collections are reported gen- 
erally as good. 


Solder Advanced 
in New York 


Solder was advanced 1 cent and sash 
cord % cent in the New York hardware 
market. Otherwise there are no impor- 
tant price changes. Staple lines are 
moving consistently; seasonal lines are 
fairly active. Collections are good. 
Jobbers expect good business in No- 
vember. 








Vibrator Sales Heavier, 
Says F. J. Gottron 


Sales of electric vibrators have been 
heavier in 1924 than during any year in 
the history of the P. A. Geier Co., 
Cleveland, Ohio, according to F. J. Got- 
tron, general manager. The company 
entered the electrical field as manufac- 
turers of vibrators more than fifteen 
years ago, later adding a cleaner, a hair 
dryer and a washing machine to the 
line of Royal products. 

“Certain medium-priced electrical 
items, such as vibrators, have become so 
staple that their sales grow naturally 
and steadily without artificial stimula- 
tion,” said Mr. Gottron in a recent 
statement. “This, to my mind, is a bet- 
ter index to the country’s capacity for 
absorbing electrical goods than the 
sales curves either of low-priced ar- 
ticles or of the larger appliances which 
depend upon highly specialized sales- 
manship. We are well pleased to be 
able to report larger sales of vibrators 
this year than we enjoyed even during 
the height of the post-war boom.” 


White Lead and Oxides 


Effective Oct. 28, the National Lead 
Co., New York, announces the following 
prices on its Dutch Boy white lead and 
oxides: 


Prices f.0.b. New York, in kegs. 
100-lb. 25-50-lb. 12%4-Ib. 
oe lead dry 





f eae 15%ce. 15%ec. 15%c. 
Red lead in oil 16%c. 17¢. 17%4c. 
Dry red lead 

litharge . 15%4e. 15%e. 15 4c. 





Fall Toy Trade Active 


Toy manufacturers report toy dis- 
tribution very heavy for the fall sea- 
son. There seems to be indications that 
toys and dolls may be scarce during 
the holiday rush. Last spring factor- 
ies in this field did not keep up 100 
per cent production, consequently the 
fall rush has reduced wholesale stocks 
considerably. 
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Business Quiet in Pittsburgh Territory— 
Active Demand for Guns and Loaded Shells 


(Pittsburgh office of HARDWARE AGE) 

HE hardware trade has had a week of comparative 
et dullness relieved by a large demand for guns and 

loaded shells, incident to the opening of the hunting 
season in Pennsylvania on Nov. 1. The fact that general 
hardware business has been slow lately, however, has been 
no wise disturbing to the trade in view of the fact that a 
condition of that sort is usual immediately prior to presi- 
dential elections. While the outcome of the election is 
shrouded in uncertainty, there is a pretty confident under- 
tone to sentiment. It is generally believed that a large 
amount of business is being held up pending the election 
and for that reason the feeling is that business will im- 
prove materially after Nov. 4. So far there has been 
little interest in holiday goods such as Christmas tree 
holders, and merchandise sold largely for gift purposes, 
but jobbers are generally looking for these items to begin 
to move with considerable freedom in the next ten days or 
two weeks. The one fear is that retailers may possibly 
wait too long and thereby be disappointed in getting sup- 
plies as fully and as promptly as desired. 

In connection with the tendency of retail dealers to 
defer purchases until the last minute, there is a question 
whether this always pays. Certainly the manufacturer 
who is denied advance orders and has to make the goods 
up hurriedly just before they are wanted by consumers 
is deprived of an opportunity for profitable operation and 
must try to get the extra costs from distributors. 


AUTOMOBILE ACCESSORIES.— 
Business still is quiet in this district 
and probably will remain so until there 
is a spell of cold weather to stimulate 


strength and danger of higher prices in 
small lots being somewhat remote, buy- 
ers are not taking hold freely or not 
anticipating their wants. 


It would undoubtedly make for better conditions if there 
was more advanced scheduling of requirements by retail- 
ers. Steady operation of a manufacturing plant means a 
lower overhead than spasmodic operations and this per- 
mits the manufacturer to make more favorable prices than 
when the operations are charted on a curve showing many 
peaks and valleys. 

The week has brought out very few price changes of 
any consequence, the market as a whole showing a very 
steady price situation. The 1925 prices of bicycles at first 
reported as showing a decline of 10 per cent as compared 
with 1924, it now develops are off only about $1 apiece 
on the average. There has been a reduction of $6 a ton 
in electrical conduit pipe, but steel pipe nipples have been 
advanced in the new discount list recently issued by a Chi- 
cago maker. 

The monthly report of the Fourth Federal Reserve Bank 
on hardware sales for September shows that there was a 
gain of 14.9 per cent over August, but a decrease as com- 
pared with September last year of 1.8 per cent, while sales 
for the first nine months of the year were down 7.8 per 
cent from the same period last year. The common ex- 
pectation locally is that October will not show as well as 
the same month last year, as last month, while a good one, 
will be compared with a month that was an exception in 
point of activities, that being the story of October, 1923. 
Collections are fair. | 


There is no change in 
Paint business 


is off 3c. per gal. 

paints or linseed oil. 

still is very good. 
Prices to retailers: 





the demand for alcohol, chains, robes 
and other accessories seasonable to the 
fall and winter. Alcohol is in fair de- 
mand only, with retail price holding at 
58c. to 59c. per gal. 


BATTERIES. — Very good demand 
still is noted for batteries because the 
radio fans want to be in position to get 


all of the election returns. Prices are 
holding steady. 
Jobbers’ quotations to. retailers 
f.o.b. Pitsburgh: 
Broken Unit 
Packages, Packages, 
Each Each 
ee $1.05 $0.97 
| ME ARE RAY 1.33 1.23 
pr x 1.22 1.14 
ME whee s oaceaes 1.40 1.30 
>}, = a eee 2.62 2.44 
 — Seer raeye 2.62 2.44 
 —_ Aare 3.33 3.09 
a’ GE <eaeveseee .42 39 
No. 6 dry cells, ignition type, 29c. 
each. 


BICYCLES.—Prices for 1925 average 
only about $1 apiece lower than those 
for 1924 and not 10 per cent as was 
first reported by jobbers. There is no 
sign yet of any considerable demand 
either for Christmas stocks or for 1925 
deliveries. Men’s bicycles range from 
$26 to $33 each. 


BOLTS, NUTS AND RIVETS.—Prices 
show no particular change locally. 


Wholesale prices do not show marked 


We quote out of jobbers’ stocks 
as follows: 


Machine bolts, small rolled threads, 
60 per cent off list; all sizes cut 
threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; nuts, 
hot pressed blank or tapped, 3.50c. to 
4c. off list; ec.p.c. and t. blank or 
tapped, 3.50c. off list; rivets, small 
wagon and tinners, 60 and 10 per 
cent off list. 
GUNS AND LOADED SHELLS.—Lo- 
cal jobbers have been almost swamped 
with demands incident to the opening 
of the hunting season in Pennsylvania 
Nov. 1. Retail dealers waited until the 
season was almost open before doing 
much buying and both jobbers and 
manufacturers have demands’ upon 
them that they had much trouble in 


meeting. 


NIPPLES.—Higher prices have been 
announced, the Chicago Nipple Mfg. 
Co. having established the following 
discounts effective Oct. 18. 


Black Galvanized 
a 40-25-5% 39-25-5% 
% to %-in..... 60-25-5% 56-25-5% 
SS te. Bees... 61-25-5% 60-25-5% 
3% to 6-in....58-25-5% 53-25-5% 
7 to 12-in....39-25-5% 37-25-5% 


F.o.b. Chicago, II. Regulation 
freight allowance to apply. 


PAINTS AND VARNISHES.—White 
lead has advanced \c. lb. Turpentine 


Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 15c. per Ib. in 100-lb. 
lots; 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1 per gal. in barrel lots; lin- 
seed oil, $1.17 per gal. in barrel lots. 


SKATES.—Not much activity is noted 
here and the stimulus of cold weather 
and holiday demand is waited. 

Jobbers’ prices to retailers: 

Roller Skates.—Union Hardware 
Co. line, No. 2, 65¢e. per pair; No. 3 
75c.; No. 10, $1.05; No. 6, $1.50. Wins- 
low line, No. 38%, $1.50; No. 38, 
$1.60. Ice skates, Winslow line, No. 
2110, 82c.; No. 2110 L.S., $1.15; No. 
2120, $1.20; No. 2120 L.S., $1.40. 


STEEL AND IRON PIPE.—There is 
no particular change in the general 
situation. Movement of buttweld sizes 
of pipe from jobbers’ stocks is very 
steady, but lap-weld sizes still are feel- 
ing the effects of the depressed oil sit- 
uation. Manufacturers are running on 
an average of about 60 per cent of ca- 
pacity and are finding no trouble in 
meeting promptly all demands’ upon 
them. There are no suggestions of 
lower mill prices, although there is 
much weakness in secondary quota- 
tion. 


Discounts on full weight steel 
and wrought iron pipe out of Pitts- 
burgh jobbers’ stocks in less than 
carload lots follow: 
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FULL WEIGHT PIPE 
Steel 
Butt Weld 
lack Galv 

a ern 38 11 
he: OE Te. cwowrvescoss 44 17 
DG 666¢800ss000e0u08e6" 49 34 
OS Se rae 53 40 
DS Ue. Biivecocsatecnaese 55 42 

Lap Weld 
SN a eee eee 48 35 
tt Us tesestateabess 52 39 
C= * REE eee 47 33 
7 t P cvedeeeeewiee 45 31 
2 Oe Me inen cendadiess 44 30 
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Iron 

Butt Weld 
“% and %-in........... +22 +52 
i se#sdcdendetcenwnees 11 +11 
eee ee 17 + 2 
FF fF — Er re 19 List 

Lap Weld 
Di stercdusenetatusemne 12 + 6 
I. as a caiatn td weit ee dl 15 + 2 
OU eae ee 17 List 
Fee en ctocscdascves 13 + 4 

WIRE PRODUCTS.—Nails are mov- 


ing steadily but there is not much ac- 
tivity in other directions. Mill prices 
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are holding well and there has been no 
change in jobbing quotations. 

Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.10 to $3.15 base, r 
keg; galvanized, 2-point cattle wire, 
$3.09 per spool; galvanized, 2-point 
hog wire, $3.30 per spool; galvanized 
4-point cattle wire, $3.30 per spool; 
galvanized, 4-point hog wire, $3.57 
per spool; 2-point special cattle wire, 
$2.33 per spool; No. 9 annealed fence 
wire, $2.85 per 100 lb.; No. 9 galvan- 
ized fence wire, $3.30 per 100 Ib.; 
woven wire fence, 7 bar, 26-in., No. 
11 gage, $27.12 per 100 rods; same 
size, all No. 9 gage, $36.14. 


A Merchant of the Old School 


purchase from James M. Vance & 
Co. such shoe nails as they sold of 
the brand controlled by Vance & Co., 
and thus even an article which has 
become as unprofitable as horse shoe 
nails could be made profitable. 
Gentlemen, my heart bleeds as I 
compare the past with the present, 
and I yearn for youth in order that I 
might devote my life to missionary 
work among you who have so far 
wandered from the path of rectitude, 
but at my time of life I can but ad- 
monish you and pray for yeur con- 
version. The manufacturers are not 
faultless; they too are pursuing a 


* 


(Continued from page 46) 


course which can but lead to ruin. 
Does one of you members make a 
hatchet and brand it Blue Jacket, if 
so, another will imitate it, and label 
it Black Jacket or perhaps Magic 
City. Is this honorable? 

Mr. Charles M. Ghriskey died dur- 
ing the 1901 and was succeeded in 
the business by his sons, Charles M. 
Ghriskey and Henry C. Ghriskey 
who have continued under the firm 
name of Charles M. Ghriskey’s Sons 
—thus keeping the business within 
the family and in direct line for 75 
years. The firm as wholesale manu- 
facturers’ distributors has covered 





a territory embracing Pennsylvania, 
New Jersey, Delaware, Maryland 
and Virginia, where they introduced 
Coes Wrenches, Millers Falls Braces, 
“F & N Lawn Mowers, Clyde Line of 
Cutlery, in addition to the original 
extensive line of imported English 
tools and cutlery. They introduced 
Baeder & Adamson sand paper to 
the trade in addition to being active 
in selling the products of John 
Russell Cutlery Co., Hammer Brand 
Cutlery and Wiss Shears. The pres- 
ent firm has. outgrown the old quar- 
ters and now occupy 504-6-8 Com- 
merce Street. 


You will find inspiration in this window of Baumister & Pollard Co., Newark, for a Thanksgiving Merchandise 
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Business Quiet in Cincinnati Market— 
Improvement Looked for After Election 


(Cincinnati office of HARDWARE AGB) 


HE hardware market is going along evenly, business 
on the whole being satisfactory. There is no price 
changing to speak of, and while the political situ- 
ation is having some effect on business generally, the 
trade is more concerned about the unseasonably warm 


weather than with anything else. 


October will run, in volume of sales, about the same as 
last October, but with demand for seasonable goods show- 
ing a slight improvement the past few days, it is ex- 
pected that the rest of the year will show a better move- 


AUTOMOBILE ACCESSORIES.—De- 
mand for winter accessories is picking 
up slowly, due to warm weather. How- 
ever October sales were just a shade 
below those of the same month last 
year. Prices are fairly steady, the ex- 
ception being tires, on which two 
manufacturers have announced fre- 
duced prices. It is not expected that 
other manufacturers will follow suit. 
Denatured alcohol has advanced 7 cents 
per gallon, and is expected to go 
higher. 


We quote from Cincinnati jobbers’ 
stocks: 

Spark Plugs.—A. C. 
58c. each in lots of 10; , 
Fords, 44c. each in lots of 10; Cham- 
pion X, 45c. each in lots of 10 

Weed Chains.—Lots of 1 to 9, 30 
~ 10 to 49, 35 off; 50 and over, 40 


Alcohol.—Denatured, 62c. gal. 

Ford radiator and hood covers, 1917 
to 1923 models, $2.25 each; 1924 mod- 
els, $2.40 each; Chevrolets, $3.75 each. 

BOLTS AND NUTS.—Fair demand, 
prices steady and stocks adequate. 

We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large 50 and 10 off; 
small, 45 and 10 off; stove bolts, 70 
and 10 off; semi- finished units, iE 
~ smaller, 75 off; large sizes, 
off. 


COASTER WAGONS.—Fair demand, 
stocks in good shape and prices un- 
changed. 


We quote from Cincinnati jobbers’ 
stocks: Auto-Wheel Sragere. rubber 
tired disc wheels, size 12 x $5.50 
Po $6.43; 14 x 34, $7.03; "te = 


$7.7 each. 
CLIPPING AND SHEARING MA- 
CHINES.—Steady demand, steady 
price situation and stocks in good 
shape. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1 clipping ma- 
chine, $14 list; one-man power shear- 
ing machine, $24 list; top plates No. 


spark plugs, 
A. .G tae 


90 No. 360, $1.50 each list; bottom 
lates No. 99 and No. 361, $2 list. 
Dealers” discount, 33% per cent. 


Stewart electric clipping machine, 
No. 85, pedestal type, $85 list; shear- 
ing machine, $100 list, f.o.b. factory 
Chicago, with 25 per cent discount to 


dealers. 
BUILDERS’ HARDWARE.—Demand 
keeps up very well, though at the 
present building operations are taper- 
ing off slightly. However, a number 
of new projects have been started, 
and a number are contemplated, so that 
the winter is expected to show more 
than average activity. Prices of build- 
ers’ hardware steady, and stocks in 


good shape. 


ment of merchandise. A slight increase in manufacturing 
activities is stimulating the demand for mill and factory 
supplies, and though building operations are tapering off 
somewhat, there is still a large amount of construction 
work under way and more contemplated. Farming trade 
is reported as improving steadily, the fine weather en- 


abling the farmers to catch up with some of the im- 


GALVANIZED WARE.—No changes 
reported, demand fair, and_ stocks 
ample. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qat., 
$3 per doz.; 16-qt., $3.60 per doz.; 
galvanized tubs, No. 1, $6.80 per doz. 


HAMMERS AND HATCHETS.—Fair 
demand, prices strong and stocks ade- 
quate. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz.; 


hammers, No. 81, 0 doz.; Boy 
Scout axes, $11.50 doz. 
HANDLES.—Agricultural handles 


moving in good volume, prices very 
firm, and stocks in fair shape. 

We quote from Cincinnati jobbers’ 

stocks: Hay fork handles, 5% ft. 
‘$3. 35 doz.; 6 ft. straight, 

a Fae? straight, $6.50 doz.; 5 
ft. bent, $3.3 ; 6% ft. bent, $3. 95 
doz.; 6 ft. sally ‘$5 ‘doz.; Long manure 
forks, $2.85 doz.; ; Ie shovel handles, 

6 doz.; D-spade handles, $5.85 doz. 
IRON AND STEEL.—Jobbers report 
improved business, though a slightly 
decreased demand was experienced just 
before election. However, increased 
business has been reported each month 
since July, and it is expected that this 
rate will continue for the rest of the 
year. Prices are steady and stocks 
in good shape. 

We quote from Cincinnati jobbers’ 


stocks: Iron and steel bars, 3.30c.; 
plates and _ shapes, 3.40c.; hoops, 
4.35c.; bands, 3.95c. ; cold-rolled 
rounds,  4.05c.; cold-rolled flats, 


squares and hexagons, 4.55c. 


ICE SKATES.—Demand for holiday 
goods improving, mostly from outlying 
points. Prices steady and stocks fair. 


We quote from Cincinnati jobbers’ 
stocks: Boys, plain, 84c. pair; nickel 
plated, $1.25 pair; ladies’ sKates, 
plain, $1.15 pair. 


LANTERNS.—Demand to date this 
fall has been up to normal, stocks in 
good condition, and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Supreme No. 210, $7.75 doz.; 
Supreme, No. 240, $12. 15 doz.; 130 
Midget vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz. ; 
167 Supreme, $12.75 doz.; 106 Supreme 
Electric, $15 doz.; Monarch , $18 doz.; 


Monarch, ruby glow, $10 doz.; D- 
Lite, $13 doz.; Little Wizard, $3.50 
doz.: Blizzard, No. 2, $13 doz.; Bliz- 


zard, brass fount and top, $18 doz.; 
Buckeye Dash, $14 doz.; Railroad, 
No. 39, $15 doz. 


NAILS.—Demand fairly steady, prices 
unchanged, and stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.15 
per keg base; cement coated nails, 
$2.85 per keg. 


provements held up by poor weather in the spring. 

Buying continues of the hand to mouth variety, but an 
improvement is noted in the demand for staples for which 
prices have been named for next year. 


PAINTS AND OILS.—Turpentine has 
advanced 2 cents per gal., but no other 
changes. Demand has been very good, 
and stocks are in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.70 to $2.90 per gal.; turpentine, 
Single barrels, 88c. gal.; linseed oil, 
single barrels, $1.07 gal.; white and 
red lead, 12% lb. Kegs, 15c. lb 


POULTRY. NETTING.—Fair number 
of orders for spring shipment, but gen- 
erally market is quiet. Prices steady 
and stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized before weaving, 
50, 10 and 2% off; galvanized after 
weaving, 50 and 2% off. 


ROLLER SKATES.—Demand _uni- 
formly good, prices firm and stocks in 
fair shape for current requirements. 
Orders for holiday trade being placed in 
somewhat better volume. 


We quote from Cincinnati jobbers’ 
stocks: Union Hardware Co.’s No. 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 


RADIO SUPPLIES.—Demand for radio 
supplies, while fair, has not assumed 
proportions anticipated, due, perhaps 
to summer weather prevailing. How- 
ever, with more seasonable weather 
prevailing, a spurt in sales is expected, 
and jobbers and dealers are preparing 
stocks to meet it. Prices of radio sup- 
plies are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: “B’ batteries, 22% volt, 
$1.30 each; 45 volt, $2.44 each; B wet 
batteries, 24 volt, $4 each; Antennae 
wire, 42¢. per 100 ft.; Battery charg- 


ers, Apco, $12.50 each: Foldbrae, 
$13.85 each; G. G. H. loud speakers, 
W110, $12. 50 each; W20, $15 each; 


W50, $20 each, less 35 per cent. 


ROPE.—Another 2 cents advance in 
Manila rope, and 1 cent in sisal. De- 
mand steady and prices inclining to 
higher levels. 


We quote from Cincinnati jobbers’ 
stocks: Manila rope, 22c. Ilb.; sisal, 
14%c. Ib. 


ROOFING PAPER.—Demand keeps up 
well, stocks in good shape, and prices 
show little change. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, 95c.: 
medium, $1.20; heavy, $1.45; Hold- 
fast brand, light, $1.25; medium, 
& $1.75; slate surface 


STOVE GOODS .-—Heavy demand re- 
ported for stove pipe, but demand for 
stove board spasmodic. Other goods 
moving well. Prices unchanged. 

SCREWS.—A slight advance in screws 
will be put into effect in the immediate 
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future, and these will be published next 
week. Demand picking up consider- 
ably, and stocks ample for current re- 
quirements. 


SASH CORD.—Demand steady, stocks 
ample, and prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, 80c. me- 
dium grades, 41%c. Ib. 

SASH WEIGHTS.—Fair demand, 


stocks good and prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights $2.15, 
per 100 Ib. 


STEEL GOODS.—Next year’s prices 
will show an advance of from 5 to 10 
per cent on most items, due principally 
to increased costs of handles. Some 
orders have been placed, but it is early 
for this line to move. 


STEEL SHEETS.—Fair demand, 
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stocks adequate and prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
3.90c.; 28-gage black sheets, 4.60c.; 
28-gage galvanized sheets, 5.75c. 


TOYS.—Toys for holiday trade moving 
well, and indications all point to an- 
other big year for dealers stocking this 
line. .Prices steady and stocks in fair 
shape. 


WRENCHES.—Demand improving 
slightly, stocks in good shape and 
prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and 10 off; 
Stillson and Trimo, 70 off; Snap- 
On Wrenches, No. 50 radio and elec- 
trical set, $4; No. 101, Master Ser- 
vice Set, $15.25; No. 202, heavy duty 
set, $8.80: No. 303, Ford master ser- 
vice set, $14.85; No. 404, flexible 
socket set, $8.75; No. 505B, screw 
driver blades, $3.40; No. 900 set, 
square socket, $3.70. All Snap-On 
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Wrenches less 40 f.o.b. 
Pittsburgh. 
WRINGERS.—Manufacturers have ad- 
vanced prices $1.25 per doz. on l-yr. 
guarantees; $1.50 doz on 3-yr. guar- 
antees, and $3 per doz. on 5-yr. guar- 
antees. Local jobbers have changed 


prices accordingly. 


WIRE.—A reduction of 15 cents per 
100 lb. has become effective, the quo- 
tation on No. 9 black being $3.15 per 
100 lb.; and on No. 9 galvanized, $3.60 
per 100 lb. 


WIRE CLOTH.—Next year’s prices 
will show a reduction of 5 cents per 
square. Demand is light, and stocks 
in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $1.90 per 100 sq. ft.; galvan- 
ized, $2.25; opal, 12-mesh, $2.45; 14- 
mesh, $2.95; bronze, $6.25. 


per cent, 





Poultrymen Will Be _ Inter- 
ested in This Brooder 


A rew brooder stove is being offered 
this season by the Royal Mfg. Co., To- 
ledo, Ohio. Several features have been 
combined to make this brooder especial- 
ly attractive. The firepot is especially 
large to provide space for a heavy 
charge of coal, thus allowing a longer 
burning period without recoaling. It 
is believed that poultrymen will be es- 
pecially interested in this feature, for 
the maintaining of an even temperature 
is the secret of good chick brooding and 
the new Royal is designed with that 
fact in mind. The large fire-pot makes 
possible the use of inferior coal. Soft 
coal van be burned successfully. Auto- 
matic draft control of both flue and di- 
rect draft is provided as a means to- 
ward even heat, while a five-inch stove 
pipe is provided to prevent clogging of 
the flue by tar and soot. 





New Vollrath Roaster 


A larger roaster is now being manu- 
factured by the Vollrath Co., Sheboy- 





gan, Wis. The new roaster is an inch 
deeper than any other made by the 
company. This increased depth will 
admit larger fowls. The deficiency of 
most roasters is their shallow depth. 
When a big fowl is to be roasted the 
breast and legs protrude so high that 
the cover will not rest firmly on the 
roaster bottom. The new Vollrath 
Roaster, for larger fowls, is made an 
inch deeper to overcome this deficiency. 

During the process of cooking it is 
often very necessary to look at the 
roast and tend to it. End handles on 
the cover of the Vollrath Roaster per- 
mit the cover to be raised and rep!aced 
without taking the roaster out of the 
oven and consequently cooling it. When 
one end of the cover is raised the other 
rests firmly on the lower half of the 
roaster. This permits the housewife to 
hold the cover in a steady position with 
one hand while inspecting the roast. 
This feature is not found in a roaster 
cover which has only one handle on the 
top of the cover. 

The effect of the vent on the roaster 
top is very important and materially 
affects the cooking of a fowl. When 
the cover is tightly placed over the 


New Royal Brooder Stove 


roasting fowl the effect will be to cause 
the meat to become separated from the 
bones as in boiling. When the vent is 
opened the process is only partial in 
that direction. The vent offers a 
greater latitude and it is essential to 
best results. The vent is furnished on 
all Vollrath Roasters. 








In the new Vollrath Roaster are in- 
cluded the sanitary and labor saving 
features that are found throughout the 


entire Vollrath line. Three coatings of 
purest enamel form the smooth, hard 
surface which is odor and germ proof. 
All corners are rounded. There are no 
grooves nor crevices to resist cleaning. 
At the present time the new roaster is 
enameled in white only. 





Ad. Suggestions 


(Continued from page 44) 


and SHARP, and if the knife is not 
a good one, you will have trouble. 

Look at your carving knife. Try it. 

Then come and see what we can 
offer you in the way of a fork that 
will hold and a knife that will 
slice any turkey to bits without a 
struggle. 

Haven’t you tackled the turkey 
when you would have given almost 
anything to have been able to carve 
it without trouble? The solution of 
the problem is one of our stainless 
steel, razor edge knives and a fork 
to match. 

Come and see us. We'll make it 
easy for you to cut the last shred of 
meat from the turkey. 

We'll fix you up so you will laugh 
at the national bird, whether he is 
tough or tender. 

Proctor’s Hardware. 

















November 6, 1924 


HARDWARE AGE 


























— HINGES are 
made for the man who 
wants to use the best builders’ 
hardware his money will buy. 


MAS 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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Staple Lines Consistent in New 
York—Seasonal Lines Fairly Active 


Holiday Merchandise Moving 


Staple lines in the Metropolitan district are consistently 
active. Seasonal lines are selling fairly well in spite of the 
continued warm weather. Stove goods are starting to move. 
Saws, roller skates, carpet sweepers, garage hardware, game 
traps, lanterns, furnace scoops and roofing paper are very 
active among the fall lines. 

Dealers are showing interest in holiday merchandise. The 
approaching election seems to have little effect on New York 
hardware trading. Some factors report more briskness, while 
others say business is showing a slight tendency to tighten up. 
However, it is fair to say that any effect is relatively unimpor- 
tant and not generally noticeable. 

Each week in October showed fair gains over the previous 
week. These gains, while not large, were encouraging. Job- 
bers expect a good hardware month for November, and believe 
that fall lines will be more active, making up for the somewhat 
slow start they made in late September. 

Collections throughout this section are improving. 





° ° Sanderson ty ws Scoops.—No. 3, 
Fill in Demand on $17.10 per doz.; No. 4, $18.35 per doz.’ 
— , $19 per. doz. ; ‘ee 6, $19.70 per 
oa 
Snow Goods Scoops, hollow back, black (some- 
Deal , , times called third grade), No. 3, 
ealers are filling in on snow goods, $15.65 per doz.; No. 4, $16.20 per doz, ; 
but there is not much demand for this ne c. gg? per doz. and No. 6, 
; } er OZ. 
line at present. Prices are firm, and ell cy riveted back, polished 
stocks relatively light. (fourth grade), No. 3, $15. 35 per doz.; 
Jobbers’ quotations to retailers, No. 4, $15.75 per doz.; No. 5, $16.20 
f.o.b. New York: per doz.; No. 6, $16. 70 per doz. 
Snow shovels, long handle steel, 


$4.50 per doz.; D handle, $5 per doz.; 


Ames, $9.35 per doz.; boys’ snow ° 

shovels, $2.28 per doz.; galvanized, Garage Hardware Selling 

“io 2 A 18-in., at. 40 oa Sal h 
a ales are improving in the garage 

oy now ushers, larg Poa = 5 ' $16 hardware line, and prices are apparent- 

per doz. ly much firmer. Stocks appear satis- 
Snow pushers, curved steel blade, factory. 


e 2 e! 

i. ang ng. ply Fag ee ee. Jobbers’ quotations to retailers, 
Snow pushers, asphalt type, heavy f.o.b. New York: 

steel blade, 31 x 12 An., 5-ft. handle, Butts.—3% x 3% case lots, 22c. per 

$2.75 to $3. 15 each pr.; in less than case lots, 24c. per 


pr. 
Garage Sets.—(Stanley 1776J). Lots 
of 6, $2.70 to $2.85 per set. 


Nail Market Firm Garage Holders.—(1774J), $2. | 
The Metropolitan nail market is firm, 
with sales running light. Stocks are Axes Slower 
fair. 
, Jobbere quotations to retailers, The axe business is a little slower in 
-0.b. New Yor this market, but distributors expected 
ng ys ae, AP 6 ee lighter trading in view of the somewhat 
Cut nails, $4 base per keg heavy business that was placed last 
Pe yp BaF ig Beh small ney month. Current sales are fair The axe 
“ul wd nails, 1 ys 11, way $5 to trade has been very good since the 
$5.15 per 100 lb.; galvanized, $8.05 to early part of September. Stocks are 
$8.25 per 100 Ib. adequate and prices firm. 
American felt roofing nails, % x 
10%, plain, $6.50 per case. Galvan- Jobbers’ quotations to _ retailers, 
ized, $10.25 per keg. f.o.b. New York: 
Long Island axes (Kelly), 2% to 
—_—, 3 Ib., $19.25 per doz.; Connecticut 
pattern, 2% to 3% Ib., $19. 25 per doz.; 
Scoop Stocks Broken 3% to 4% Ib., $19.25 ‘per doz.; 3% to 
soo na $19. te fe — a. to a Ib 
The demand for scoops has been very 40 per doz. Columbian pattern, 
good, with the result that stocks are Ng Ra Be ear per wore “ss; es 
somewhat broken in this territory, and per doz. ; 5% Ib., , $22.25 pe, Gos. 
ampion attern, Oo ini . 
prices are unchanged. per ine. : ~ 3% to 4% Ib., $16.55 per 
Jobbers’ quotations to retailers, doz.; 4 to 5 Ib., $17.65 per doz.; 4% 
f.o.b. New York: to 5% ib., $18.25 per doz.; 5% Ib., 
In bundle lots these prices take a $19.40 per "doz. 
discount of 5 per cent. Bundles con- New pastes paseere (Plumb), 21% 
tain 6 scoops. ~ ». Sh0.0 per doz.; 3 Oo 
Ames Polished Scoops. — No. 3, 0.05 ny p ll 3 4 B., "$20. 5 as 
$19.50 wer doz.; No. 4, $20.05 per Ry Jersey pattern, 3% to 3% Ib., 
oe . $20.75 per ‘doz. : No. 6, $19.60 per doz.; 3% to 4% Ib., $20.05 


36 per box. per doz.; 4 to 5 Ib., $21 per doz. 





ticularly active. 
stocks fair. 


teries very active. 
prices holding. 


market. 


scarce. 
the rope business fair. 
talk concerning advances in this market. 
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All Types of Saws Are 
Moving 


The general demand for saws of all 
types is very good, with buck saws par- 
Prices are firm and 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Buck saws, 30-in. blade, No. 50, 
80c. each; No. 40, $1.20 each; No. 
45, $1.28 each. 

Saw bucks are being quoted at 54c. 
each. 

Two-man saws, pam tooth and 
ne ee ae tooth, No. 4% ft., $3 
each; $3. 30 each; "ou ft., $3. 65, 
and 6 "$4 each. 

One-man saws, plain tooth and 
oan oe tooth, 3 ft., $2.40 each; 
a » $2.80; 4 ft., $3.20; 4% ft., $3.60 

c 


Narrow cross cut, plain tooth and 


Champion tooth, 4% ” ™ 
= 5% ft., $2. 45, and "6 ft, $2.60 


Batteries Are Active 


Dry cell batteries are showing con- 
sistent improvement, with radio bat- 
Stocks are fair and 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Batteries, No. 6 dry cells, ignition 
type, 26 to 29c. each. 

Radio ‘‘B” batteries, unit package 
re ore No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each: 
No. 773, $2.44 each; No. 770, $3.09 
each. 

Radio ‘“‘C” batteries, No. 771, 39c. 
each. 


Family Scales Active 


There is a reasonably good demand 
for family scales in the New York 
Stocks appear adequate and 
quotations from New York stock on 
the common type without scoop is 
$1.40 each, and $1.55 each with scoop. 


Stormtight Prices Firm 


There is a good local demand for 
Stormtight, with prices unchanged. 
Present quotations are expected to hold. 
Stocks appear to be satisfactory. 


Jobbers’ uotations to _ retailers, 
f.o.b. New York: 

Liquid Stormtight, 5-gal. cans, 
black, $1.90 per gal.; maroon, $2. 40 
per gal.; red and green. ” per 
gal.; 1-gal. can, black, e 
maroon, $2.50; red and Slade, $3.5 

Plastic Stormtight, 5-lb. cans, 
black, 22c. per lb.; maroon, 27c. per 
lb.; red and green, 37c. per lb.; 1-Ilb. 
cans, black, 25c. per Ib.; maroon, 
30c. per can; red and green, 40c. 
can. Discount 33% per cent off list. 


Jute Market Rising 


Though rope and twine prices are 
practically unchanged, 
that the jute market is rising steadily 
and that the material 
The twine demand is good, and 
There is less 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Rope, No. 1 ‘Manila standard 
brands, 23c. per Ib.; No. 2 Manila 
standard brands, 21c. per lb.; No. 1 
sisal standard brands, 18c. per lb. ; 
No. 2 sisal standard brands, 17c. 
per Ib. 

Twine, 3-ply wrapping twine, No. 
1, 23c. per Ib.; No. 2, 21c. per Ib. 

India hemp twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 22%c. per 
lb.; fine light, 24c. per Ib. 








it is reported 


is becoming 
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Living Rooms 


AiR-Way equipped 
living rooms may be 
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thrown wide open to 
the cooling breeze 
whenever the ther- 
mometer begins to 
climb. 
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The AiR-Way equip- 
ped bedroom is a 
warm, sunshiny nook 
by day and an airy 
sleeping porch at night. 
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Dining Rooms 


AiR-Way equipped 
dining frooms afford 
all the comfort of out- 
door dining while re- 
taining the conven- 
iences of the indoor 
dining room. 
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Kitchens 


AiR-Way equipped 
windows enable the 
housewife to quickly 
convert her hot, stuffy 
kitchen into a pleas- 
ant, breezy porch. 

















Sun Rooms 


Plenty of fresh air of 
absolute protection 
against the weather 
combine to make AiR- 
Way the most perfect 
enclosure for sun 
rooms and sleeping 
porches. 


More Light—More Air— 


for every room in the house 


“In the support of life and the preservation of health,” 
says Chicago’s Commissioner of Health, “the importance 
of sunshine and fresh air cannot be overestimated.” 
Because it floods the entire home with sunshine and 
fresh air, AtR-Way Multifold Window Hardware has 
been endorsed by health authorities, architects, builders 
and home owners from sea to sea. 


AIRWAY 


AiR-Way equipped windows slide and fold inside, leav- 
ing an unobstructed opening the full width and depth 
of the frame. They openat a touch, without interference 
from either screens or draperies, and are absolutely 
weather-tight and rattle-proof when closed. AsR-Way 
windows may be partially opened, for ventilation, at any 
point desired. 


Write today for Catalog A-4, which explains how easily 
AiR-Way windows can be installed in new homes or 
used to replace old-fashioned double-hung windows. 
You will find it very profitable to stock and push this 
widely and favorably-known window hardware. 





CAlso makers of “Slidetite”—the original sliding-folding garage door hardware 
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Heavier Sales Expected for 


Weather Strip 


The demand for weather strip is con- 
sistent, and it is believed that cooler 
weather will cause a very noticeable 


sales increase. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Weather Strips.—Double edge, 60- 
10 per cent; special, extra quality, 
40-10 per cent; flexible, all rubber, 
60-5 per cent. 

Wood and rubber, No. 0, $18; No. 
1, $18; No. 1%, $25.50; No. 2, $29; No. 
4, $36; No. 7, $43.50, all per 1000 ft. 

Flexible rubber strip, No. 8, $1.90; 
No. 9, $2.30; No. 10, $3.05; No. 11, 
$3.80, all per 100 ft. 

Metallic, No. 38, $2.15; No. 39, $2.55; 
No. 40, $2.90, all per 100 ft. = 

Felt, No. 18, $2.15; No. 19, $2.75; 
No. 20, $3.15, all per 100 ft. 

Wirt’s, 500 ft. on reel, 5c. a ft. 
This is a new line. 


Solder Advanced 1 Cent 


Solder has been advanced 1 cent in 
an active market. The prepared solder 
continues to be most popular in this 
territory, with large sales among radio 
Stocks are satisfactory, 
but prices may advance slightly in view 


enthusiasts. 


of the rising cost of tin and spelter. 

Jobbers’ quotations to retailers, 
f.o.b. New York: 

Bar solder (half and half), 59c. per 
lb.; strip solder, 45c. per Ib.; Kester 
solder, acid or rosin core, 6144c. per 
Ib. 


Flashlight Bulbs 
3 Cents Certain Numbers 


Jobbers announce a reduction of 3 
cents per lamp on certain numbers of 
Eveready miniature mazda lamps flash- 
New list and discount 


light types. 
schedule are given herewith: 


EVEREADY LIST PRICE 
NUMBER CLEAR 


ote 


> wkK#0¢ous Oued s 
ee ae 
Flashlight lamps assortment No. 
1923 is now listed at $12.60; it was 
formerly listed at $16. The individ- 
ual numbers now quoted at 12c. were 
formerly 15c. Those printed as lLdc. 
were unchanged. 


DISCOUNT SCHEDULE 
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Who no robo stoi 


Less than a unit package........ 
Less than 50 lamps in unit pkgs. .50 
50 or more lamps in unit pkgs....35 
1923 flashlight lamp assortment... .35 
No. 0100 auto lamp kit assortm’t. .35 

A unit package quantity consists 
of 10 lamps of the same Mazda lamp 
number or specification. 


Stove Goods Will Move 


with Cooler Weather 


The stove goods demand is improv- 
ing very slowly, due, it is said, to con- 
tinued warm weather in this section. 
Jobbers are preparing for a good win- 
ter business, and believe that colder 
weather will improve sales materially. 


Prices are expected to hold. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Dampers, 4%-in., 10c. each; 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each; 7-in., 18c. each. 


Reduced 


on one brand. 
sales with fair stocks. 
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Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 14c. each; 5%-in., 16%éc. 
each; 6-in., 18c. each. 

Stove lifters, l-in., 6c. each; 2-in., 
7c. each. 

Stove pipe collars, 4-in., 3c. each; 
44%-in., 4c. each; 5-in., 4%c. each; 
o¥%-in., 5c. each; 6-in., 5%c. each. 

Stove boards, 24 x 24, $7.90 per 
doz.; 26 x 26, $8.55 per doz.; 28 x 28, 
$9.60 per doz.; 30 x 30, $11.40 per doz.: 
32 x 32, $13.45 per doz.: 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 per doz.; 40 
x 42, $19.05 per doz. 

Pokers, 4 x 20 straight, 6%c. each; 
% x 20 bent, 6%c. each; Neverbreak, 
19%ec. each. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 


Dealers Placing Orders for 
Carpet Sweepers 


Dealers are placing fairly good or- 


ders for carpet sweepers in preparation 
for the Christmas trade. 
steady and stocks appear ample. 


Prices are 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Carpet sweepers, Standard, ja- 
panned, $3 each; Universal, japanned, 
$3.50 each; Grand Rapids, japanned, 
$3.67 each; Grand Rapids, nickeled, 
$4 each; American Queen, $4.50 each; 
Princess, $4.16 each. 


Bolt Prices Firm 


Bolts and nuts being staple hardware, 


the demand does not vary much. Prices 
are firm and stocks appear adequate. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Boits.—Common carriage bolts, all 


sizes, 35 to 35-10 per cent. 
Machine bolts, all sizes, 45 to 50 
per cent. 


Lag screws, 45 to 50 per cent. 
Stove bolts, 75 to 80 per cent; both 
flat and round head. 


Sink bolts, 75 to 75-10-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 

Serew anchors, 75-10 per cent. 


Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 40 to 40-10 
per cent. 

Round head iron rivets, 60-5 per 
cent; Tinners’ rivets, black and tin, 
60-10 per cent. 

Cap screws, 80-10 per cent. 


Game Traps Very Active 


Game traps are very active with 


dealers in the suburban and rural dis- 
tricts. 
bers are preparing for a big season. 


Prices appear steady and job- 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Game traps, Victor, with chain, 
No. 0, $1.10 per doz.: No. 1, .38 
per doz.; No. 1%, $2.44 per doz.; 
No. 2, $3.36 per doz.; No. 3, $5.49 per 


Jump traps, Oneida, with chain, 
No. 0, $1.59 per doz.;: No. 1, $1.83 
per doz.: No. 1%, $2.81 per doz.; 
No. 2, $4.39 per doz.; No. 3, $6.10 per 
doz. 


Sash Cord Up 


Sash cord prices are up half a cent 
Jobbers report good 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Sash cord, Phenix brand, No. 7, 
47%ec. per lb., base; No. 8, 46%c. per 
lb., base. 

Sash cord, Etna brand, No. 7, 40c. 
per lb., base; No. 8, 39c. per Ib., base. 

Prices vary in different parts of 
the city, according to quality and 
brand. 

Sachem No. 8, 43%c. per lb., base. 


firm prices. 
ory shape, and prices are expected to 
hold. 
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Screws Remain Unchanged 


Opinion appears divided on the sub- 


ject of screw prices. New York jobbers 
have not yet announced any advance 
consistent with the advance made by 
manufacturers the latter part of Sep- 
tember. 
demand is reported. 


A consistent, but not heavy 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Screws, flat head, steel machine 
screws, 70-10 per cent. 

Round head, steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-10 per cent to 
75-20-10-5 per cent. 

Galvanized iron, 60-20-10 per cent. 

Flat head brass, 70-20-10 per cent. 

a head blued, 72%-20-10 per 
cent. 

Round head, nickel plated, 62%4-20- 
10 per cent. 

Round head brass, 67%-20-10 per 
cent. 

liices vary in different sections of 
the city. 


Cleaner Demand Light 


There is practically no important de- 


mand for sidewalk cleaners, though 
dealers are filling in on stock carried 
over from last year. 


and stocks light. 


Prices are firm 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Sidewalk cleaners, No. 24, $4 per 
doz.; No. 26, $5.95 per doz.; No. 27, 
$8 per doz.; No. 28, $9.50 per doz. 


Roofing Moving Steadily 


Roofing paper has been moving along 


steadily at firm prices. Stocks appear 
ample and dealers report good sales to 
consumers. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Roofing paper, No. 1, $1.15 per roll; 
No. 2, $1.40 per roll, and No. 3, $1.65 
per roll. 

Tar felt, $1.89 per roll; Slaters’ felt, 
$1 per roll. 

Sheathing paper, 20-lb. rolls, 6lc. 
per roll; 25-lb. rolls, 77c. per roll. 

Certainteed roofing paper No. 2, 
$1.90 a roll; No. 3, $2.30 a roll. 


Lanterns Are Moving 


Lanterns are beginning to move at 
Stocks appear in fairly 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Lanterns, Hy Lo, $7.50 per doz.; 
Monarch, $8 per doz.; Blizzard No. 
2, $13 per doz.; Little Wizard, $8.50 
per doz.; De Lite No. 2, $13 per doz.; 
Buck Eye Dash, $14 per doz. 


Xmas Sled Sales Light 


The Christmas sled demand has not 


yet assumed heavy proportions, but 
here and there are a few orders. 
Wholesale stocks are not heavy, and 
any large increase in sales might cause 
some shortages in the holiday buying 
period. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Flexible fiyers, No. 1, $2.67 each; 
No. 2, $3.33 each; No. 3, $4.17 each; 
No. 4, $4.67 each: No. 5, $6.17 each; 
Junior racer, $3.67 each; racer, $4.50 
each. 

Fire Fly, No. 9, $1.42 each; No. 10, 
$1.71 each; No. 11, $2.14 each; No. 12, 
$2.34 each; racer, $2.51 each. 

Sled backs, 75c. each. 
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WITH SUPPLEMENTARY 
HANDLE 














The selling season is 
here. Feature Disston 
High-grade Cross - cut 
Saws. 


The name Disston on 
a cross-cut saw helps 
you sell—just as it does 
on a hand saw. 


Your customers know 
the Disston name—and 
what it stands for. 


Disston supremacy 
starts with the steel. 


—Disston steel, developed by Diss- 


ton steel makers; 


—backed by 84 years of saw 


making experience; 


—made as only Disston crafts- 
men know how to make it; 

—tempered uniformly with Diss- 
ton skill: no soft or brittle teeth to 


break or crumble; 
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Two of the best cross-cut 
saws made. 

Everyone who cuts’ timber 
needs a Disston High-Grade 
Cross-Cut Saw. This means 
better sales for you. 

Ask your jobber about Diss- 
ton High-Grade Cross-Cut Saws. 
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CEDAR SAVAGE 
A high-grade one-man cross-cut saw. 

Every man who has a wood lot 
needs a one-man cross-cut saw. Sell 
him a Disston. 

User know that Disston High- 
Grade One-Man Saws run easier, cut 
faster, and stay sharp longer. They 
want a Disston every time. 

Sell Disston High-Grade One-Man 
Saws. They sell easier and win cus- 
tomer good-will for you. 


Better Cross-Cut Saw Sales If You 
Sell Disston 











seconds! 


year. 


—ground for clearance 
that makes every stroke 
count. 


This special Disston 
steel, made into saws 
the Disston way, pro- 
duces cross-cut saws 
that hold their edges 
longer and cut faster. 


—Saws, for example, 
that at Stevens Point, 


Wisconsin, cut through an 18% inch 
Grey Elm log in 15 seconds; and in 
Herkimer County, New York, cut a 
14-inch Hard Black Ash log in 12 


Use these facts. Let Disston help 
increase your cross-cut sales this 


HENRY DISSTON & SONS, Inc. 


PHILADELPHIA, U. S. A. 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 
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Election Retards New England Markets 
Improvement Looked for After Nov. 5 


(Boston office of HARDWARE AGE) 


USINESS conditions in New England are ascribed 
B in part to the natural slowing up that always comes 

when the nation is more interested in the presi- 
dential election than in anything else, but more generally 
to unseasonably warm weather. The average retail dealer 
has been unable to interest customers in anything but cur- 
Naturally the jobber finds it difficult to work 
up much enthusiasm in futures in the retail trade. 

It is generally felt, both in wholesale and retail circles, 
that business will pick up rapidly during the next few 
Fundamental conditions are sound. Nobody ap- 
pears to have excess stocks of anything that will make 
much difference in figuring up the annual inventory. As 
a matter of fact, the average retail dealer is carrying 


rent needs. 


days. 


AUTOMOBILE ACCESSORIES.— 
Some of the manufacturers of automo- 
bile tires have made a slight reduction 
in prices, and jobbers have adjusted 
their lists accordingly. Prices for ac- 
cessories otherwise remain about the 
same as heretofore. Because of the 
late fall and the large number of cars 
on the road these days, the retail de- 
mand for accessories is perhaps a little 
heavier than it usually is at this time. 


We quote from Boston jobbers’ 
stocks: 

Automobile Accessories.—Apco line. 
Steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn ‘button, 57c.; 


rear wheel brake, $9.38; glass oil 
gage, 30c.; rachet wrench, 5; 
windshield wi er, $3.75; crankcase 


arm, 48c., and battery charger, $13.50 

Springs.—Vulcan line all makes, 35 
per cent discount; Ford sizes, 7-leaf 
front, No. 1.25 net; 9-leaf 
front. No. 2004, "$2; 9-leaf rear, No. 
2009, $4.25. 

Pressure Gages.—Balloon tire, in 
lots of less than ten, $1.13 each; in 
packages of ten, $1.08 each. 

Olls and Greases.—Mobiloll, 
der, A. E. and Arctic. one-val., $1.2 
per gal.; five gallons, $1. 08% per gal.; 
30 gallons, $1 per gal.; 55 gallons, 95c. 
per gal.; Cylinder, B, 1-gallon, $1.30; 
5 gallons, $1.13% per gal.; 30 gallons, 
$1.05 per gal. Transmission oil, C, 
$1.05 per gal. Transmission grease, 
CC, 5-pound lots, 20%c. per Ib; lubri- 
cant grease, in 5-pound lots, $11.50 
per case of 12; in 1-pound packages, 
$10 per case of 48. Discount 25 per 
cent. 

Boyce-ite.—Consumers’ packs, three 
4-oz. cans, $1 list; “-gal. cans, $3.50; 
l-gal. cans, $6. Consumers’ packs 
come 10 in crate; %-gal cans, 10 to 
crate; 1-gal. cans, 5 to crate. On full 
packages there is a discount of 40 
per cent; on less than full packages, 
33% per cent. 

Tires.—Hartford line, cord, non- 
skid clincher, 30 x 3 in., regular, 
$8 each net: 30 x 3% in. extra, 
$10.45; straight, 30 x 3% in.., 7. 45; 
31 x 4 in., $13.25; 32 x 3% in.. $12: 
32 x 4 in., $14.60: 33 x 4 in ., $15.05: 
34 x 4% in., $20.25; 35. x 5 in., $25.70. 

Tires.—Hartford line. clincher cord, 
30 x 3% in... regular, $7.45 each net: 
cord, 30 x 3% in., extra size. $9.45; 
straight cord. 30 x 3% in., 
518. 45; 32 Bigg A in. Ry 35; 31 fs ~ in., 

22 xX 


0: 84x 4 in., $14.60: 32 x 4% _ 


eylin- 


$18.50: 33 x 4% in.. $18.95: 24 x 4% in. 
$19.45; 35 x “iy ® in.. $19.95: 36 x 4% 
$20.45; 33 x , $24. = 35 x 5 in., 
$25.35; 37 x : 4 $26.2 


AXES.—The demand rte axes has 
slowed up. Jobbers assume the bulk of 
the retail trade is pretty well covered, 
for immediate requirements, at least. 


a special effort. 


optimistic. 


We quote from Boston jobbers’ 
stocks: 

Axes.—Single bit, $14.50 per doz. 
base; couble bit, $19.50. With hand- 
dles, single bit, $18.75 per doz. 

BATTERIES.—All kinds of batteries 
are in good request, with those applied 
to radio machines in especially good 
demand. Jobbers, almost without ex- 
ception this year will do the largest 
battery business on record, and the 
same can be said of a large number of 
retail dealers. 


We quote 
stocks: 

Batteries.—Flashlight, in lots of six 
or more assorted unit packages in 
one shipment, No. 935, 24 to the 
package, 8%c. each net; No. 950, 36 
to the package, 9%c. 

Radio.—Dry cell, in packages of 50, 
No. 7111, 29c. each met. No. . n 
lots of less than et; 
in lots of 12 to 80, $35, 22 per 100: 
in larger lots, $30.22 per 100. Cluster 
batteries, 6 to the unit, 12 units to 
the barrel, $1.60 each net: 8 units to 
the barrel, $1.98 and $2.34 each. 


BRASS AND COPPER.—The leading 
makers of brass and copper products 
have made numerous advances of a 
fraction in prices, and jobbers assume 
they will be obliged to advance prices 
shortly. With that thought in mind 
they have been suggesting purchases 
and securing quite a sizable additional 
business. 


We quote from Boston jobbers’ 
stocks: 

Brass and Copper.—Brass sheets, in 
100 Ib. lots, 20%c. per Ib.; brass wire, 
.: brass rods, 18c.; ‘prazed tub- 
ing, 28%c.; seamless brass tri 
24c.: seamless copper tubing, 25%c.; 
for less than 100 Ib. lots, add 2c. per 
lb. base. 


CHRISTMAS TREE HOLDERS.—AI- 
though a few Christmas tree holders 
are being booked almost every day, re- 
tail interest is limited, due, presum- 
ably, to weather conditions. 


ee quote from Boston jobbers’ 

’ Christmas Tree Holders.—Standard 

makes, $6 per doz. net. 
CLOCKS.—Certain makes and styles of 
clocks are in good demand, with job- 
bers’ stocks remarkably small for this 
time of the year. Other clocks, on the 
other hand are going slowly. 


a > quote from Boston jobbers’ 
stoc 

Clocks.—New Haven line, Telltale, 
in case lots of 50, $1.24 each net: in 
less than case lots, $1.30; radium dial, 


from Boston jobbers 


small stocks of individual merchandise, and securing a little 
better than an average turnover. There is plenty of money 
in the banks, consequently the credit situation is sound, 
although there has been of late a tendency to go slow in 
paying bills, except where the discount is worth making 


Unemployment is steadily growing less and less in New 
England; the average houseowner and rent payer has coal 
that is paid for and the family is fairly well prepared in 
clothing for the winter. If such is the case, people should 
have more money to spend on hardware and the various 
kinds of merchandise carried by the retail dealer. 
because of these economic conditions and many other fav- 
orable ones that most everybody in the hardware trade is 


It is 


in less than case 


in case lots, $1.98; 
in case lots of 


lots, , Tom- -tom, 
24, $2.15; in less than case lots, $2.20; 
radiu um, in case lots, $2.80; in less 
$2.85. Thrift, in lots of 12, 94c.; less 
than 12, 98c.; in case lots ‘of 50, 75c. 
Relay, in case lots of 25, $2.15; in less 
_ than case lots, $2.25. Vigi ant, in case 
lots of 50, $1. 29; in less than case lots, 
$1.26; radium, in case lots, $2.13; less 
than case lots, $2.24. Tornado, No. 
4570, in case lots of 50, 95c.; in lots of 
12, $1; in lots of less than 12, $1.05. 


CUTTING TOOLS.—High speed drills 
heretofore quoted at 50 and 10 per cent 
discount are now 40 and 10 up to 65 and 
5 per cent discount, according to sizes. 
Letter sizes are 40 and 10 per cent dis- 
count, contrasted with 50 and 10 per. 
cent heretofore. 


A. quote from Boston jobbers’ 
stoc 

Drills.—Carbon sizes up to 1%-in. 
tapered, and straight shank, 50 and 
10 per cent discount; bit stock drills, 
60 per cent discount; center drills, 
per cent discount; drills and counter- 
sinks combined, 20 per cent discount; 
rachet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, straight 
shank, 3-64 to 5-32 in., 65 and 5 per 
cent discount: 11-64 to 7-32 in., 50 
and 10 per cent discount; 15-64 to % 
in., 40 and 10 per cent; taper, sizes 
up "to 1% in., inclusive, 40 and 10 per 
cent discount; 1 33-64 in. and larger, 
40 per cent; letter and number sizes, 
40 and 10 per cent; electricians’ drills, 
10 per cent discount. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and T. S. 
standard makes, 65 per cent dis- 
count; checking, 25 per cent discount; 
tapered pins, 40 per cent discount; 
escutcheon pins, per cent dis- 
count; small fluted rose and socket 
reamers, 20 per cent discount. 


GARDEN TOOLS.—Jobbers continue 
to book up business in garden tools for 
next year’s delivery. Business to date 
is far ahead of that for the correspond- 
ing period last year. 


We quote from Boston jobbers’ 
stocks: 
Hoes.—Shank, 7%-in., $8.70 a doz. 
je socket, 7%4-in., $9.60; round top 
’ ; socket meadow, 9-in., 
$10.55: Rhode Island, shank, 9-in., 
$10.05; socket, $10. 
Rakes —Light ste el, 12 teeth, $4.80 
per doz. net; 14 teeth, $5.10; oA hig 
$5.60. Regular garden, 12 teet $8: 
14 teeth, $8.55; 16 teeth, $9.35; ” asei 





pexel, teeth, $10. 95: 16 teeth, 
‘adere. —Turf, long handle, $10.80 
per doz net. 


GUNS AND AMMUNITION. — An 
advance of 10c. per bag is noted in drop 
shot as a result of the recent strength 
in pig lead. Because of the unusually 


Reading matter continued on page 76 
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“‘A permanent Gold- Seal 
Congoleum Rug Display’’— 


Two full years in the window! Evidently Follmer & 
Lawrence realize that Congoleum Rugs never “go 
stale”. Another point worth noting is that the 
Congoleum display helped sell the entire hardware 
and implement line—drew many customers “who pa ti 


e 99 
would not otherwise come. Magene 
Follmer & Lawrence 


But Congoleum Rugs do not have to be permanently 
displayed in your window to insure the average record of 


six turnovers a year. 
If you don’t deal through any of the jobbers 


Our Hardware Division Headquarters at Philadelphia Snited Sabian, weatie to the BlarRense Divtitias 
can give you interesting facts and figures on the profit Congoleum Company, Inc., Morris Building, 


possibilities of Congoleum Rugs for the hardware merchant. Philadelphia, Pa. 


Order Gold-Seal Congoleum from these Jobbers 


EASTERN JOBBERS 
Ballou, Johnson & Nichols Co. . Providence, R. I. 
Bec Ww. a. 






Hill & Co. . «.Minneapolis,Minn. 
Hardware Co. - Henderson, Ky. 
. . ° . ° Duluth, Minn. 


Oklahoma City, Okla. 
















ley Hardware Co. . ° ° ° ey, ° 
Bigelow & Dowse Co. ° ° ° - Boston, Mass. ° Green Bay, Wis. 
Bigelow & Dowse Co. . ° . Springfield, Mass. Co. Menominee, Mich. 






Co. . «.« « Milwaukee, Wis. 
° ° e Saginaw, Mich. 
Cor « Detroit, Mich. 
e Louisville, Ky. 

- Kansas City, Mo. 
« e Indianapolis, Ind. 


W. A. Case & Son Mfg. Company . - Buffalo, N. Y. 
W.A. Case & Son Mfg. Company Jamestown, N. Y. 
W. A. Case & Son Mfg. Company Niagara Falls, N. Y. 
Hall & Knight Hardware Co. ._. Lewiston, Me. 
H. M. Hodges & Brother . e - New Haven, Conn. 
F. P. May Hardware Co. ° e Washington, D. C. 
Persinger Hardware Co. .. Williamson, W. Va. ° en es oe South Bend, Ind. 
Potter-Hoy Company . . .- «+ Bellefonte, Pa. Caco < «© «@ « oc Caise, Tl. 
ce & Miller - * ° . 7 » Bangor, Me. 
Swank Hardware Co. . . « =« Johnstown, Pa. WESTERN JOBBERS 
Talbot, Brooks & Ayer  . © ° - Portland, Me. 
John B. Varick Co. . ~« «+ Manchester, N. H. Supply Co. . ~. Phoenix, Ariz. 
o. ° ° e Fargo, N. D. 


CENTRAL JOBBERS Pera 
. . e Seattle, Wash. 

Co. * 7 . « 7 Cleveland, Ohio : 
. Detroit, Mich. Co. - Salt Lake City, Utah 


. & Mf : Co. ° ; ° Louisville, Ky. SOUTHERN JOBBERS 


we. Co. - . Atchison, Kan. 


Pp- 

















° ° - Evansville, Ind. Lorick & Lowrance,Inc. . . . Columbia, S. C. 

Cee o - Kalamazoo, Mich. Momsen-Dunnegan-Ryan Co. . - E| Paso, Texas 

oe « «+ Quincy, Ill. Moore-Handley Hardware Co. - Birmingham, Ala. 

o, és St. Paul, Minn. Morrow-Thomas Hardware Co. . Amarillo, Texas 

° ° Little Rock, Ark. Nash Hardware Co. ° ° ° « Fort Worth, Tex. 
Hardware Co. . Milwaukee, Wis. Richmond HardwareCo.. . . Richmond, Va. 
Co. . ° e - Ottumwa, lowa Semmes Hardware Co. . ° . - Savannah, Ga. 

- Cedar Rapids, Iowa Sullivan-Markley Hardware Co. . Greenville, S. C. 





Ce. -« ° 
Spencer, Bartlett & Co. . - Chicago, Ill. Tampa Hardware Co. . ° ° ° » Tampa, Fla. 





LEE ECL EE CEE TELE EEE EE ELLE EEE ELLE CLEC E CEE LEER EE CLE SE CE CEE ELEC LER CECE ERE CECE EE EE ELE EE EE CEE EEE CELE ELE LE 





34 


Bist 





76 


dry weather some of the New England 
States have put a ban on hunting be- 
cause many fires were started in the 
woods. Naturally the demand for guns 
and ammunition is less active, say re- 
tail dealers. 


We quote 
stocks: 

Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.90 
per bag; B and larger, $3.15 per bag. 
Air Rifle, Boy Scout, shot, $4.95 per 
case. 

Guns.—Stevens air rifles. No. 12%, 
$4.05 each net; No. 26, $4.95; No. 12, 
$6.12; No. 17, $7.50; No. 27, $8; 
70, $12.45. Shot guns, No. 107, 
No. 115, $10.50; No. 215, $18; No. 235, 
$20.75; No. 315, $21; No. 330, $21.85; 
No. 335, $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating shot 
gun, No. 21A, $41.75. Baker Batavia 
leader, double barrel, $32; black 
beauty, double barrel, $50. 


HOUSE TRIMMINGS.—Both whole- 
sale and retail houses are doing a splen- 
did house trimmings business. While 
construction of mercantile buildings 
and manufacturing plants is at a mini- 
mum in New England, apartment, dou- 
ble and single houses are springing up 
everywhere like mushrooms. 


POULTRY SUPPLIES.—Business in 
poultry supplies appears to have sim- 
mered down largely to future require- 
ments. There is a shortage of eggs all 
over the country and indications are 
prices will remain high this season 
longer than usual. In that event more 
and more people unquestionably will be 
attracted to poultry raising, which 
means a larger sale of supplies. 


We quote jobbers’ 
stocks: 

Incubators. No i en line, oil and 

gas heater, No. 6.25 each net; 
No. 2, $31.15; No. e, $40.43; No. 4, 
$47.60; No. 5, No. 14, $11.55: 
No. 16, $19.25: No. 17, $25.73. Queen 
line, style K, No. 20, 70 egg “er S 
$16.50 each; No. 21, 120 eggs, $27. 
No. 22. 220 eggs, $36.75; No. 1, Re 
egzes, $27.50; No. 2, = RES, $37. 50; 
No. 3, 180 eggs, $44 No. 4, 275 
eggs, $57.75; No. 5, 400 pi. $68; No. 
25, 600 eggs, $103; No. 35, 800 eggs, 
$132: No. 45, 1000 eggs, $157. LDis- 
count, 30 per cent. 

Brooders.—Buckeve line, 
18, $15.05 each net; No. 19, 
oil burner, No. 20, $8.23: 
$10.85; No. 22, $13.30; No. 25, coal 
burner, $21: No. 27A, oil burner, 
$12.25: No 28 A, $14; No. 29A, $15.75; 
Queen line, No. 1, 600 chick capac- 
ity, $21.50 each: No. 2, 1200 chick ca- 
pacity, $26.50. Discount, 30 per cent. 


ROASTERS.—Retail dealers are not 
evincing a great deal of interest in 
roasters. Early in the season some of 
them placed some fairly large orders 
for delivery in November, but since then 
weekly sales have tapered off. Jobbers 
expect quite an improvement in book- 
ings this month, however. 


from Boston jobbers’ 


from Boston 


coal, No 
$18. 55: 
No. 21, 


We quote from Boston jobbers’ 
stocks: 

Roasters.—Savory, seamless. in 
three dozen lots, blued steel, $14.40 
per doz. net; blue enameled No. 11, 
$20.75, No. 41, $25.50; gray enameled, 
No. 13, $28.25, No. 43, $36.70. 


RUBBISH BURNERS.—The danger of 
uncontrolled fires, even in cities, during 
the protracted dry spell has stimulated 
the demand for all kinds of rubbish 
burners. The retail trade is ordering 
small quantities at a time, but is order- 
ing often. 


HARDWARE AGE 


from Boston jobbers’ 


No. 2, 


We quote 
stocks: 

Rubbish Burners.—Cyclone, 
$2.40 each net. 

SAWS AND BUCKS.—Saws and bucks, 
but particularly the former, continue to 
move out of jobbers’ stocks in volume. 
At least some of the retail trade are 
having a good turnover in such mer- 
chandise. 

We 
stocks: 

Bucks.—Rigid, 
folding, No. 2, 
$6.68. 

Saws. —Disston line, 18-in., $19.70 to 
$22.25 a doz. net; 20- -in., "$21.25 to 
$30.30: 22-in., $23.45 to $33. 05; 24-in., 
$24.70 to $35.90: 26-in., $26.10 to 
$38.45. American Boy hand saw, 
20-in., $20.70; framed wood, 32-in., 
$13 to $19, 30-in., $10.85. 

SCREENS AND DOORS.—Avs _inti- 
mated a week ago, jobbers have come 
out with new prices on screens and 
doors for next season. Doors will here- 
after be sold per each instead of per 
dozen. The net change in new and old 
prices is very slight. 

We 
stocks: 

Screen Doors.—From_ stock, No. 
241, 2 x 6, $1.57 each net; 2 x 8, 
$1.64; 3 x 7, $181. No. 384, 2 x 6, 
$3.19: 3 «= 8, $8.99; 3 x 7% 88S. 
No. 557, 2 x 6, $3.63: 2 x 8, $3.76; 3 x 
7, $4.06. 

Window Screens.—Competitor, No. 
2, $4.44 a doz.: No. 3, $5.44, Homme 
No. 1833, $4.69; No. 2433, $5.69; No. 
2437, $6.13; No. 2837, $7. 

Screen Cloth.—Black, 12-mesh, 
$2.40 per 100 sq. feet.;: 14-mesh, $2.90; 
Opal, 12-mesh, $2.95 pe 100 sq. ft.: 
14-mesh, $3.45; 16-mesh, $3.95: all 
from Boston store. Direct mill ship- 
ments, f.o.b. Pittsburgh, black, 12- 
mesh, $2.15; 14-mesh, $265. Bronze 
screen cloth, widths 24-in. to 48-in., 
from stock; 7%c. per sq. ft.; factory, 
7%c.; 16-mesh, 8c.; 18-mesh, 8%c. 

SHEET ZINC.—Sheet zinc has been 
advanced 40c. per cwt. by jobbers, fol- 
lowing the receipt of new lists by 
makers. 


We quote from Boston jobbers’ 
stocks: 
Sheet Zinc.—In 300-lb. casks, $11.75 


quote from Boston jobbers’ 


$4.50 per doz. net; 
$4.80; folding extra 


quote from Boston jobbers’ 


per 100 Ib.; in 200-lb. casks, $12; in 
100-lb. casks, $12.25: in less than 100- 
Ib. casks, $12.75. 


SHOVELS AND SCOOPS. — Jobbers 
have received new lists from manufac- 
turers showing a slightly lower range 
of prices on shoveis and scoops. It will 
be another week, however, before new 
jobbers’ lists are issued. Snow shovels 
are beginning to move out of stock a 
little freer, but the average retail 
dealer is not greatly interested in such 
merchandise at the moment. 

SIEVES.—Rotary sieves are slightly 
less expensive, but other styles are 
quoted on their former basis. 


We quote from Boston jobbers 
stocks: 


o. 19, $3.68 per doz. 
Favorite, $6 Rapid, all wire, 
vanized, without cover, $8.40: 
cess, without cover, $7.25; rotary 
(two in crate) in crate lots, $2.33 
each, in less than crate lots, $2.60; 
menare galvanized wire, $5.75 per 
aozZ. 


SILVERWARE.—So far this season 
the demand for silverware has been 
fair only. Jobbers in almost every in- 
stance report a lack of the oldtime snap 
to business, but admit that sales for 
1924 probably will be up to the average 
of the past few years. 


net; 
gal- 
Suc- 
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We quote from Boston jobbers’ 
stocks: 

Silverware. — Community 
plate spoons, 


Tudor 
tea, $2 per doz.; des- 
sert, $3.74; table, $4; soup, $4; forks, 
dinner, $4; dessert, $3.75; knives, 
dinner, embossed handle, $4.50; des- 
sert, $4.38; dinner, plated, $11.40; 
Stainless, $12.68; dessert, hollow 
handle, $10.78; stainless, $12; fruit, 
$4.44. Discount for cash 2 per cent. 
SKATES.—Ice skates, for the first 
time this season, are showing some 
signs of life. The demand is far from 
brisk, however. 


We quote from Boston jobbers’ 


stocks: 

Ice Skates.—Union Hardware Co. 
line, No. 1624, 89c. a pair net; No. 
1624%, $1.24; No. 1824, $2.06: No. 
1924%, $3.12. 

Hockey Skates.—No. 524%, $1.36 a 


pair net; No. 424%, $1.74; No. 924%, 
3.31. Canadian, No. 5%, $1; No. 7, 
$1.67. 

Ladies’ Skates.—No. 52, 97c. a pair 
net; No. 5624, $1.17; No. 524M%L. 
$1.62; No. 5624%, $1.14; No. 5724%, 
$1.92; No. 5924%, $3.50. 

Outfits.—Men’s, No. 72, $3.65 a pair 
net; ladies’, No. 74, $3.65; Men’s, 
No. 130, $6; ladies’ No. 093, $6.50; 
all Goodyear welts. Tubular No. 
90, gray enameled, $5.50; nickel 


plated, $6.50. 
STEP BOLTS.—Step bolts are now 
quoted at 30 per cent discount, whereas 
in the past they have been 40 per cent. 


TOYS.—Jobbers are still experiencing 
considerable difficulty in working up in- 
terest in toys among the retail trade. 
It should be remembered, however, that 
some of the retail trade, especially in 
Maine, have already placed their or- 
ders, and that the combined showing by 
jobbers to date is not as discouraging 
as appears at first blush. 


We from Boston jobbers’ 
stocks: 

Play Toys.—Tail-O-Wags, No. 420, 
$8.80 per doz. net; No. 430, $13.25; No. 
440, $16. W heelbarrows, No. 615, 
$19.80. Sand wagons, No. 600 $16.50. 
Hay wagons, No. 610, $18. 20. Foot 
Racers, No. 450, $16.50. Rock-A-Tot, 
, $45. Seesaw, No. 551, $54. 
$74.25; No. 510, $81. Motor 

575, $46.20; No. 580, $69.30. 

A. C. Gilbert Co. line. ah ag sets, 
No. . $1 each; No. 3, $3; No. 4, $5; 
No. 7, $10; No. 8, $25; No. 10, $50. 

Carpentry.—No. 701, $1.50 each; No. 
702, $2.50; No. 707, $3.50; No. 765, 
$5.50; No. 770, $10; No. 775, $25. 

Chemistry.—No. 5007, $1.25 each; 


quote 


No. 5008, $3; No. 5509, $5; No. 5010, 

0. 

Magic.—No. 2001, $1; No. 2205, $3; 
No. 2206, $5. 

Puzzies.—No. 1029, 25c. each; No. 
1030, 50c.; No. 1031, $1. 


es elena Sets.—No. 3003, $3 each. 
otors.—No. P58, $1.25 each; No. 


Pst ° 82 - No. P56, $5. 
Transformers. — No. P60C., $3.50 
each. Discount, 33% per cent. 
WEATHER STRIP.—Axtell weather 


strip is now $6 a dozen, contrasted with 
$6.50 heretofore. Weather strip prices 
otherwise remain unchanged. The de- 
mand for all kinds of this material is 
very good. 


We quote from Boston jobber« 
stocks: 


Weather Strip.—Bosley, felt, No. 
70, 5c. a ft. list; No. 71, 5c.; No. 
71% T%c.; No. 74, 10c.; No. 75, 12c. 


Discount on full bundles, 65 per cent. 
Excelsior, felt edge, Nos. 60 and 61, 
_ a ft. list; No. 61%, Tc. 

: No. 63, 9¢.: No. 64, 10¢. : 
ise. Discount, on full bundles, 65 
and 10 per cent. Flexible felt, No. 2, 
3c. a ft. net; No. 3, 3%c.; No. 4, 4e. 
Spring bottom strips, rubber edge, 
stained black walnut, 30 in., $5 a doz. 
net; 36 in., $5; 42 in., $5. 65. Axtell, 
$6 per doz. 


Reading matter continued on page 78 




















November 6, 1924 


HARDWARE AGE 17. 





THE SATURDAY EVENING POST Mawember 18, £924 








A gift of Mirro Aluminum is like Friendship. It wears _ 
well. It is sincere and without pretense. It is beautiful. 
When Friendship speaks to Friendship, at Christmas or 
any time, a gift of Mirro, never costly but ever desirable, -" 

expresses the very spirit of Good Will Toward Friends. 


Alumiownm Goods Manuiscturiag Company 
MMaytees og fs. rithen g ce Bammne ‘ 


OYMIRRO 


The Finest Aluminum 


Generel (@fices: Manitowoc, Wh, U.S. AL 


———“n — : ~ a 





THE SATURDAY EVENING POST 





A gift worth grving is easy to find in Mirro, The Finest 

| Aluminum. Here, for example, isa pertolator of Grecian 
loveliness, fit to stand with rare old silver. And there are _ | | 
many other fine Mirro gifts, all quite inexpensive, Mirro 

is ready in the stores— beautifully boxed for giving. . 


Offices: Manizowos, Wie, U. &. A. 





~ jong Comper oF is, General, 
Meter, of Str Se Sem aee 


SMIRRO 


The Finest Aluminum 


eS ee ee See eee ee 














Look for this double-page advertisement in colors (reproduced here in 
black-and-white miniature) in The Saturday Evening Post, Novem 
15. It features merchandise offered in the Mirro Gift-Day Deal 





Here is one more progressive plan to make Mirro 
the best seller in your store. 


An exceptionally beautiful gift carton has been 
designed by leading artists and richly lithographed 
in nine colors. It is appropriate not only for 
Christmas but also for gift occasions throughout 
the year. 


A Gift-Day Deal has been arranged, with every 
article boxed in the new carton. A handsome 
poster and counter card go with each deal or 
half deal. 


Striking advertising (note illustration above) will 
appear in seven magazines with a total circulation 
of over nine million copies. 


Mirro in Gift-Day Cartons! 


The deal consists of two each of eighteen popular 
articles. There is variety, novelty, and a range of 
prices to suit everyone. . 


The cost is only $28.93—half deal, $14.47. The 
full deal will sell for $44.40; or $54.30 in extreme 
Western and Southwestern states. 


Now —we believe that you will want at least one 
of these deals, probably several. Mirro is such a 
favorite for gifts that with the beautiful gift car- 
ton, fine display, and strong national advertising 
to help, you can break records. 


So we urge you to order at once. Use the coupon, 
if you wish. Or telegraph. Early shipment means 
bigger holiday sales. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


Aluminum Goods Manufacturing Company 

Manitowoc, Wisconsin Date 
Gentlemen: Please send us (by freight) (by express) ......................... 
Day Deals at $28.93 per deal; terms 2/10, 1/30, from invoice date, f. 0. b. factory. Packed 
in 2 shipping containers, weight of full deal about 40 lbs. 


full Mirro Gift- 


CMIRRO 


The Finest Aluminum 


( ) Check here if you only wish to order half deal at $14.47 
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Warm Weather Slows Up Chicago Market— 


Builders’ Hardware in Active Demand 


the sale of seasonable merchandise, it is affording the 
farmer a wonderful opportunity to do his fall work. 
As a result retailers are somewhat slow in placing orders 
for the usual cold weather merchandise and there is little 
volume of spring orders, but with many needs still to be 
lied and the present high level of buying power con- 
sidered this is looked upon as only a temporary delay 
and a few weeks of cold weather will overcome it: The 
farmer’s financial condition is continually growing better, 
prices of farm products remain at record levels and 
weather has been ideal for the harvesting of late crops. 
There -appears to be a marked tendency on the part of 
farmers to liquidate their old indebtedness and collections 
are better than a year ago. 
Ati the same time that the warm weather is retarding 
business in general, it is having a decidedly opposite effect 
on the building eae and the sale of materials and 


\ \ /HILE the unusually warm weather is slowing up 


AUTOMOBILE ACCESSORIES. CHAIN.—Prices 
+—Goods are now being supplied in holi- as mg good. 


builders’ hardware is exceptionally good. Construction 
work is proceeding much later than usual under favorable 
conditions. 

There has been some improvement in the retail sales of 
automobiles but it has not been marked enough to cause 
any considerable change in factory production schedules. 
It is. predicted that the near future will bring a compara- 
tively heavy retail demand due to the farmer becoming 
an important factor with his increasing buying power. 

As is to be expected with a rather dormant market, 
there are very few price changes and those of compara- 
tively minor importance. The one exception is the sur- 
prising activity in denatured alcohol, for while there 
was no price change since the sharp advance of a week 
ago, the market is very uncertain. With the heavy con- 
suming season for anti-freeze alcohol about to begin fur- 
ther advances can be expected. 

Commercial paper is 3% to 3% per cent. 


i Supplies.—Radio B batteries, 
anes unchanged, sales | 766, +h 40 each; No. 767, $2. 62 


ath. 
wipatter me te eo line, 6 lots 


day boxes. quote from jobbers’ stocks 
F h ne 
Ww f.0. oy Chicago: %-in. proof coil chain, of _less than 10, $13.50 eac 
Py Pelt from jobbers’ stocks, 50c. per 100 lb.; Tenso, Bull Dog and veees. oe unningham and i _ A, 
S kK Plu Splitdorf, 50c. each: Brown coil chains, 50-10 per cent dis- va . me ra re ann hm imectric 
e. par ugs.—Sp count: No. 004% electric welded cow , ou peakers. 
gular, 58c. each; Champion X, 45c. ties, $2.75 per doz. No. 522W, $9.50 list. Discount 30 per 


each; lots of 100, 4lc. each; Cham- 


cent. 


pion Blue Box line, 3c, each; A.C. = CLIPPERS, HORSE AND SHEEP.— pipip FENCE.—Sales are in fair 


Titan, 58c. each; lots of 100, 56c. Pri hold firm; salen are wend 
s epot Lights. rin + Ming « 3280 eo eee sisioie volume but should improve with colder 
$6.50 each; Stewart, $5.67 each. _ i cite ee “oo weather. 
oatiorns- —E. A. Electric (Ford), $4 : . : 
ping machine, FR mad te = ‘ We quote trO8b- Fay tae stocks, 
man power shearing macnine, 0 o.b. Chicago: per 
tk “ee a ee No. Ns _ list; top plates No. 90 and No. 360, 100 rods; 1948-5-141%4-$44.08 per 100 
eac ; ag s = $ N oo al Standard’ $1.50 each, list; bottom plates, No. rods. 
No oi. 120 6 ‘ ation 99 and No. 361, $2 list. Dealers’ wired —"The demand continues good 
0, $ co a 4 lind $1.55 discount 33% per cent. Stewart . a ne ema . 
en ee electric clipping eg ge 85, with no price changes. 
“ ~~; Potan ag ese woren pair — sero shan Se tase. rire Fa anal ks ig quote ay = sear 
oo oe Se Se oe pee ee Chicago, with 25 per cent discount f.0.b. Chicago: American files, 60-10 
0 per cent discount. to dealers. per cent off list; Nicholson files, 50 


Tires and Tubes.—30 x 3% over- 


per cent off list; Nicholson files, 60-10 


size cord tires, $10.45 each; regular — COPPER RIVETS AND BURRS.—The per cent off list; Black Diamond files, 


40-10-5 per cent off list. 


cord, $8 each; gray inner tubes. 30 . d ith ° 
be a ee ee: ee ee ee igen. trie: eiee > te 
x ’ . eacn. chang a. 
AXES.—The demand continues good We quote from jobbers’ stocks, general are the same as last reported, 
with prices unchanged f.o.b. Chicago: Copper rivets and although some specials on tubes are 
p anged. 4 burrs, 40-10 per cent discount. being offered. 
f 
: ob, chica: First quality waingle EAVES TROUGH AND CONDUCTOR we quote trom jobbers’ stocks 
tted unhandled axes to 4- 14 po ntinu ive: i oO cago: ompetition galvan- 
doz. base; double bitted, $19 doz. fi EB a e active; prices ized after-made water pails, 8-qt., 
base; good nie w —— vitted tas rm. 35°40 Fao et a ape.:, AB-at.. 
axes, Same weig singie e€ 4 . 0Z., Baivanized was uds, NO. 
doz. base; single bitted handled axes, mm. ciinee: tangis bane Be = 1, $6.35 doz.; No. 2, $7.15 doz.; No. 
$15 to $22 per doz., according to qual- gutter, 5-in., $4.50 per 100 ft.; Cor- 3, $8.35 doz.; No. 8 galvanized wash 
ity and grade of handle. rugated conductor pipe, ae $4.85 — i ay grip breast galvanised 
0 -in., .; 1-gal. 
BOLTS AND NUTS.—Prices are un- 83h. per 100 “Ths Corrupated “com kerosene can, $2.55 doz.; 1-bu. gal- 


changed; sales are normal. ductor elbows, 


3-in., $1.36 doz. 


vanized baskets, $6.50 doz.: 1%-bu., 
$8.25 doz.; 5-gal. galvanized oil can, 


We quote from jobbers’ stocks, ELECTRICAL AND RADIO MER- galvanized breast, $7.25 doz.; per- 


f.o.b. Chicago: Carriage bolts, cut . pendicular, corrugated light galvan- 
thread, 50 per cent discount; small CHANDISE.—East St. Louis has been ized ash cans, with cover, No. 55, $15 
ee —. te A ay 50- me made a free delivery point on dry ong os No. -. sy ve per — 
per cen scount; machine Ss, cu . . : . No. 77. $20 per doz. eavy galvan- 
thread, 50-10 per cent discount; batteries with prices in case lots the ized after made, No. 171, $32.40; No. 
email machine pelts, i thread. same as Cleveland. Some electrical 191, $37.25; No. 201, $44.75. 
per cen scount: all stove . ‘s . 
bolts, 75-5 per cent discount; lag | Merchandise shows slight price de- GARDEN HOSE AND LAWN SPRIN- 
screws, 60 per cent discount. clines. Radio sales continue to be K,ERS.—Prices unchanged with very 
BUILDERS’ HARDWARE.—Sales exceptionally good. few orders for spring delivery coming 
volume holding up. Slight price de- We quote from jobbers’ stocks, in. 
cline on butts. f.o.b. Chicago: ; We quote from jobbers’ stocks, 
Electrical Merchandise.—No. 14 f.o.b. Chicago: Garden hose, good 
We quote from jobbers’ stocks, rubber covered wire, $7.25 per 1000 quality, molded hose, %-in., 10%c. 
f.o.b. Chicago: 3% x 3% steel butts, ft.; in 1000-ft. lots, $7; No. 18 lamp per ft., %-in., 13c. per ft., 3-ply, 
old copper and dull brass finish, $2. 67 cord, $14. 50 per 1000 ft.; in 1000-ft. . good quality, wrapped, %-in., 10e. 
per doz. pair, 4 x 4 steel butts, old lots, $13.75; %-in. brush brass key per ft.; %-in., 12c. per ft.; 4- ply, 
copper and dull brass finish, $3. 63 sockets, 19c. each; two-way plugs, good quality, wrapped, \%- a. 12c. 
per doz. pair; heavy steel bevel in- 60c. each; in lots of 10, 49%4c. each; per ft.; %-in., 14c. per ft.; 'B- ply, 
side sets, case lots, $7 per dos.; steel one-piece attachment plugs, _ 13c. rod quality, wrapped, %-in., 9c. per 
bit- keyed front door sets, $1.90 per each; two-piece attachment plugs, ft.; %-in., lle. per ft. Lawn sprin- 
set; “ne 4 brass bit- keyed front 12c. each; dry cells, boxes of 50, klers, Rain King, $28 doz.; original 
door sets, $3.25 per set, cylinder front 30%c. each; less than case lots, 34c. fountain sprinkler, $8 doz.; Rainbow, 
door sets, $7.50 per set. each. 38-in. high, $24 doz. 


Reading matter continued on page 80 
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The live hardware 
dealer says: 


‘Gambling Leads to Trouble. 


‘Whether it’s a bunch of boys playing 
craps or a retailer buying merchandise, 
trouble is sure to come from taking 


chances. 
BOSTON “The merchant takes no chances in 
WOVEN HOSE & ; 
RUBBER CO. buying nationally known goods with 
Cambridge, Mass. an established retail price, in quantities 
ae << a oa which he can reasonably expect to- 
BULL DOG, handle—like the GOOD LUCK hose 
GOOD LUCK ee 
and MILO order I made out this morning. 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 


Bull Dog Friction Tape 
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GLASS AND PUTTY.—Prices firm; NAILS.—The demand is very good for ROPE.—No further price changes; 


sales normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount: 
single strength A, 34 to 40-in., brack- 
et, 86 per cent discount; single 
strength A, all other brackets, 85 
per cent discount; double strength 
A, all sizes, 86 per cent discount. 
Putty—pure grades, $3.75 per 100 Ib.; 
commercial, $3.40 per 100 Ib. 


HATCHETS.—No changes 
sales are in fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz.: 
medium quality hatchets, No. 2? 
shingling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—The demand 
is good. No price changes. 


We quote from jobbers’ stocks 
f.o.b. Chicago: First quality, 16-02. 
nail hammers, $10.50 doz.; first qual- 
ity, a hammers, $7.85 

-+; medium quality, 16-oz. 
hammers, $6 doz. , ra 


HANDLES, TOOL.—Sales continue 
good volume; prices unchanged. 
We quote from : 
f.o.b. Chicago: ee am 
Axe Handles.—No. 1 hickor 4 
doz. ; No. 2, $3 doz.;: second LE 4. 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 
Hatchet and Hammer Handies.— 


No. 1, 90c. doz.: finest 
hickory, $1.50 doz. laa 


HINGES.—The demand i ic. 
Sache. and 1s very satis 


We quote from jobbers’ t 
f.o.b. Chicago: Heavy strap — 
in bundles, 4-in., $1.03; 5-in., $1.42; 
G-in., $1.60; 8-in., $2.70; 10-in., $4.30 
. pairs; extra heav 
in bundles, 4-in., $1.56; Von “aren 


6-in., $2.08: 8-in., $3.56: 10- j 
per doz. pairs. ’ a 


ICE SK ATES.—Sales are gradually in- 
creasing. 


We quote from jobbers’ stocks 
f.o.b, Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp—Rocker, 
Women’s and Girls’, bright finish, $1 
— “ae ne. ee Men’s and 

: ; pair: alf Ke 
Hockey, Girls’, $1.40 a" — 


LANTERNS.—Prices are unchanged 
with an increasing demand. 


We quote from jobbers’ stocks 
f.o.b, Chicago: Dietz D-Lite, $13 doz.: 
with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Cooler weather’ should 
bring increased demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25. 
4-qt., $7.28 each; No. 31, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 


LAWN MOWERS AND GRASS 
CATCHERS.— Volume of spring orders 
is small; prices unchanged. 


We quote 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearings. 
5-knife, 1l-in. wheels, $12.35 each: 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-Knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 


in price; 


ae 


n 


from jobbers’ stocks, 


each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom 


canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


this time of the year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 


and longer, $2.50 for shorter than 
1-in. 
OIL STOVES.—Sales are fair; no 
price changes. — 
We auote from jobbers’ stocks, 


f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list: 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Price of de- 
natured alcohol remains unchanged 
after the sharp advance of last week, 
although the market is very uncertain. 
White lead advances slightly. 


We quote from jobbers’ 
f.o.b. Chicago: 


Linseed Oil.—Raw, barrel lots, 
a per gal.; 5-barrel lots, $1.13 per 
gal. 


stocks, 


Linseed Oil.—Boiled, barrel lots, 
= per gal; 5-barrel lots, $1.15 per 
gai. 


 ieaenaieaaiiinmaias lots, $1.02 per 
gal. 

Denatured Alicohol.—Barrel lots, 65c. 
per gal. 

White Lead.—100-lb. kegs, $15; 50- 
lb. kegs, $7.75: 25-lb. kegs, $3.95; 
12%-lb. kegs, $2.05. 

OF Paste.—Barrel lots, 6c. per 


Shellac.—(4-Ib. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—A very satisfactory 
seasonable demand is reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.:; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202. $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup. $20 doz.; 4-cup, 
$24 doz.: 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROASTERS.—tThere is a good season- 
able demand. 
We quote 
f.o.b. Chicago: 
No. 75 blued, $10.75 per doz.; No. 
200, blued, $14.40 per doz.; No. 11, 
blue enameled, $20.75 per  doz.; 
41, blue enameled, $25.50 per doz.; 
No. 13, magnolia enameled, $28.35 
per doz.; No. 43, magnolia enameled, 
$36.75 per doz. 


ROLLER SKATES.—Demand is very 
satisfactory both for immediate and 
future delivery. : 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Roller skates for 
boys, $1.40 per pr.; for girls, $1.50 
per pr. 

ROOFING AND PAPER.—Sales are 
good, with no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 


from jobber’s stocks, 


faced prepared roofing, $1.95 per 
square; best grade talc surfaced, 
$2.20 per square; medium talc sur- 


faced, $1.60 per square; light talc 
surfaced, 95c. per square; red rosjn 
sheathing, $55 per ton. 


Reading matter continued on page 82 


demand fairly good. 


We quote from jobbers’ 
f.o.b. Chicago: Full coils, 
Manila standard brands, 21%c. per 

.: No. 2 Manila, 20%c. per Ib.; 
No. 1 sisal, 15%c. to 16%c. per Ib.; 
No. 2 sisal, 15%c. to 16%4c. per Ib.; 
No. 3 sisal, 14%c. to 15%c. per Ib. 


SASH CORD.—Sales are satisfactory; 
no change in prices. 


We quote from jobbers’ 
f.o.b. Chicago: No. 7 
brands, $10.55 per doz. 
8, $12.10 per doz. hanks. 


SASH PULLEYS.—The demand is 
fair; prices remain the same. 


We quote from jobbers’ 
f.o.b. Chicago: Common sash pul- 
leys, 50c. aoz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. Goz. 


SCREWS.—Sales are fairly good, with 
prices unchanged since recent advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL.— 
Advanced prices noted this week, due 
to higher tin and lead; the demand 
is very good. 


We uote from jobbers’ 
f.o.b. hicago: Warranted, 


55 solder, 
40-60 solder, 4. 
speed babbitt metal, $20 per 100 Ib.; 
ee No. 4 babbitt metal, $12 per 
1 ‘ 


STEEL SHEETS.—Prices are 
changed; demand is very good. 


We quote from jobbers’ stocks, 
f.o.b. Cnicago: 28-gage galvanized 
sheets, $5.50 per 100 lb.; 28-gage 
black sheets, $4.50 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Sales are very good, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 30 
gage, $1.35; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


WIRE GOODS.—Sales are gradually 
improving, with a fair volume of future 
orders for wire cloth and netting. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.50 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 lb.; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $4 per 
100 Ib.; 12-mesh black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.: galvanized poultry netting, 55-5 
per cent discount; galvanized after 
poultry netting, 50-5 per cent dis- 
count. 


WRENCHES.—The 
very satisfactory, 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount; Still- 
son, 70 per cent discount; Trimo, 
65-10 per cent discount. 


stocks, 
o. 1 


stocks, 
standard 
hanks; No. 


stocks, 


stocks, 
50-50 


un- 


sales volume is 
with prices un- 


Snap-On Wrenches.—Radio and 
electrical set, $4: No. 101 Master 
Service set, $15.25; No. 202 Heavy 


Duty set, $8.80; No. 303 Ford Master 
Service set, $14.85; No. 404, Universal 


Socket set, $7; No. 505-B Screw 
Driver set, $3.40; No. 900 Square 
Socket set, $3.70. All Snap-On 


Wrenches less 40 per cent discount. 
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Everything is in front of the 


customer— and 
you—when selling Faultless Pivot-bear- 
ing Casters. The Faultless Demon- 
strator shows the actual caster— one 
each of all four types of wheels. The 
Faultless Caster Chart tells in a second 
what casters to use for all kinds of fur- 
niture and floors. And the Faultless 
Caster assortment, in handy cartons, 
is within easy reach to complete the 
sale. 
























These quick, profitable sales of Faultless 
Casters are what make them so popular with 
merchants. The snappy three-color counter 
display does most of the selling 


These sales aids cost you nothing—they are 
given free with a small stock order of Fault- 
less Pivot-bearing Casters They make it 
possible to merchandise casters — at a profit 
Ask your jobber or write us 


FAULTLESS CASTER COMPANY 


EVANSVILLE INDIANA 


‘< 











rc) 
Directions for Using 
NOELTING Caster Chart 
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2. ts tt fight, mediem or heavy weight’ 

5. On whet hind of fleer will this fernitere be 
wre ot 


ceeres tee tthe per 





° re 

REMEMBER — The larger the wheet, the easier 
the furaitere moves’ 
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SAVE FURNITURE & FLOORS 





Yt 
“us 


y “Yy ty 
. . 4 
4 s , Yy 
2 Z Y we Y Y 
ua Z Mh Vi fy ty 
x Mie ty Z 
4 WA, Mis Vij 
Vf Y Fo, 
4 Mit Mss 
Y “bhp y Yj 
4 TA Z 


Makers of Quality Casters for a Third of a Century 
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Growing Confidence in the Northwestern 
Market—Sales Improving—Collections Good 


(Minneapolis office of HARDWARE 

r YHERE is a growing feeling of confidence in the 
Northwest, which is evidenced by the gradual in- 
crease in buying. The farmer will, however, take 
some time to gain back to normal buying, and the retail 
merchant’s task to overcome this attitude, at least in part. 
One man prominent in 
implement circles states that the farmer is buying slowly, 
for fear that he will again find himself in debt. 
merchant’s task to avercome this attitude, as least in part. 


the reluctance to make purchases. 


ASH SIFTERS.—Sales are still light, 
and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at $2, round metallic at $3, 
and wood barrel at $6 per doz. 


AXES.—Demand is improving and 
stocks are in good condition. Prices 
continue strong as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


BALE TIES.—There is a heavy demand 
for bale ties, which is running more 
than normal. Implement men are sell- 
ing more baling machines than usual. 
Stocks of ties are in good condition and 
prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-5 per cent from lists. 

BATTERIES.“With the increased in- 
terest in radio that is showing in this 
territory, demand for batteries will 
probably be heavy during the winter. 
Stocks are well filled and prices are 
holding steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 ignition 
type dry cells, case lots, 29c. es 


Radio ‘“B” batteries, unit packag 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each, 
No. 772, $2.44 each; No. 770, $3.09 
each; “ce? batteries, No. 771, 39c. 
each. 


BOLTS.—Sales of bolts are fairly sat- 
isfactory, with stocks well assorted. 
There has been no further price re- 


visions. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Call is fairly good, with well 


assorted stocks. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 


lb. boxes, 70-10 per cent. 
BUILDERS’ HARDWARE.—Building 
is going on much the same as in the 
past sixty days in the cities, and shows 
some improvement in the rural districts 
and smaller towns. Small home build- 
ing leads by a wide margin, there being 
practically no commercial building in 
progress. The less expensive designs 
of builders’ hardware seem to be the 
most popular. There has been some 
revision in the prices on butts, which 


AGE ) 


well. 


It is the 


are expected to go into effect during 
this week. 


CHURNS.—Sales are not heavy in this 
line at present, and prices are steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Barrel type churns, 
49 per cent from standard lists. 


COAL HODS.—Sales have not yet 
started to any extent in this line; 
stocks are heavy, with prices holding 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.40; 18 in., $3.80; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.70; galvanized open, 17 in., $4.75; 
18 in., $5.25; galvanized funnel, 17 in., 
$5.90; 18 in., $6.35 per doz. net. 


COASTER WAGONS.—The demand 
for coaster wagons and other wheel 
goods is holding up very well. The 
continued fine weather creates the de- 
sire on the part of the children to keep 
out of doors as much as possible, and 
wheel goods are very popular. Stocks 
are in good condition, with prices hold- 
ing —_ 
quote from jobbers’ stocks, 
f.o. < Twin atten Auto wheel coast- 
er wagons No. $5.50 each; No. 61, 
$6.44 each; No. $2, $7.02 each; No. 63, 
$7.22 each. Overland coaster wagons, 
50 per cent from factory lists; all 


steel coaster wagons, 50 per cent 
from list. 


DAMPERS.—Sales of stove pipe damp- 
ers are increasing. Prices are steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 
handle §-in. dampers at $1.40 per 
aozZ. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Repair work is tak- 
ing the greater part of this line of 
materials. Stocks are in good condi- 
tion, and prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5 per 100 
ft.; 3-in., 28-gagre conductor pipe, 
$5.25 per 100 ft.; 3-in. conductor 
elbows, $1.55 per doz. net. 


FIELD FENCE.—Sales are running 
very fair, with no change in prices. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 26-in. hog fence 
at $40.18 per 100 rods net. 


FILES.—There is a steady call for 
files from practically all classes of 
trade. Stocks are well assorted and 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent; second grade of 
oa 69-10 per cent from standard 
ists. 


Collections are improving, the change being felt more 
decidedly during the past two weeks. 
also showing improvement, indicating that the Northwest 
believes that it will enjoy many benefits from this year’s 
crops, not only this fall, but next spring and summer as 
Implement men find that future orders are better 
also than they have been for some time. 

A better holiday business is looked for. 
chants have not ordered heavily, in many lines of goods 
there is a feeling that more orders will develop later. 


Future buying is 


While mer- 


GALVANIZED WARE.—Some im- 
provement has been felt in the sale of 
galvanized ware recently. Stocks are 
full, and prices firm. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard No. 1 
gpvesteee tubs, $6.40; No. 2, $7.15; 
7 $8.40; heavy galvan ized tubs. 

i’ siz: No. 2, $13.25; No. 3, $14.50; 
te galvanized ‘pails, 10-qt., 


$2.25; 12-qt., $2.40; 14-qt., $2.75: 16- 
qt. stock pails, $4.50, and 18-qt., $5.25 
per doz. 


GLASS AND PUTTY.—Cooler weather 
is needed to start the sale of glass and 
putty to any great extent. Stocks are 
well filled in anticipation of this in- 
crease, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per 
cent from list. Strictly pure putty 
in 50-lb. drums, $5.05 cwt., and in 25- 
Ib. drums at $5.30 cwt. 


GLASS OVEN WARE.—With the ap- 
proach of the holiday trade there is 
some increase in the sales in this line. 
The heaviest trade will be apparent 


during the next five weeks. Stocks 
are well filled and prices firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: No. 101 casser- 
oles, $1.33; No. 197, $1.17; No. 203 pie 


plates, 50c. ; ; No. 210, 67¢. ; >; No. 212 
bread pans, 60c.: No. 231 utility pans, 
67c.; No. 12 tea pots, $1.67; oO. 


$2, and No. 36, $2.33 each, net. 


HAMMERS AND HATCHETS.—There 
is a good demand for tools of the more 
commonly used varieties, and it is evi- 
dent that tool kits are being replen- 
ished in the country. Prices show no 
— 


quote from jobbers’ stocks, 
Po Twin Cities: Maydole No. 11%, 
$11.40 per doz.; Plumb HF81, $12: 
Riverside No. nak $12; Plumb 
Broad Hatchet No. $17, 15; Plumb 
shingling No. 2, $13. as. Plumb claw 
No. 2, $14.40 per doz. 


LANTERNS.—Sales show some im- 
provement with the approach of the 
shorter days. Stocks are well filled and 
prices steady. 


We quote from jobbers’ stocks, 
f.e.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz. ; ae lanterns No. 210, $7.75 
per "doz.; 240, $12.75 per des. 
No. 130, Midget vehicle lanterns, $17 
per doz. 


MILK CANS.—Sales are still at a fair 
rate, with no changes in prices. 


We uote from jobbers’ stocks, 
f.o.b. win Cities: Railroad 5-ga'. 
milk cans, $2.55 each; 8-gal., $3.10 
each, and 10-gal., $3.25 each. 


(Continued on page 8&6) 
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Single Speed, Steel Frame, Two Speed, Ball Bearing, 
Wide Gear, %-inch Chuck 34-inch Capacity 
List Price 3.50 List Price $5.00 





HAND DRILLS 


Take a look into our final inspec- 
tion and packing room. You'll be 
surprised at the painstaking care with 
which each Drill is gone over. The 
general assembly must be perfect, the 
operation smooth and quiet. The 
chuck must center a drill within close 
limits, and the finish must be flaw- 
less. Before being packed in the fa- 
miliar green carton with the yellow 
label, every Drill is thoroughly oiled 
and wrapped. 


When you take a Goodell - Pratt 
Drill off your shelves you can depend 
on perfect operation and unexcelled 


finish. . 


GOODELL-PRATT COMPANY 








GREENFIELD, MASSACHUSETTS, U.S. A. - ay | 
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ARCADE 
Ice Picks 4 


Arcade Ice Picks come in 
five different styles with 
Hardened Needle Point 
Blades made of the finest 
steel obtainable. 


With two or three stabs a 
100 lb. block of ice can be 
accurately broken with 
any one of these picks, 
which are guaranteed in 
every detail. 





Shipped one 
doz. in a paper 
box, carefully 
packed with 
each blade in a 
paper sheath 
protecting the 
points from in- 
jury. 


ARCADE 


Ice Shaves 


Two styles for home 
use; three styles for 
hotels. All built for 
hard service. They 
shave ice very rapidly. 
Type shown is a big 
seller for home _ use. 
Packed 1 doz. in box. 
Hotel styles packed 1 
doz. in wood case. 


ARCADE 


Lemon Squeezer 


We make two patterns for table or 
bench use and four popular styles for 
hand use. Type shown is our Union 
Hand Model, a convenient squeezer for 
home use sold at a very low price. 
Your Jobber will supply you. Write us 
for catalog. No. 30-A showing com- 
lete line of Arcade Hardware and 
oys. 











Freeport, Illinois 
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Coming Hardware Conventions 





OOORCCHHTLELEeteed Sleetiaccrenatinel 


HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Rey Smith, sec- 
retary, 112 Market Street, San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Spartanburg, 
Ss. C., June 9, 10, 11, 1925. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hoatel Sher- 
man, Chicago, Feb. 17, 18, 19, 1925. Leon 
D. Nish, secretary, Elgin, II. 

IDAHO RETAIL HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Owyhee 
Hotel, Boise, Feb. 18, 19, 20, 1925. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. <A. R. Sale, sec- 
retary, Hardware Building, Mason City. 


ARKANSAS RETAIL 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, Jan. 19, 20, 21, 22, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 
public Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 

MISSOURI RETAIL HARDWARB ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmadge, secretary-treas- 
urer, Bozeman, 


MOUNTAIN STATES HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Mc- 
Allister, secretary-treasurer, Boulder, Colo. 

NATIONAL FEDERATION OF IMPLEMENT 
DBALERS’ ASSOCIATION CONVENTION, Audi- 
torium Hotel, Chicago, Ill., Oct. 22, 23, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 

NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 East Washington Street, Indian- 
apolis, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel; exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARB DEALERS’ Asso- 


CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 


Reading matter continued on page 86 


24, 25, 1925. George A. Fiel, secretary, 80 
Federal Street, Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. -Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NortH Dakora RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 11, 12, 13, 1925. C. N. Barnes, 
secretary, Grand Forks. Mr. Barnes may 
also be addressed for information in con- 
nection with the exhibit. 

OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

OREGON RETAIL HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Mult- 
nomah Hotel, Portland, March 4, 5, 6, 1925. 
Kk. KE. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

Paciric NORTHWEST HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Davenport 
Hotel, Spokane, Wash., Feb. 25, 26, 27, 1925. 
E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SOUTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARE AsSSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14, 1925. Wal- 
ter Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 
Ambassador Auditorium, Los’ Angeles, 
March 18, 19, 20, 1925. H. L. Boyd, secre- 
tary-treasurer, 435 San Fernando Building, 
Los Angeles. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treas- 
urer, College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond. 


WESTERN ReTaIL IMPLEMENT AND Harp- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. P.. J. 
Jacobs, secretary-treasurer, Stevens Point. 
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“WICKWIRE” FENCING AND NETTINGS 
: (ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh | 
7 hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
out longer at the expense of width as is generally the case with the ordinary forms of mesh. 
W. W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
expansion problem. 


WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 
AS eight spaces of one and one-eighth inch mesh at the bottom, graduating through one and one- 
uel ght sp g g g a 


half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and stock as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp we to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh 


ip the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. 


WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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Northwestern Market Information 


NAILS.—Sales are running at a fair 
rate, with no further price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.50 per keg, base, and 
cement coated wire nails at $2.90 


per keg, base. 


OIL HEATERS.—Sales are showing 
some improvement, with stocks well 
filled. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and _ nickel polished 
steel, 4-qt. capacity, No. 016, at $5.32 
each. 


PAINTS AND WHITE LEAD.—Paint 
sales have been showing up very well, 
due partly to the clear weather. Job- 
bers’ sales for the year are practically 
over, forward business holding the at- 
tention now. Price of paints is firm, 


but white lead has advanced. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 


house paints, $2.10 per gal.; best 
white lead, $13.62 cwt., in 100-Ib. 


containers. 


POULTRY NETTING.—Although this 
item is out of season, it is well to note 
the change in price, possibly due to the 
general change in the markets. 


from jobbers’ stocks, 
Galvanized poul- 
per cent from 


We quote 
f.o.b. Twin Cities: 
try netting at 50-5 
lists. 


REGISTERS.—Sales are showing up 
well, and stocks are in good condition. 
Prices show no change. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 


ROPE.—Sales are on an even basis, 
with good stocks on hand. Prices have 
again advanced. 


from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades ma- 
nila rope at 23%c. per Ib., base, 
and best grades sisal rope at 17%c. 
per Ib., base. 


SANDPAPER.—Sales are at a fair 
rate, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
per ream, $5.85; ;ocond grade No. 1, 
per ream, $5.25; "Garnet paper No. l, 
per ream, $16.5 


We quote 


(Continued from page 82) 


SASH CORD.—No change is noted in 
the sale of sash cord, and prices are 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 
&, 86c. per 1lb.; ordinary grades No. 
8, 45¢c. per Ib. 


SASH WEIGHTS.—Sales are on 
even rate, with prices unchanged. 


an 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
2.35 per cwt. 


SKATES.—There is a good movement 
of skates from jobber to retailer, with 
demand running heavily to the skates 
with shoes attached. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 1624 ice skates, 
84c.;: No. 5624, $1.12; Nestor John- 


son, No. 111, $7.50, and .No. 222. 
$8.50 per pair, net. 


SOLDER.—Solder continues to _ sell 
fairly well. Prices are higher, follow- 
ing the strong market on lead and tin. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: arranted half 
and half solder at 35c. per Ib.; ‘er 
ly half and half solder at 33c. 
lb., and Dutch Boy solder in 100- Mb. 
lots at 35c. per Ib. net. 
STEEL SHEETS.—Sales are fair, with 
no further price changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 


at $4.75 base (28-gage), and galva- 
nized steel sheets at $5.85 cwt., base. 


STEEL TRAPS.—Retail sales are be- 
ginning to improve. Stocks are well 
filled and prices steady. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; 
ro. 1%, $2.44; No. 2. $3. 36; Oneida 
co game traps, No. 0, $1. 59; No. 1, 
$1.83; No. 1%, $2.81 per doz., net. 


STOVE BOARDS.—Sales are begin- 
ning to show a better rate in this line, 
with good stocks on hand. There is no 
change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystalized stove 
boards in full crate lots, 28 x 
$16.95; 30 x 30, $19.70; 36 x 36, $27. 45 
per doz., net. 


STOVE PIPE AND ELBOWS.—Retail 
sales are showing rapid improvement, 
with good stocks at hand. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28- 
gage 6-in. stove pipe, knocked down, 
at $15.40 per hundred; common iron 
corrugated 6-in. elbows at $1.35, and 


adjustable charcoal iron 6-in. elbows 
at $2.05 per doz. 


STOVE SHOVELS.—Some increase in 
call for stove shovels has been noted. 
Stocks are well filled, and prices are 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned 14%- 
in. stove shovels at 50c.; Jumbo, 
21%-in., at $1.55, and Jumbo, Jr., 
14-in., at 85c. per doz. 


WEATHER STRIP.—Call is still light 
for weather strip, due doubtless to the 
continued mild weather. Prices are 
unchanged. 


We uote from jobbers’ stocks, 
f.o.b. win Cities: Wood and felt 
weather strips, %-in., $1.85; %-in., 
$1.85, and l-in., $2.60 per 100 ft. 


TIN PLATE.—Prices are firm, and 
sales at a fair rate. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities:' Furnace coke 
tin, ICL, 20 x 28, $14.25 per box, and 
Ic, ao a. 2B 8-Ib. coating tin at 
$14.60 per box. 


WIRE.—There is a very good trade in 
wire at present. Fence wire is in de- 
mand for building and repairing, and 
stocks are well assorted. Prices show 
no change. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Barbed painted 
hog wire, $3.40 per 80-rod spool; 
barbed painted cattle wire, $3.20 per 
80-rod s 1; barbed galvanized ho 
wire at $3.61 per 80-rod spool; barbe 
galvanized cattle wire at $3.39 per 
80-rod spool; No. 9 plain fence wire 
at. $3.50 cwt., and No. 9 galvanized 
fence wire at $3.95 cwt. 


WRENCHES.—Demand for wrenches 
is holding up very well. Garages are 
doing an exceptionally good business 
for this time of the year, and in the 
rural districts the call for tools is good. 
Prices show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per. cent 
from new lists; knife handle wrench- 
es, 40-10 per cent: Stillson and Trimo 
wrenches, per cent. Snap-on 
wrenches in sets, Master Service No. 
101, $15.25; No. 202, $8.80; No. 404, 
$8. «5; No. 505B, $3. 40, less 40 per 


cen 
No. 50 radio and electrical set, 535; 
No. 101 Master Service Set, $15 5; 
No. 202 Heavy Duty Set, 8.8 

303 Ford Master Service Set, sis 85; 
No. 404 Flexible Socket Set, 8.75: 
No. 505B Screwdriver Blades, 3.40: 
No. 900 Set, square socket, $3.70, less 
40 per cent. 


stocks, 








When he has no confidence in himself nor his fellow- 


men. 


When he values success more than character and 


self-respect. 


When he loves his own plans and interests more than 


humanity. 


When his friends like him for what he has more than 


for what he is. 


When he becomes so absorbed in his work that he can- 
not say that life is greater than work. 
When he lets a day go by without making some one 


happier and more comfortable. 


Man Is a Failure! 


When he tries to get ahead in the world by climbing 


over the shoulders of others. 


When he values wealth above health, self-respect 


and the good opinion of his fellows. 


When he is so burdened by his business that he finds 


no time for rest and recreation. 


When he envies others because they have more ability, 


talent or wealth than he has. 


When he does not care what happens to his obieiiiiie 
or to his friend so long as he is prosperous. 
When he is so busy doing work that he has no time for 


smiles and cheering words.—Dallas Rotagrams 





s. 
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A handsome bowl of 
polished solid copper 
with two polished 


brass candlesticks. 




















Different— Se 


and the demand already exists 


HESE Rome Console sets are so dis- 

tinctive, represent so much quality for the 
price, and fall so in-the line with console set 
popularity that they find quick sale. 


They represent a brand new idea—the bowls 
are solid copper and the candlesticks are brass 
—in four distinctive finishes, each treated to 
retain its beauty. The design pleases and 
harmonizes with any interior furnishings. 


The following prices at which the retailer 
can sell these sets will be readily recognized 
by the consumer as real value: 


$4.00 to $4.50 per set 


Order now. Packed one set to a corrugated 
container. Four sets, all of one finish or 
assorted finishes, packed in corrugated freight 
carton. 


Please inquire of your jobber or write to us 
for trade prices. 


ROME MANUFACTURING CO. 
Offices and Factories: ROME, N. Y. 


Branches: 


New York, 342 Madison Ave. Seattle, 302 Pioneer Bldg. 
Boston, 60 India St. San Francisco, 610-614 Wells Fargo Bidg. 



































Minerva. “Satin” finish solid copper boul, with 
“Satin” finish brass candlesticks. 


Vesta. Solid copper bowl and brass candlesticks, 
all with “satin” imitation silver finish. 
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_— e copper bowl and brass candlesticks, 


with “dull” imitation (antique) 
silver finish. : 
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“Ratt -Staht” 


“The Sandpaper That Satis fies”’ 
Pretty “Smooth” —Eh? 


Note the trim and evenly-squared 
bundles in which “Ruff-Stuff” sheets 


are baled. 


The quires are tied separately, and 
assembled into % ream packages— 
then powerfully compressed into 
these clean-cut bales, tied with four 
wires between top and bottom boards. 


This method of packing is a sample of 
the careful thoroughness with which 
we do everything at Wausau. 


Every step in every manyfacturing 
process is a “watch-your-step” with 
every employee. No guess-work or 
carelessness is permitted. 

And when you examine and test 


“Ruff-Stuff” sheets, you'll be quick 
to note their superiority. 


Send for Samples and 
Illustrated Price Lists 





‘Weusat Abrasives @ 


1017 Harrison Boulevard 
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The Hardware Salesman Groans 


By James McChesney Prickett 


I breezed into Ma-gro-som-ville, 
To peddle from my book, 

Methought the merchants, one and all, 
No doubt will take a look. 

I started in with Rarlibuys, 
We'd gotten down some Wax, 

And then a man came shuffling in, 
Who “thought he’d buy an Axe.” 

When this was wrapped, another stood 
To purchase “Window-pane,” 

When “Rare” had sliced it eight by nine— 
We started in again. 


He priced Pump Handles and he wheezed: 
Next fall—perhaps he’d buy 

Some Ox Shoes if he needed them, 
In case I wasn’t high. 

We turned a page or two—and then! 
A woman for a “Pail,” 

The kind would hold the foaming suds, 
The creek brine and the Ale. 

When this was wrapped, another strolled, 
To buy the welded chain, 

When “Rare” had bit off forty links— 
We started in again. 


And there was not a clerk on hand, 
To wait upon a soul, 

They left it to the Boss, and so, 
It kept us in a hole. 

The trade kept buying oils and seeds, 
Some measured by the peck. 

The only thing that I got down— 
Sweat rolling down my neck. 

I missed “Sixteen,” the “Limited”’— 
We'd gotten far as Tacks, 

And then he cancelled all I’d sold— 
That little. ball of Wax. 





Greatest Horseshoe Collection 


In Oakham, county town of Rutland, England, there 
is an old castle which is noted for its wonderful collec- 
tion of royal horseshoes. When members of royalty, 
reers of the realm, etc., enter upon the lordship for 
the first time it is the custom to send an inscribed 
horseshoe to this wonderful collection, with the name 
of the donor, surmounted by the crown of the royal 
family. 





Factory Floor Surfaces 


A book of 34 pages, with seven illustrations, has 
just been issued by Aberthaw Co., Boston, dealing with 
the surfacing of factory floors. The book is available 
for distribution to engineers, builders and industrial 
owners. It represents the experience of the company 
in more than 25 years of operation in producing fac- 
tory buildings and studying their uses and require- 
ments. It deals successively with wooden floor sur- 
faces, granolithic floor surfaces and a comparison be- 
tween granolithic and hardwood floors. Wood block 
floors are discussed, as well as special or proprietary 
floors. The second part of the book is taken up with 
recommended specifications covering all of these, ex- 
cept the proprietary type. 
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A Tool That Served with 
Washington 


This quaint shoemaker’s hammer was made in 
England and used there by Joseph Castle in 1700 
and something. He migrated to America just at 
the start of the Revolutionary War. He threw 
in his lot with the Colonies and joined Wash- 
ington’s forces. He used the musket well, but his 
hammer served equally as well, for funds were 
low, the soldiers’ shoes wore out and every 
cobbler was pressed into service to cobble and 
repair. 

After the war Castle settled in Eddyville, 
N. Y., and resumed the use of the little tool. It 
is now treasured by one of his descendants. 


When the Boss Passed By 


We used to stand—attention! 
When the Boss passed by; 
Our hats in an ascension— 
When the Boss passed by; 
But now—we’re close related, 
All the distance dissipated, 
Made as one by interests mated, 
And we don’t stand 
As we used to— 
When the Boss passed by. 





We used to look for trouble— 
When the Boss passed by; 
We often bent quite double— 
When the Boss passed by; 
But now—we meet to chatter 
And discuss each business matter; 
As he “fattens’”—we grow “fatter,” 
And we don’t look 
As we used to— 
When the Boss passed by. 


We thought him far above us— 
When the Boss passed by; 
We feared he didn’t love us— 
When the Boss passed by; 
But now—we know him better, 
We’re no longer slaves in fetter, 
Each one’s to the other—debtor! 
And we don’t think 
As we used to— 
When the Boss passed by. 
Now— 
We think and say 
“God bless him!”’ 
When the Boss passes by. 
William Ludlum. 
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Drawing Outfits 


—a useful gift 
for Christmas 


and throughout the year 


Attrattively arranged for 
display purposes 
YY 
In green covered box; 


parts fastened by elastic cord 
to salmon colored mount. 


: ae = 1 

as illustrat contains. ° 

Get of nickel-eiveriners,, LO» 1 retails at $10.00 
vestateiiiend 18x24 in. No. 2 retails at 7.30 
T Square, 24 in. 

Ambro 30° x 60° triangle Q 


Ambro 45° triangle 
Ambro curve 
Architect's scale 
Brass protractor 
Thumb tacks 
Pencil pointer 

2 pencils 

, erasers 

Drawing paper 


In green or holly covered box, 
parts displayed around board 
in individual compartments. 


No. 3 retails at $5.00 
No. 4 retails at 2.75 


Y 


Contents of other 
outfits in proportion 


A greeting card in each box 
Display cards with shipment 


LIBERAL DISCOUNTS 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches Philadelphia Washington 
Chicago New York Milwaukee Los Angeles 
New Orleans Pittsburgh factory 
San Francisco Chicago, Illinois 
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Tools Finds A _ 
Ready Market 


Year in and year out, “Red 
Devil” Quality Tools and Hard- 
ware Specialties find a steady 
demand, attracting the cream of 
the tool trade to your store from 
near and afar. 


Attractively packaged, and 
easily displayed, they enhance 
the appearance of your show 
cases and counters. 


“Red Devil’? Glass Cutters 


Millions of them sold and used, speak 
for their widespread popularity. The 
only cutters with hand honed, hand 
tested steel cutting wheels. 


Htyall in thewhit 


“Red Devil’? Nail Pullers 





—have been giving a good account of 
themselves since 1872—the first ever | 
made. The Giant “Red Devil” shown | 
here combines a box chisel and strap | 
cutter. No springs, no pinching, no_ 
rolling. - | 

| 

| 


“Red Devil’ Cold Chisels 


Carefully tempered and _ hardened | 
edge holds. Radium finish blade 
makes the tool easily visible. All the 
popular sizes. 


“Red Devil’ Screw Drivers 


A complete line of popular priced 
tools made in every practical style 
and size. 





} 


The “Red Devil” Tool Catalog | 


describes the full line. 


SMITH & HEMENWAY CO. Inc. 


Mfrs. of “Red Devil” Tools 
98 Coit St. Irvington, N. J 


FREE! 


The ‘*Red 

Devil” Display | 
Board Book | 
shows just the | 
tool boards to | 
clinch your | 
sales. | 


| 
| 
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A Clever Thanksgiving Display 


There is considerable inspiration for a sales- 
building Thanksgiving window in this clever dis- 
play of J. R. Taylor Co., Little Falls, N. Y. The 
effectiveness of this display is greatly enhanced 
by the colorful screen in the background. 





Radio—A Public Utility 


ADIO has passed from the field of an adventure 
R to that of a public utility. Nor among the 
utilities is there one whose activities may yet 
come more closely to the life of each and every one of 
our citizens, nor which holds out greater possibilities 
of future influence, nor which is of mare potential 
public concern. It must now be considered as a great 
agency of public service, and it is from that viewpoint 
that I hope the difficult problems coming before this 
conference will be discussed and solved. 

It is not the ability to transmit but the character of 
what is transmitted that really counts. Our telephone 
and telegraph systems are valuable only insofar as the 
messages sent from them contribute to the business 


and social intercourse of our people. For the first time 


in human history we have available to us the ability to 
communicate simultaneously with millions of our fel- 
lowmen, to furnish entertainment, instruction, widen- 
ing vision of national problems and national events. 
An obligation rests upon us to see that it is devoted to 
real service and to develop the material that is trans- 
mitted into that which is really worth while. For it 
is only by this that the mission of this latest blessing 
of science to humanity may be rightfully fulfilled.— 
From an address by Herbert Hoover, Secretary of 
Commerce, before the Third National Radio Confer- 
ence. 
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- The “Give Me’ Spirit or the “I Will’ 


(Continued from page 58) 





but rather to stand at the head of the class, not for the 
vain glory of being highest in the class, but because 
such efforts must produce brain power and self re- 
liance. 

Each succeeding year in school makes the brain 
easier to handle and therefore lessens the hardest 
work, and it is no trouble to handle all school subjects 
and have a high average. Brain power cannot be 
bought; it must be produced, and the only one who can 
produce it is the individual in himself, by his own hard 
work. We have far too many false foundations upon 
which our structures become heavy with growth, and 
fall by excess weight when put to the test. I have 
seen very few stocks of hardware which were prop- 
erly balanced. The investment was large enough and 
often too large, but from 25 per cent to 50 per cent 
was in goods which did not average more than one 
turnover a year. For the past five years on my terri- 
tory most of the hardware dealers have lost money on 
their hardware investments, yet others have made 
from 10 per cent to 100 per cent annually and in net 
cash, not dreams of accounts and notes which never 
will be paid. It is all in the man. A one track mind 
on a four track system will bust both.. “A little learn- 
ing is a dangerous thing” on a false foundation. 

Finally, know your goods from all angles, learn 
relative and actual values, buy consistently for larger 
annual turnovers, give attention to reasonable goods 
ahead and not behind their season, and your annual 
net profits will be satisfactory when compared to other 


lines of business. 
A SALESMAN. 
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A Display That Stopped ’Em 


O R. L. George of the George Hardware Co., 
T of Grinnell, Iowa, belongs the credit for this 

clever window display. This window at- 
tracted a good deal of attention, and is typieal 
of the high-class windows of the company. 

The display shows a model farm but the illus- 
tration gives but a poor idea of the result. The 
window was shown at night by the use of two 
electric heaters fitted with blue globes. 

The house, barn, garage and chicken house 
were all built and designed by Mr. George. The 
fence was made from galvanized iron and hard- 
ware cloth. A yard light was made from a tin 
reflector and a flashlight globe. The silo and 
watering tank were made in our tin shop and the 
large billboard faintly shown were also features. 
The farm was also fixed up with a road made 
from kalestone, and a little string ran across the 
right-hand side. 
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Tool 
Steel 


Line 





Cut showing 
Inserted 
Tool Steel 
Bit 





A Feature Worth Featuring 


The Dealer who tells customers about 
the Inserted Tool Steel Bit, which ex- 
tends far into the body of every Collins 
made Axe, is merchandising axes along 
the lines that make sales. 


Because this feature is worth featur- 
ing. Its special construction and won- 
derful steel not only insures a better cut- 
ting blade in 


OLLINS 


Axes, but gives to the tool a reserve of blade 
cutting material not obtainable by any other 


method. 





You cannot emphasize it too often that the 
cutting edge in the Collins can be reground over 
and over for years to come, and as long as a man 
grinds it properly, he will always have an Axe 
with a Tool Steel Edge that will cut efficiently 
and last indefinitely. 


Why not build trade with these well known 
Axes which always give satisfactory service ? 


If your Jobber is not supplying you— 
write us direct. Send for Catalog. 





The Collins Company 


Established 1826. 


Collinsville 


Incorporated 1834 
Connecticut - 
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Boost Sales 
with 
Blackhawk 
Q. D’s! 


Every mechanic and car- 
owner needs a set of these 
fast-selling wrenches. 





Blackhawk Q.D’s are husky, 
extra-duty tools built for 
tough and speedy jobs. All 
black finish (baked on); 
sockets exactly 1/64” over- 
size; handles 54” steel (%%” 
thicker than ordinary wrench 
handle). 

Attractive display boards 
(furnished free) sell them 
fast. Build a better wrench 
business on Blackhawks—the 
trade asks for them. 


JOBBERS: Stock our complete line 


—mechanics and auto owners prefer 
Blackhawks—by the set. 


American Grinder Mfg. Co. 
Dept. E Milwaukee, Wis. 








Blackhawk .Master Mechanics 
Q. D. Set No. 27. More than 275 
wrench combinations possible. 
List price for 27 pieces, $19.55. 
Liberal dealer’s discounts. A 
very popular set with the trade. 


M { 
: 


BLACKHAWK 


Welded@wrenches 


(Copyright 1924 by A. G. M. Co.) 
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A Precious Possession ! 


N China, the sign that hangs in front of a store is 
called a Chop. This Chop is the owner’s most 
precious possession, the mark of his business 

standing and of the good-will that he enjoys. 

Before closing for the night, the Chinese merchant 
takes down his Chop and carefully puts it away. In 
case of fire, the Chop must be rescued first, at all 
costs. Even to change its color or shape would be a 
sacrilege. 

By whatever device it is symbolized, in any country, 
the good-will that attaches to a merchant’s or manu- 
facturer’s name is something to be prized and pro- 
tected. 

It is of great importance in the conduct of any busi- 
ness to have the signs over the store and upon and in 
the windows well painted, and of dignified character. 
Better not have any signs on your windows than to 
permit them to become ragged or to have letters miss- 
ing therefrom, indicating indifference to appearance 
or carelessness. What the public sees is what the 
public is led to think—of you and your business. Paint- 
ing the store front a violent color and changing every 
few years from one extreme color to another risks 
one’s reputation; better select a simple, dignified front 
finish and style of lettering, and then stick to it as one 
would to a Chop.—Ideal American Merchant. 





Business Is Business 
By Berton Braley 


“BUSINESS is Business,” the Little Man Said, 
“A battle where ‘everything goes,’ 

Where the only gospel is ‘get ahead,’ 
And never spare friends or foes; 

‘Slay or be slain,’ is the slogan cold, 
You must struggle and slash and tear, 

For Business is Business, a fight for gold, 
Where all that you do is fair!” 


“BUSINESS is Business,” the Big Man said, 
“A battle to make of earth, 

A place.to yield us more wine and bread, 
More pleasure and joy and mirth; 

There'‘are still some bandits and buccaneers 
Who are jungle-bred beasts of trade, 

But their number dwindles with passing years 
And dead is the code they made! 


“Business is Business,” the Big Man said, 
“But it’s something that’s more, far more; 

For it makes sweet gardens of deserts dead, 
And cities it built now roar 

Where once the deer and the grey wolf ran 
From the pioneer’s swift advance; 

' Business is Magic that toils for man; 

Business is True Romance. 


“AND those who make it a ruthless fight 
Have only themselves to blame 

If they feel no whit of the keen delight 
In playing the Bigger Game, 

The game that calls on the heart and head, 
The best of man’s strength and nerve; 

Business is Business,” the Big Man said, 
“And that Business is to serve!” 


—From C. M. McClung & Co. 
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Milady’s Hardware 


HE young lady with the hardware costume won 

a first prize at a costume ball held by the Busi- 

ness and Professional Women’s Club of Natchez, 
Miss. Needless to say, she is a hardware girl, in the 
office of Baker & McDowell Hardware Co., same city. 
The costume is made of copper screen wire, draped 
with No. 114 jack chain. Trimmings are plumb bobs, 
hinges, bolts and locks. 

The hardware millinery was an advertising stunt 
worked by Railey Milam Hardware Co., Miami, Fla. 
The young women employees wore these hardware 
hats every noon hour for one week. They marched in 








a body to a restaurant up the street, attracted such 
attention and crowds that the police were called to 
keep the traffic moving. Mouse traps, egg beaters, 
paint brushes, marking brushes, dog collars, lamp 
burners, can openers and other hardware. Sheei tin 
helped make the brims. Raber & Gotliff, window 
trimmers designed and made the hats. 





AGE 


Our standing in the 
trade over all these 
years Is a priceless 
asset and is its own 
best evidence of the 
services we have 
rendered. 


Un 8 8 8 8 8 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 
J. L. McDevitt, Postal Telegraph Building 
San Francisco, California 
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These | hings 
Turn on the 


Hollow Screw 
—and on your supplying of 


“ALLENS” 


Drive pulleys turn on the Hollow 
Screw. Employee safety turns on 
the Hollow Screw. The service- 
life of expensive tool-units turns 
on the Hollow Screw. 


So many parts of plant operation 
turn on the hollow screws, that the 
30% stronger ALLEN is none too 
strong to insure continuous run- 


ning. 





‘‘Allens’’ protect the workmen; 
protect the equipment; guard 


against accidents and breakdowns. 


The hardware merchant or mill supply 
dealer who sells this protection, just falls in 
with the call for ‘Allens’. It’s the hollow 
screw line with the quality, the advertising, 
the turnover—and the new Allen catalogue 
shows why. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford. Conn. 
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If | Knew You and You Knew Me 


If I knew you and you knew me, 
’Tis seldom we would disagree; 
But, never having yet clasped hands, 
Both often fail to understand 
That each intends to do what’s right 
And treat each other “honor bright.” 
How little to complain there’d be 
If I knew you and you knew me. 


Whene’er we ship you by mistake, 
Or in your bill some error make, 
From irritation you’d be free 
If I knew you and you knew me. 
Or when the checks don’t come on time 
And customers send us nary a line, 
We'd wait without anxiety 
If I knew you and you knew me. 


Or when some goods you “fire back,” 
Or make a “kick” on this or that, 
We'd take it in good part, you see, 
If I knew you and you knew me. 
With customers, ten thousand strong, 
Occasionally things go wrong. 

Sometimes our fault, sometimes theirs— 
Forbearance would decrease all cares. 
Kind friend, how pleasant things would be 

If I knew you and you knew me! 


Then let no doubting thoughts abide 
Of firm good faith on either side. 
Confidence to each other give; 
Living ourselves, lect others live. 
But any time you come this way, 
That you will call we hope and pray; 
Then face to face we each shall see 
And Ill know you and you’ll know me. 
—F'rom Charles H. Nesbitt, General Blacksmithing, 
Rear 19 Twentieth Street, Wheeling, W. Va. 





Healthy Competition 


E hear once in a while some business man be- 
moan the fact that he has competition. 

As a matter of fact, every honest, energetic 
business man welcomes competition because he knows 
that it is the very breath of business. 

When there is no competition, the same things hap- 
pen to it that happen to animals when they cease to 
have use for various parts of their anatomy. Those 
parts gradually die out inside of a few generations. 

Business dies out when competition stops. The 
business man who is not up on his toes every second 
trying to think and act faster and better than his 
competitor, pretty soon gets out of the habit of hus- 
tling for business—and then he wakes up to find that 
his business is gone. 

Good, lively, honest competition is healthy for busi- 
ness. Unfair competition soon hangs itself and never 
does any permanent harm. 

The difficult part about trying to buck unfair compe- 
tition is that it is hard to keep from stooping to your 
competitor’s methods, particularly when they seem to 
be successful. 

' But such success is only temporary. 

Keep your methods square and fair and they’ll 
always win out over any unfair competition that ever 
has been invented.—From Dough, published by Ed- 
ward Katzinger Co. 








Coming Next Week! 
Another of John Cassin’s articles in the series 
on the merchandising, arrangement, manufac- 
ture and display of cutlery. 
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Variety is the spice of business—some people like mop 





34 Styles 
To Choose 


From 


squeezers, others prefer mop wringers. 


By combining the Van Arnam Line of “Ezy Squeeze” Mop 
Squeezers with the Boller line of Mop Wringers we are 
enabled to offer you 34 different styles—each built to save 


mops, as well as labor in squeezing or wringing them. 


Besides quality, we guarantee service and prompt deliv- 


eries. Write for New Circulars and Discounts. 


No. 210 


Smallest size. 

All wood. 

For Homes. 

Will ring smallest 
size mop, up to 16 
Oz. size. 





No. 216 


All meta! parts. 
Malleable Iron. 
For Janitors 
and Hotels. 
Will wring up 
to 28 oz. Mops. 








PETER PjOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, Ill. 
SALES REPRESENTATIVES: 
SAN FRANCISCO LOS ANGELES DALLAS 
Thayer & Bow —— & Bower, F. L. Glover & Co., 
845 all Ee Bldg. 23 E, erd St. 1322 % Commerce St. 
C. E. Peaboly & Co., Anping, & Mole, DENVER 
71 W. Broadway, New Chicago, ill., : am Morrison, 
York, Eastern Territory. Central States 306 Sugar Bldg. 

















[mpregnable/ 


Bolts shoot out per- 
pendicularly — turn 
and rest horizontal- 
ly in locked position 









il Locks 


Jimmy and 
Saw-Proof ! 


These Experts’ Tests Prove It 
1—Saw Test 


Attempt to saw locking bolt was unsuc- 
cessful because of the revolving hardened 
steel insert in bronze bolt. 


2—Jimmy Test 
An 18-inch jimmy was used, and the lock 
stood up under it. 


3—Test to Separate Lock from Socket 


The 18-inch jimmy was used. It was 
discontinued because the locking bolt 
jammed in a locked position. 





The built-in jimmy and saw-proof features in the 
Keil Lock will foil the attempt of any jimmy and 
turn any saw. It offers your customers the most 
inexpensive protection for all kinds of doors in the 
home, garage, warehouse, shop or office. 

Passed upon and accepted by all companies writ- 
ing burglary insurance. 


We Guarantee Your Sales 


You take no risk in ordering Keil Locks, unquestionably the 
best proposition ever put out for live dealers. We unconditionally 
guarantee their sale. Write for details. 


Various State selling rights still open. 


Interesting booklet and 
trade prices.on request. 


FRANCIS KEIL & SON, Inc. 
401-425 East 163rd St, | New York, N. Y. 


Established 1876 














96 HARDWARE AGE November 6, 1924 





Wy 


a 
“ee 





AVAL bbar da 


a 

















2 Write today for 
The New Catalog and Prices on these and the many other 
articles of Builders Hardware included in 


The SHELBY Line 


MANUFACTURED BY 
The Shelby Spring Hinge Company 
Shelby Ohio 
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The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. 
Perhaps a set of tools—good tools—a few garden imple- 
ments and a deep-seated faith in his hobby——/is home. 


He isn’t so hard to please—just a little economizing, doing NIK¢ ITE 
his own repairs during the week-end and depending on | aes 
his home-town dealer for supplies—and advice. 
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If you pass his home sometime this Spring look over his 
rescreening job. “Perfect” was a good selection. You 
will be glad you recommended it. 


Your Jobber stocks “Perfect.” 


UAQMVUOLAUCV0OOOOU POONA AAAS GAUHHIAHNULUHLULLILAULALH 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 


1!) STADE 
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No. 719XX 


THE NEW CARBO MAGNETIC 
Insured Cutlery 
ASSORTMENT 


This attractive and thoroughly practical 
counter display case contains a selection of 
manicure scissors, nail files, clippers and 
tweezers as illustrated. The display case 
was designed with practicability as its main 
feature. Every article is readily salable and 
will meet the popular demand. 


The case will be an ornament to any coun- 
ter, takes up little room and displays the 
merchandise attractively and conveniently. 


The display will catch the eye of your cus- 
tomers and make selling easy. [ach article 
is plainly priced and each case is fitted with 
a lock and key. 


Price to you for assortment, including case, 
$20.55. Sells for $41.25. Your profit, $20.70. 


Order now from your jobber or if he cannot supply 
you we will send direct. 
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Insured Cutlery 


stands for highest qual- 
ity and newest designs. 


GRIFFON CUTLERY WORKS 


151-3 West 19th Street 
New York City 











Standardization of Harness 
for the Hardware Trade 


(Campbell 
UNIVERSAL TEAM 
HARNESS 





$44, 67 per set 


134” Trace—Heavy Team Harness. Made from Oak 


Harness Leather. 


%” Cup Blind Bridle. 144” Breast and Choke Straps. 
1%” Heavy Trace. arness Leather Pads. 

1%” x 1” Turnbacks. 1” x 20” Lines. 

Heavy Breeching. Priced less Collars. 


Sample set sent freight prepaid. 


Since 1909 standardization has become the watchword 
of every industry in this country. 

Heretofore harness merchants have felt that a harness 
must be made especially to sell in certain territory, but 
now they must realize that if the harness industry 
throughout the United States is to be on a solid basis, 
the thing to do is to standardize. 

The Campbell Universal Team Harness fills a long 
felt need and is a great step forward in harness manu- 
facture and selling. The harness business is just coming 
back into its own, and standardization of styles will help 
to build it’s future. - 





if You Handle 
HARNESS, COLLARS OR LEATHER 


YOU WILL WANT OUR BI-WEEKLY MARKET 
REPORT ON THE LEATHER SITUATION 


Sent to you free of charge, without obligation. 


Pronounced by leather, harness and hardware mer eo” 


chants as being absolutely indispensable in their eo? 
? 


business. ° 
Edited and distributed without charge to ro 
those interested, by Pe 


of The Perkins- 


e 
, ys Campbell Co. 
The Perkins-Campbell Co. P 623 Sesedens 


622 B d ? Cincinnati, Ohio 
roadway .¢ 

° ° ° ° ro Please send to me 
Cincinnati, Ohio oe” without charge or obli- 


oe” ation on our part Camp- 

of bell's Bi-Weekly Market J etter 
eo” and Leather Trade Report We 
(do or do not) handle harness. 


¢ 
USE THIS o” leather, collars, strap goods. Signed 
COUPON 46% 
eo” S¥e wee sewer sespeddge ee ens eee wees Name 
¢ 
Pd SSCS K CSO HEKEHHSEHCHPESCCEHO SPEC CHE CHE EO O-< Address 
o” Town and State 


* 
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MAND AND POWER PUMPS FOR ALL USES 





Here is the last word in windmill pump design. To puil 
up plunger for repairs, simply remove two brass screws on 
base. This relieves pressure on rubber packing ring on 
bottom casting and permits withdrawing plunger from ar- 
tesian well types of cylinders. 

This pump can be used in wells of any depth. It has adjustable 
stroke 6, 8 or 10 inches. The detail view shows the thoroughness of 


construction that has maintained the Deming name as a synonym fer 
sound, honest value for nearly a half century. 


Complete Pump Catalog on Request. 


The Deming Co. Est.1880 Salem, O. 


The nearest distributor will work with you for mutual profit 














Ee ee ee ere Se ere ee Tee outhern Supply Company 
i nice Lecce th euded te Bhs aa éae Henion & Hubbell °217- 221 N. Jefferson St. 
oa. iste 6 ow 60s Comte «ae CW + ae 'eao Memes Hendrie & Bolthoff Mfg. & Supply Co. 
nd n 6 hig 0 ¢ nea eadies ibis died ane +s ee Standart Bros. Hardware Corp. 
ot ethane a Serkan £6 eee eRe era cee eee English Tool §. A upply Co. 
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Deming Double- Acting 
Windmill Force Pump. 
May also be operated by 
gasoline engine or electric 
drawn pump jack. 
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i|_.@ Ladd Egg-Beater Philosophy 


\.1 7 # importance of Merchandising Plans 


You paid One Dollar a pound for that lat BEAUTIFUL BOX of candy 
you bought the Missus? 5o0c for BOX; 5oc for contents? The day of 
paper-bag candy, especially for CHRISTMAS is gone: that is why,— 
LADD BEATER No. 00, now shipping put up in INDIVIDUAL HOLLY 
CHRISTMAS BOXES, at NO ADVANCE IN PRICE, represents mer- 
chandising to sell EGG-BEATERS for CHRISTMAS instead of no sales 
as heretofore. A NEW CHRISTMAS ARTICLE of GREATEST 
UTILITY. Distribution already IMMENSE. 
LADD MIXER CHURNS, 1 SATURN REEL S—also in 


qt. 2 qts—‘3 IN 1°—“the HOLLY CHRISTMAS BOXES 
at NO COST FOR BOXING and 





kitchen’s most useful article’— 
these are wanted by every store 


beautifully made—in INDI- selling any CHRISTMAS 
VIDUAL BOXES. GOODS-—-extremely useful—last 
forever. 


Any betting character will lay money and win that these 3 items, CAN- 
DIDATES FOR EVERY HOME, will, so merchandised, prove better 
CHRISTMAS ITEMS than any in first 10 proposed. Everybody 
knows their merit and utility. No more welcome gifts. DON’T OVER- 
LOOK THEM. ORDER IMMEDIATELY. 


JOBBERS the world over and US. 


UNITED ROYALTIES CORPORATION 


1133 Broadway, New York 
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The Importance of Selling “Healthy” Wrenches 


Just as there are two kinds of people in the world, 
so are there two kinds of wrenches—the weak and the 
strong. 


A weak wrench, like a weak man, has to be “Doc- 
tored up” every now and then to do the work required 
and you cannot depend upon either when most needed. 


Coes Wrench Co. 


“In Business Since 184]” 
Worcester 


Mass. 


Before a Coes Wrench leaves the factory, it must 
pass sixteen rigid inspections to determine its eternal 
fitness for the life work it is constructed to do. 


And unless every Coes Wrench shows a physically 
sound constitution it never reaches the Jobber, the 
Dealer, or the Customer. Ask your Jobber to supply 
you. 


Selling A gents 


J. C. McCarty & Co......... 29 Murray Street, New York 
John H. Graham & Co....113 Chambers Street, New York 
Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 
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Turn Prospects Into Sales 


Nothing sells Tool Grinders like a practical 
demonstration. Try it. 


Attach one of these attractive Grinders to a 
counter—place some dull tools alongside. 
Watch results. First one customer—then an- 
other will ““Get the habit.” 


And the Grinder will get “Popular.” Because 
every Cheney or Royal Grinder puts a keen 
cutting edge on the tool quickly and without 
any exertion or noise. 





Cheney and Royal Grinders are quality made 
for permanent trade. Make Grinders sell tools 
and tools sell Grinders. 


Your Jobber will supply you. 


Prices and catalog gladly sent on request. 


S. Cheney & Son, Manlius, N. Y. 
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No. 4-B 
Grinder 





HARDWARE AGE 








CORBIN 


SCREW 
PRODUCTS 








Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 


AMAALURTALAMATATARIAY’ & 





nll 
_ 


furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The Americza Hardware Corporation 
Successor 
229 High Street, 
New Britain, Conn. 
Branches: 
New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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Allith’s 


two big specialties in 
the spring hinge field 


Allith 
Bearing Hinge 


HE only hinge of this type 

made with reversible finishing 
floor plates. The ball race, serving 
as a bushing or bearing for the 
frame where the frame revolves 
on the post, prevents wear of this 
vital point. The plunger, oper- 
ating thru extra long guides, has a 
rolling-sliding action against the 
roller bearings. No other floor 
hinge compares with the Allith in 
appearance or durability. 


King Take-apart 
Adjustable Hinge 


Four types—full and half 
surface—ball and plain tip. 
Spring tension adjustment 
needs notools Easy dis- 
é, mantling to remove door. 
Sturdy, durable and exceedingly attrac- 
tive in appearance. 


Ask your favorite hardware source regard- 
ing these two remarkable spring hinge 
values—or write us. The prices are much 
lower than you would expect to pay for 
such superior products. 


Allith-Prouty Co. 


Danville Illinois 


Representative Jobbers Distribute A-P 
Hardware thruout the United States 















Ball and Roller 
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The Man 
at the 
Wheel 

Says ~ 


ORTON just can’t he/p making 
good glue. 









Itold’em long ago they ought to be mak- 
ing glue—they were the very people 
to make it. Instead of going on selling 
those valuable codfish skins after mak- 
ing their ccdfish products, they should 
be extracting the glue and selling it to 
the public, thus guaranteeing an abso- 
lutely pure fish glue, free from dirt and 
impurities. 


Now they’ve finally followed my 
advice. 


Just as Gorton were first to offer the 
public salt cod in package form, and first 
to offer codfish with “no bones”; first 
to offer a “Ready-to-Fry” codfish cake, 
and first in every other important phase 
of the fish producing and fish packing 
industry; so now they are first to offer 
an unadulterated codfish skin glue. 


Gorton’s Glue is clear, pure amber 
color. It spreads evenly and almost 
transparently, and will not soil the 
article it is used on. It is made from 
codfish skins, the material from which 
the highest gradeliquid glueis produced. 


Order now from your jobber, and 
prepare for the demand which is sure 
to come quickly as the public knows 
that Gorton is putting up glue. If your 
jobberisn’t supplied, get in touch with us. 


Gorton-Pew Fisheries Co., Ltd. 


Gloucester, Mass. 


Largest Users of Cod Fishin the World. 


Makers of Gorton’s No Bones Cod Fish and 
Gorton’s Ready-to-Fry Cod Fish Cakes 


rion's 
1ue 


Full one-ounce Bottles and Tubes. Halfgill, 
gill, half-pint, pint, quart and gallon Cans. 
Write for Prices and Discounts. 















































There Are Years of Service 
In Warren Fixtures 


When you install Warren Fixtures you 
are not buying a temporary value— 
like home-made—or cheaply construc- 
ted Sectional Fixtures, that serve a few 
years and then are ready to discard. 


Retail hardware dealers using Warren 
Fixtures will tell you they made a wise 
and sound investment, for, to the in- 
herent qualities of practicability, stur- 
diness and beauty, Warren has added 
those finer shades of construction and 
adaptability which contribute so effec- 
tively to better hardware merchandis- 


ing. 


WARREN FIXTURES 


Many installations of Warren Fixtures 
have been in use thirty years and more. 
And even then, the resale value has 
been so surprisingly high the owners 
find they made a far better investment 
than those who bought cheaply con- 
structed fixtures to start with. 


If planning store changes let our 
Service Department offer suggestions. 


‘“‘There is no substitute for Warren Fixtures” 


J. D. Warren Mfg. Company 
159 No. State St. Chicago, Illinois 
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Champion Co-operation Plan Campaign 


HARDWARE AGE 


A Trio of Sellers 


That Move Rapidly 


Michigan Metal Products Company 


These three household necessities 
make quick sales—opportunity openers 
for more business. You’ll find a ready 
demand for M. M. P. Products. They 
are all profit makers. They are sturdily 
built—last a long time—and give the 
buyer full measure of service. Here’s a 
sales opportunity you cannot afford to 
miss. 

Let us help you cash in on these 
extra profits. 


Sold by all leading Jobbers 


Battle Creek, Michigan 
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No. 94 Sells Lamps For The Jobber 





oF 


THE 
WHITE CHAMPION 


No other sales campaign makes salesmen of novices. 
CHAMPION CO-OPERATION CAMPAIGN forces the job- 
ber and the jobber salesmen to deliver the goods. 


puts PROFIT into otherwise UNPROFITABLE salesmen. 
Look us up in Dun’s or Bradstreet’s and write now for 
Co-operation Plan No. 94. 


CONSOLIDATED ELECTRIC LAMP COMPANY 
208 Maple Street 


DANVERS 


7, 
a, 
£ 





FOR SURE REPEAT BUSINESS 


ae | 


Our plan 


MASS. 


2. ae 


= 


a 


- Ve Ne x 
a 
j 














November 6, 1924 HARDWARE AGE 103 


NN nn nS SSS SS SS SSS SSS SSNS SSN NSN ANU 





Rivets, Roofing. Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 


GRIFF 





2 ‘ 
BRIDGEPORT, CONN. 
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the hinge that is unt- 
<a ea Wa Oe So form in size, beauti- 
we ay 8 | Se ful in appearance, 
rN ee eee ae 8 §€6 lasting in finish, life- 
long in service —the 
product of one of the 
largest wrought steel 
hardware manufac- 
turers in the world. 
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“Ringco”’ 


Opal Shelf. 
30 inches. 


IUUETNAETI 


is almost a daily performance. 


TUETADNADNANET 


Modern housewives are discard 
more thought to Quality. 


‘“‘Ringeco”’ Dealers are familiar with the buying 
habits of those who appreciate the advantages of 
selecting bath room fixtures that carry out the 
scheme of decoration. A display will attract many 
customers with the diplomatic appeal that reminds 
them: “A home cannot be too attractive.”’ 


DUUDASEGUE NAT TTETET 


Write us for catalog. 


AMERICAN RING CO. 
Waterbury, Conn., U. S. A. 





Class 


We make a complete line of fast-selling designs 
Each individual piece and 


combination is Solid Brass, Heavily Nickel Plated 

nickel plated screws 
for attaching. Every product is subject to careful 
inspection before leaving our plant. 


for every requirement. 


and Polished. 


Branch Offices: 


HARDWARE AGE 


Combinations. 


No. 3711 Crystal Shelf, No. 3751 
Lengths, 18, 24 and 





A Home Can Never Be Joo Attractive 


The constant improvement and rearrangement of the well ordered home 
Old fashioned “knickknacks,” like the 


: family album, are important only as treasured relics of the past. 
ing the quantity furnishings and giving 


Solid Brass, 


We will be glad to suggest items for your stock that will mecn quick turnover. 


Chicago, No. 29 E. Madiscn St. 
Boston, No. 170 Summer St. 

New York, No. 2 Hudson St. 

San Francisco, No. 116 New Montgomery St. 
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“QHIO” 


Shoe Lasts and Stands 






MADE ABSOLUTELY 
OF =>] GUARANTEED 

SEMI-STEEL 
—s BREAKAGE 




















The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
| ket. Write for prices. 











The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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Adjustable to Lit ary Lose ot ary Stze 


When you buy Universals 
—bhe sure you get them. 


Their “size adaptability,” ease of 
installation, leak preventive serv- 
ice, and their inherent quality, 
stamped them with the mark of 
dependability which the industry 
has learned to look for and ex- 
pect year after year. 


And Universal Clamps 
never disappointed. 


Made from cold rolled steel wire 
—not strap—these clamps have 
smooth edges which cannot hurt 
or injure the hose. And every 
clamp is “electro,” not “heat,” 
galvanized. 


have 


In addition, every clamp has its 
patented bead which makes a 
leak impossible and the scores 
between holes provide for a 
quick, clean breakoff. 


Look for the name Universal on 
each clamp and box. Specify the 
genuine and get complete satis- 
faction, 

Patents Granted 


March 20, 1917, 
March 1, 1921 


UNIVERSAL INDUSTRIAL CORPORATION 


HACKENSACK 


Known to the trade for years 
Used by the trade for years 





HOSE 
CLAMP 
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NEW JERSEY 
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Thousands Of These Ash Trays Were Sold 
Last Year For Christmas Gifts 


You can get your share of this puainene this season 















lenders 
re 


UT this display case on your 

counter and watch results. 
Its attractive appearance, the 
useful and handy features of the 
ash tray together with the rea- 
sonable price sells them without 
effort on the dealer’s part. 


Sion Pee ee eee 
SI) te ne! Lt 





List Price $1.00 Each 


A liberal margin of profit for 
both the jobber and dealer 
make this a desirable article 


to handle. 
Write for Descriptive 
Folder No. L-AF 33A Each display case, attractively printed in three colors, contains ten Empress 
Auto Ash Trays packed in individual Christmas gift boxes. 
Display Cases (10 trays) List Price - - - $10.00 Each 
BOWEN PRODUCTS CORPORATION, AUBURN DIVISION, AUBURN, N. Y. 
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It’s New 
It’s Successful 


It’s Profitable 


That’s why dealers every- 
where are welcoming the The quickest, easiest, 
tire chain that puts itself and cleanest way to 


on. Men or women can put put on tire chains 
both chains on in three 


minutes. Dealers should 
investigate this new tire 
chain before buying. Write 
for particulars and dis- 
counts. 


‘TH2 CHALI 2PRVVUCTS SY 
Established 1886 


Cleveland, Ohio 
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PAINT and VARNISH 
SPECIALTIES 


UST repeat the name a few times— 
J So-£-zY. Think of its natural appeal, 
its sales value and how it breaks down 
consumer resistance. ’Tis truly a re- 
markable line of Household Specialties 
that you too should be “cashing in on.” 


And there are many reasons why you 
should write today to learn all about 
our dealer proposition. 


CAINT AND VARNISH OIviSsSIion 


Standard Plate Glass Company 


PITTSBURGH — BOSTON —BUFFALO— CINCINNATH. 


ESTAB. 1887 
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READING 
CUT NAILS 


72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 
Reading, Pennsylvania ; 


Also makers of Rico Hard Cut Floor Nails, made to 
drive into hard wood without bending. 




















Manufacturers of 


BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
HARROW TEETH, HINGES 
WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR HOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SHACKLES, CHAIN LINKS 
POLE LINE MATERIAL 
COTTON TIE BUCKLES 
BAR STEEL, CONCRETE BAR, ETC, 
“TYRONE BRAND” 
MATTOCKS, GRUB HOES 
CROWBARS, WEDGES 


PICKS, 








General Office and Works, Pittsburgh, Pa. 
Eastern Office: 50 Church St., New York City 
Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 


=—s 
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Can Reach 
Customers You 
Have Never 


Touched! 


That’s what the $2.50 price for the complete 
soldering outfit does. And there is a real profit 
margin there! 

Bring in the customers who want a real hon- 
estly made blow torch, and a complete solder- 
ing outfit at a reasonable price. It’s new profits! 


If you don’t reach this trade your competitor 
will eventually, but hecan’t compete with* Jiffy!” 

Stock “Jiffy” and get the profits you are 
now passing up! 

Write TODAY for “Jiffy-Profits!” Let us tell 
you about it. 

















Apex Stamping Company 


Dept. EE Riverdale. Ill. 
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STRONG— 


Where strength 
is needed 


The castings in Athol Vises 
(where strength is needed) are 
made in our own foundry, under 
our own eyes, under chemical 
control, from a 
special grade of 
semi-steel which 
possesses high 
tensile and com- 
pressive strength 
combined with 
great elasticity. 


This Semi - Steel 
1s sufficiently 
No. 624 rigid to endure great strain with- 
out breaking. It carries 35,000 
tensile strength, approximately 
8,000 more than the highest grade 
of cast iron. 







4 in. Jaw closed 
6 in. Jaw open 
Weight 50 Ibs. 


Swivel base can Every unit in Athol Vises is made 
be tightened by in the best possible manner from 
hand and is in- the best possible material; each as 
stantly released. good as the Castings. Would you 


like to have Catalog 36 C? 


Athol Machine & Foundry Co. 
Athol, Mass. 


ATHOL VISES 

















When a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know vy hat he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 


























Third Point 
of the Clemson Star 


As) STAR 


PS/ HACK SAW 





CLEMSON TEETH 
Star Hack Saw Blades are provided 


with three clearances, which is in 
harmony with all metal cutting tools. 
This feature is unique and embodied 
alone in Star Blades. 


Makers Since 1883 


CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 








ARMSTRONG’S 


NF COBRIOGEPORT. CONN. , ====memmen 





No. 20 for No. 2 Stock 
Range 4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 


Bridgeport 
Conn. 
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Bronze and Copper 
FLY SCREEN CLOTH 


Perfectly Woven,Most Durable 
One Million Square Feet in Stock. 


Write for Prices 


SPAR GO WIRE CO. 






















good investment. 


Write Us Today. 


125 Columbia St. 


“Old 


Fashioned’”’ 


Quality 


Why We Sell Consumers 


Only when we have no dealers in his section. If 
you have our catalogues and tell us you will handle 
these inquiries, we will refer them to you. 


A few of our tools for your mechanics’ trade is a 


The L. & I. J. White Co. 


Buffalo, N. Y. 











......f0r Azs Christmas. 


Your women customers will appreciate having you 
suggest a gift for the boy or man members of her 
family that will give more pleasure than the old 
standby neckties or socks. And the Simore Screw- 
driver or Combination Knife and Screwdriver will 
register 100% joy with any man or boy. 
These are unusual tools—three blades in the handle 
—blades always ready for use—cannot be mis- 
placed or lost—you change blades instantly— 
handles blued to prevent rust. They are practical, 
mighty useful, and look the part of a real Christmas 
gift. 
There is a new lower price in effect now, too, 
that should make sales easy. 
If you have not received the new list, write 
for it today. 
This applies to the Simore Automatic Trysquare 

too, Boost Simore Tools for Christmas. 


The Simon & Skidmore Mfg. Co. 


Dept! 1-11, Santa Ana, California 











SIMORE TOOIS SEZZ. 

















Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros.,**"?:. 


~ le 





No. 1111—6 inches Wide Heel Cut Back 


Sharon Hill, 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 
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dT (0) No. 202 


Show this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
| ward locks the bolt and in- 

side knob so teh bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


di INDEPENDENT IOCKCO.@®> 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 


























Just off the press. The 
latest edition of our 
general catalog. Send 
for it. 


iif ay Y, 


oe 


There is a Kimball Elevator built 
for every requirement. Light dumb 
waiters or heavy elevators, lifting 
upwards of 30,000 pounds, high 
speed passenger elevators, hand- 
power and electric elevators of all 
sizes and types are built and in- 


stalled by 
KIMBALL BROS. CO 
a co 
1117-41 9th St. 15 E. Fayette St. 
Council Bluffs, lowa Baltimore, Md. 
KANSAS CITY DULUTH 
DETROIT MINNEAPOLIS 
SOUTH BEND DENVER 
ST. LOUIS SALT LAKE 
CLINTON A 
DES MOINES OKLA. CITY 
NEW ORLEANS FORT SMITH 





a a 


STOP HEED 


Replenish 
Hardware Your 
for Stock | 
Hard-wear with 
BOMMER 





BOMMER 


-_ SPRING HINCES 


ARE THEBES 


Your dealer handles them, get 
New Catalog 47, you need it. 








— 


BOMMER SPRING HINGE COMPANY 
Manufacturers BROOKLYN, N. Y. 








—— ’ PRODUCTS 








Collapsible 
REFUSE 
BURNER 


Built from the best 
grade of basic steel 
wire. All inter- 
sections are elec- 
trically welded 
under pressure. 
This is the most 
practical method of 
joining steel and 
wire. 










































































CAPACITY—Built square, having one-third more ca- 
pacity than a round burner of corresponding size. 


COLLAPSIBLE—Folds flat for shipment and storage. 
Takes cheapest freight rate. 

EFFICIEN T—Raised on legs. Draft at bottom, sides 
and top. Maximum combustion obtained. 


SAFE—Waste matter completely destroyed. Spreading 
flames and blowing embers reduced to negligible degree. 





We also make other wire specialties. 


Write today for catalogues. 


UNITED STEEL and WIRE CO. 
30 Fonda Ave. Battle Creek, Mich. 
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For you—an opportunity to increase profits NOW 


The ice harvesting season will soon be here—the tools and 
machinery needed are being bought NOW. Get your share 
of this business. 

There’s a big market—farmers, confectioners, ice cream 
manufacturers, ice dealers—thousands of ice harvesters, 
large and small. 

This field is developed—someone is selling ice harvesters 
the tools they need—why not you, too. 

Write for Catalog No. 70 and sheet of attractive discounts. 


MAIN OFFICE: 7 HILL ST., HUDSON, NEW YORK 


New York: 50 Church St. Chicago: 565 W. Washington St. 
Boston: 222 State St. Pittsburgh: Peoples Bank Bldg. 


Plants: Hudson, N. Y., and Oakmont, Pa. 










“Ice King’ Plow 


Made in a variety of 
types and sizes to 
meet all = require- 
ments. 
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Wood Screws, Machine Screws, 
Cap Screws, Set Screws, Stove 


Bolts, Sink Bolts, Hanger Bolts, 
| Nuts, Rivets, Burrs, Specialties 











Bores Any Arc 
of a Circle 


New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any are of 
a circle, and _ can be guided in any 
direction regardless of grain or 
leaving a true polished surface. Takes 


i i the place of a chisel, gouge, scroll-saw, or 
RUE economy in the selection of Screw or Bolt Products mS 8 BF Re” -y Fy 


consists in using those that are exactly suited for their and delicate patterns, veneers, screen 


work, 
: . : scalloping, fancy scroll twist columns, newels, 
= service and that possess unexcelled quality and ; siiben quatéing and mecticies. 











Send for Catalogue. 


REED & PRINCE MFG.CO. 444, The PROGRESSIVE MFG. CO. 


eh. TORRINGTON, CONN. 
(i TT PRR nee RS SRS _ 











“IT’S MORE THAN JUST A RAKE” 
me “OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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MACHINE 
SCREWS 





WOOD ae 
SCREWS 








PlohrhrsS 


(Reg. U. 8. Patent Office) 





S WOOD SCREW CO. 
Continenta New Bedford, Mass. 





















The best litthke POST HOLE AUGER 

advertisement you ever saw is now 

running in farm papers for your 
benefit. 


Recommend 
Tremont Nails 


for 














Shingling IWAN POST HOLE & WELL AUGER 
e Most easily operated and fastest earth auger made, 
Slatin See your hardware or implement dealer. Look for 
ug IWAN OS. on han- 

Cl di A Sizes 3 to 16 inch die casting. Not sold 
apboar ng - mail order houses, 

° popuiar | rite for easy digging 
Construction work booklet on posthole diggers, hay knives, barn scrapers, 





etc. IWAN BROS., 1533 Prairie Ave., South Bend, Ind. 


Laying hardwood floors 






You can profit from it by stocking the Genuine 
IWAN (not Iwan pattern) Post Hole and Well 
Augers. 

Notice this sentence in the above adv. “Not 
sold by mail order houses.” We believe in 


helping you sell, not competing against you, so 
buy from the jobbers who can supply Genuine 


Scleatiiiceliy Designed 






Tremont Hardened Steel Cut Nails 
win the approval of carpenters and all 
who use them because the carefully 
tempered high carbon steel from 
which they are made will not bend or 
twist while being driven. Tremont 








Hardened Steel Cut Nails are scien- IWAN Augers. 
tifically designed to shear their way Most popular sizes in selling volume are 8-6-7-4-9-10-3 
into the wood with the grain in a and 5-inch. 






manner that assures the strongest 
possible grip. 






IWAN BROTHERS 


1501-1525 Prairie Ave. 
SOUTH BEND, INDIANA 


Mfrs. of post hole diggers, hay knives, snow or barn scrapers, 
revolving chimney tops, wire conductor pipe hangers, ditching 
spades and drain cleaners. 





The best you can buy and the best 
you can sell is the Tremont Brand. 







Tremont Nail Company 


205 Lincoln Street, Boston, Mass. | 


THE H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 
as All Pickets Made of No. 9 Heavily Galvanized Wire 























“Mm 
Aj 


Manufacturers of Increased Manufac- 











Ornamental Lawn parapeaaigs | (ie mee turin apacit 
Fence ABLTTTITITIT TTR 10 UDADADADADADAGODARADAD AB go ga 
Walk. Drive and NLT TTY ) UE to Make Ve 
ace Ghats AR UIPAPSRSP SPS) SPSESPSESPSESPSL SESE AP S757 cn eri 
Rubbish B (PESTA 1 HHUTTOUONNVVEUUUTAOOUGORERSEEUUEOQUGUAE © AUUVOUE "Lee U a. 
nate gees SDSEOSEY PUCUIUCCGAUREOGEOOORSUUATG]¢<CUUHAUEUSUUUUVOEPUSETEREGESREOS URRY ADEE et Us Submit 
Trellis MT Ss + HHIAOQIQQOGUUENAAGUUQNOOQUEERSUOUQQUQNOE  RUUOUE Prices Before 
Flower Border svesv*svUIL (yecceceecececaaceceags Linge veversvuvevevevevervrvevrvvsvevevevsvereve Hg Ys¥¥TEtt® You Place 





Tree Guards Spring Orders 
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“COLD HANDLE” FRY PANS AND SKILLETS 








; , 

— SE Made in the “L. & G.” 
Py QUALITY, both in FIN- 
a ISH and WEIGHT. Or- 


der a Sample Line and be 
convinced. 








NEW YORK 





LALANCE & GROSJEAN MFG. CO. 
CHICAGO 


BOSTON 








WELL DISPLAYED 


high quality line as 


K& E 
MEASURING TAPES 


plete and in good order. 


ordering the assortment of Tapes it contains. 


SEND for DETAILS 


KEUFFEL & ESSER CO. 











IS HALF SOLD— 


This is especially true of such a well-known, 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 


It will be furnished without charge to any dealer 


NEW YORK, (27 Fulton St. Gen. Off. and Factories, HOBOKEN, N. J. 


Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
wee on your way while the other fellow 


There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not n 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


Which Hod Would You 


Mees er tee em 





























Crown Tree Holders? 
The Demand Is Greater Now Than Ever 


All records broken in 1923 





- 
an as a 





The only Holder that has stood the 


test of practical use over 30 years 











Graceful—Attractive—Substantial 


Quickly Adjusted, Prevents Accidents, and with 
Ordinary Care Lasts a Lifetime 


Order Now—Don’t Get Caught 


SS ON SS>=- NORTH BROS. MFG. CO., Philadelphia, Pa. 





CHICAGO ST. LOUIS SAN FRANCISCO The Cleveland Wire Spring Co. 
516 S. Dearborn St. 817 Locust St. 30-34 Second St. Cleveland Ohio 
MONTREAL, 5 Notre Dame St. W . 
Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 
Have You Ordered 
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STANLEY (Slee. Za 
BOX STRAPPING | — 











No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ri re ET ii 
vent the nails from slipping in driving. a “TI ail 
HH 





edges of strap do not cut the hands. 


—- 


rp tro SO 
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| THE STANLEY WORKS 
oe New Britain, Conn. 
: Coils of New York Chicago San Francisco Los Angeles 
one 800 feet Seattle 
E Manufacturers of Wrought Hardware and Carpenter’s Toole 
: , v=, 
“, CofverSracaZeanegesnsPesosZeseegecesPoouapenssgescepesse gescsgesungecenhunnn geescaudherssgaceagucesguauspecsngesceagageeg evengeusgenegesvengancagenee suaagessegressage™ 








BATHWHITE Fixtures 


In Separate Packages 


BLUE 
BIRD 


indoor use 








An Old F eeerite Added 


to the Fulton Line . 
stalling. pautrter ite teritiaseld 


Blue Bird Clothes Line | Reel a clean, undamaged article. 


(Formerly made by Hugro, Warsaw, Ind.) 


Each Fixture is tn a separate 


package — with screws for 1n- 





Known No profits are lost to the dealer in handling stock of 
Wherever BATHWHITE Fixtures. The special padded package used for 
Shown as a staunch, attractive, well made and hand- wrapping each article in our line protects finish from dirt or 
somely finished general purpose Clothes Line Reel marking. 
for kitchen, laundry, nursery, sick room, basement FORA SMALL. EXPRUSTURE-Yone customer, co aenie 
: a us Dathroom with a ixtures anc ccessories— se e- 
y anywhere where things are to be hung up im fore BATHWHITE Fixtures were introduced, it was difficult to 
doors to dry, or air, and out of the way. secure an outfit of harmonious Fixtures at a reasonable cost. 
Mekers of== DON’T WAIT—for your assortment of bathroom fixtures to 
Polly Prim Dust PATENT NOVELTY CO., Inc. sell themselves. Write us to send you information about DIS.- 
Dene FULTON, ILL. PLAY ASSORTMENT, which includes Display Board—FREE. 
Jumbo Fire On the Mississippi 
’ 
_ Shovel E. H. TITCHENER & CO. 
my better THE FULTON LINE , : 
Boxes Dert. No. 4 Binghamton, N. Y. 














Sell More 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 


Let us show you how to increase your sales with- 
out increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: Eastern Display Roém: 


700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 





Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 
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This Is Timely! 


A good thing to do right now is to display a few cobbler 
outfits. You will find the man who was paying, without 
question, $12 for a pair of shoes only a few years ago, 
now susceptible to the economy appeal of “REPAIR 
YOUR OWN SHOES.” Plenty of fathers of large 
families would be glad to save from $1 to $1.50 on each 
shoe repair bill. 


- Another Tip! Your tarmer 
trade is also a good bet right 
now for cobbler outfits — 
don’t overlook them. This is 
the season that finds the 
farmer with leisure and a 
set like the one shown here 
is certain to appeal to a 
sense of economy uppermost 
in his mind right now. 


Check up your stock of “LEAD- 
ER,” “ECONOMICAL,” “COM- 
BINATION No. 1,” COMBI- 
— NATION No. 2,” “FAMILY” 
GUARANTEED and “EMPIRE COBBLER 





}j ’ OUTFITS.” How about stands 

OAR OHFE : and lasts, corn shellers and. heel 

OK GENERAL BOOT & SHOE REPAIRING plates? _ Have you placed your 
order ? 


If you need a catalogue write. 


STAR HEEL PLATE COMPANY 


357-391 Wilson Ave. 


Newark New Jersey 


7 











Sale of Navy Surplus 


A and At 
. Surveyed Material * 
cm 
O Public Auction O 
N at the N 


Submarine Base, New London, Connecticut, 18 Nov., 1924 
Naval Torpedo & Training Stations, Newport, R. 1., 19 Nov., 1924 


CATALOGUE NO. 571-A COVERS BOTH SALES 
The Following Material Will Be Offered at the Above 


Points: 


Ferrous and non-ferrous metals 

Miscellaneous electrical material 

Rope, twine and hemp 

Machine and hand tools 

Hardware, bolts, nuts and rivets 

Steam tables, coffee urns and galley equipment 

Furniture and blocks 

Two (2) Buildings (500 man barracks) 

Also many other items 
Sales will be held on the dates specified at 10 A. M. (Eastern 
Standard Time). Catalogue of sales, containing all avail- 


able information and Terms of Sale, etc., can be obtained 
from the Supply Officers of each of the above points or the 


Central Sales Office 


NAVY YARD WASHINGTON, D. C. 





Link Built 
for Lasting 


Service 
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RAIN — SNOW 
MUD 


Sleeth Flexible Steel Mats 


ALL and winter months just naturally 

boost mat sales. Better size up your 
stocks now and prepare for this business. 
Sleeth Flexible Steel Mats are built of gal- 
vanized steel in links like a chain and are 
more sanitary than rubber or cocoa mats. 
They are easily cleaned, will roll up and lay 
absolutely flat on the floor. 


Made in nine standard sizes—larger sizes or odd 
shapes for office buildings, apartments, theaters, 
etc., made to order. 


Order from your jobber—if he can’t supply you, 
write us direct. 


Fernald Mfg. Co. 


Dept. A North East, Pa. fag 


Export Dept. 130 West 42nd St. 
New York City 








DUDE) SS PDEDEL ccc UEP ccQ SS cc SS 2) See 


= a roe 


— 

















Have You Received Your 


1925 Prices? 


If you have not—send us your name 
and address with a request that we 
keep you posted. 


Gold Medal plans and activities for 
1925 are greater and broader than any 
previous year. 


You can imagine what that means 
when for thirty-two years we have 
held the confidence of the folding camp 
furniture trade. 


You are invited to participate—1925 
will be a Gold Medal year. 


Your name on the Gold Medal mail- 
ing list will bring you full particulars. 


Gold Medal Camp Furniture Mfg. Co. 
1706 Packard Ave. Racine, Wis. 


GOLD MEDAL 


TRADE MARK REO. U.S. PAT. OFF. 


FOLDING FURMITURE 
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FROST’S 


Friction Catches require no tools 
for adjustment. On your own 
doors you will appreciate this 
feature. 


Being invisible, they allow clean, 
beautiful lines for the interior 
trim. 


Being a real convenience, they sell. 


You who supply Builders; have you 
samples to display? Ask us for 
them. 


Friction 


Catches 


C. L. FROST & SON 


28-30 Ionia Ave., S.W. 
Grand Rapids Michigan 
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Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise without leav- 
ing a mark. 

Our Catalogue shows our complete 
line of rubber specialties with prices. 


Send for it. 
Co.. 


Elastic Tip 


370 Atlantic Ave. Boston 
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Brushes and Brooms 


All made especially for the Hardware 
Trade and every one shows a thorough 
understanding of requirements. 


Whatever your needs in Wire, Bristle 
and Fibre Brushes and Brooms we can 
promptly supply them. 


Send for Catalog and Prices. 


MILWAUKEE 
Brush Mfg. Company 
Milwaukee 





————— 





z Anchor 


to 


Anchor ™« Brand 


Every 
One 


Warranted 





Dealers who push Anchor Brand Wringers are making 
the sales, therefore are getting the profits out of the 
wringer business. 


Anchor to Anchor Brand 


LOVELL MANUFACTURING CO. 
ERIE, PA. 


Worlds Largest Manufacturers 
of Clothes Wringers 
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“Reese Padlocks” 


A line of staple 
padlocks with a 
good profit to job- 
bers and retailers. 
Quality guaran- 
teed Catalog and 
price list on re- 
quest. 


REESE PADLOCK COMPANY 


Formerly 
EXCELSIOR LOCK AND HARDWARE COMPANY 
Lancaster, Pa. 





INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 

















PaineT oggle Bolts 


The only spring type toggle 
on the market. 
The wings open instantly 
in any position in hollow 
material. 
Any style head 
Any length bolt 
Standard bolts threaded 
to head 





Requires no guiding— 
just insert—The spring 
does the rest. 
Samples on request 
no 


THE PAINE COMPANY 


Cor. Sacramento Blwd. & Carroll, Chicago, Ill. 
33 Warren St., New York, N. Y. 














S H.B. Ives Co. 


d New Haven, Conn. 
U. S. A. 


Established 1876 
Incerporated 1900 





Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 











The Secret 
of Good Soldering 


—is a clean iron. That means: 
Clean it with 






SOLID 
SAL AMMONIAC 
Made by 
Special Chemicals Co. 


Highland Park, Ill. 





IDEAL LINE 


ROLLING STEP LADDERS 


Eliminates the 
lost motion 
in reaching 

stock. 


Fifteen styles 
for every store 
requirement. 


Will last a Write us for 
lifetime. complete 
catalog. 





i 
Quick service. Easy operation. 


SUCCESS FURNITURE CORP. 


St. Louis (Kirkwood) Mo. 














Red X Brand 


Universal Cement 
A 
Household Necessity 
Mends Perfectly 


Absolutely Water Proof and Transparent 


Cloth, Leather, Wood, Rubber, Marble, Ivory, Glass, 
China, Pearl, Hot Water Bottles, Rain Coats, Auto 
Tops, Celluloid, Oil Tanks, Wash Tubs, Hosiery, 
Laces, Silks, Drapes, Curtains. Will stand boiling 


water and all climatic conditions. 
Made only by 


St. Louis Rubber Cement Co., Inc. 


ST. LOUIS, MO. 
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Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


Re TO Bei we ge 











j 
: tools to sell. | 
24° —+ Write for Catalog No. 23 “A” } 
Extra strong construction with extra depth sockets— 
aceite. sr0 THE L. S. STARRETT CO. 
Plain lacquer finish—twenty-six standard sizes. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 





Ask for Catalog No. 500. 
WALDEN - WORCESTER 


INCORPORATED 
WORCESTER, MASS. 






































TODAY TURNER EC TORCH JUST A GLANCE IN PASSING SELLS IT! 
Slotted 
“ar tte ene 


Torch users need the No. 45. It’s Rock Island. Radiovise 


the only torch with all the features, er ; : 
z Finished in a bright red color to help you sell them. 


including Safety Valve, Super- 
peed Coteceal Same ee Bee On display in the showcase or window, the “RADIO- 
: VISE” acts as a constant reminder and attracts twice as 
much attention as a vise of ordinary color. 


Grip Handle. Write your jobber 
It has the 
“power of appeal.”’ 







NOW—tTurner is FEARLESSLY 
GUARANTEED. 


Turner Plumber’s Furnaces also 
SELL 


(" [HE TURE BEASSWORKG, ) 


Edgewood Ave., Sycamore, Ill., U. S. A. 


Swivel Base 
Anvil Type 


Appeals to the 
customer's eye 
as well as his 
pocketbook. 


Tool Steel 


Jaw Faces 
District Representatives 


San Francisco..... Rice-Hitt Co., 623 Larkin St. 
Los Angeles. . Rice-Hitt Co., 324 N. San Pedro St. 





Jaw Width 3%” 
World’s Largest Exclu- Write for price. Opens 4’ 
sive Makers of Blow 
Seattle. ..Rice-Hitt Co., 1427 L. C. Smith Bldg. Torches, Fire Pots and 
New York. The Turner Brass Works, 108 Chariton St. Brazers.. 











ORTER 
pol Clippers 


Power—and the quality of 
metal and workmanship to 
stand the strain when the 
maximum of power is de- 














O) 


\ v < 
Wat 


\ 


A varied and attractive line for the Hardware Trade. Also: 
Workers’, Trimmers’ and Upholsterers’ and Plu:nbers’ 
quality. 


Leather 


Tools of superior 


The above tools will please your customers as well as our famous Round 
and Oval Punches. 


Remember we have had 98 years of successful manufacturing experience, 
employ only skilled workmen and use 


AA 


the finest quality of materials in 
making our products. atte . 
We stand back of every tool we make. ‘Try us. Write for Catalog 
A and Prices. 
veloped—typifies PORTER mG, & OSBORNE & CO., NEWARK, N. J. 
tools. Sold by leading 
hardware jobbers. 


> 
a 


ESTABLISHED 1826 
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““Keystone quality.". Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 


pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 





The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 


Our bits and braces have been accepted as standard by the 
finest woodworkers for over fifty years. Bits for every 
purpose—auger bits, dowel bits, car bits, machine bits, ete. 


Send for booklet. 
Russell Jennings Mfg. Co. 


Chester, Conn. 
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The Best Buy 


Double Needle Torches have many 
improved, patented features that 
give the user the maximum ser- 
vice. The burner has the greatest 
generating power, producing over 
300 degrees more heat, burning 
low test fuels. Fully 60 per cent 
of burner troubles are overcome. 
Tank is of brass, strongly braced, 
and pump and other fittings are 
the best. Will outlast two ordi- 
nary Torches. No. 208 is quart, 


Na 2.08 210 pint and 206 two quart me. 
a Jobber: ly at fact ces. 
DET ROWE MicH.US > ae ae actory prices 
PATENTEO 
CLAYTON & LAMBERT 
MFG. CO. 





10619 Knodell Ave. 
DETROIT, MICH., U. S. A. 


CUSHION| 
TIRE | 


No. 208 Torch 
Ask for latest price. 

































Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with . 
convenient full length handholds on both sides of , 
§ ladder permit mounting or descending with ease. ; 

Both hands free to remove or replace stock without ; 
danger of falling. Cushioned Tired Trolley and } 

ruck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
use. Circular on 
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Here’s Another HANDY Leader 


No. 1PH—Heavy 
wrought steel 
brackets, nickel 
plated, 5% - inch 
roller and arms 
are hardwood, 
oak finished. 














Handy Toilet Paper Holder 


The “‘Handy”’ sells readily to customers preferring prac- 
tical and substantial bath room fixtures. Very profitable 
for Builders. The complete Handy Line of Home Fur- 
nishings is known for Rapid Turnover. Write for Catalog 
and Attractive Prices. 


HANDY THINGS MFG. CO. Ludington, Mich. 

















A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 

















q Packed 1 or 2 doz. 10c pkts.to a Carton 
The Original rh for 
Strong Crystal years 
Great Demand 
Glass Heads 
i Good Profits 
with Sharp 
Attractive 
Tool-tempered 6 for 
Steel Points Counter 
10c Displays 

















Moore Moore 
Push-Pins Push-less Hangers 
“Glass Heads- Steel Points’’ “The Hanger with the Twist” 
To “ Hang Up Things ” in Homes, Offices 
and Schools. Ask your Jobber. 
Moore Push-Pin Co. ( Wayne Junction), Phila., Pa. 





Major’s Cement 


is good for repairing china, 
glassware, bric-a-brac, meer- 
schaum, tipping Dillard cues. 
Rubber and Leather Cements 
all three kinds. 20c a bottle. 


Major Manufacturing Co. 
No. 461 Pearl St., N. Y. C. 





A TRADE MARK 








THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Ce. 
Hamilton, Ohie 























WHERE BUYERS and SELLERS MEET 


Wwe you are in the market to buy or sell a store, to secure help 
or a position, or to secure sales representatives or a sales account 
look over the offerings in the Opportunity Exchange section of 

Hardware Age. If you don’t see just what you want, ask for it as 


there is always some one who will be interested in your proposition. 


Rates on request. 


HARDWARE AGE = pechewine Devt. 


Hardware Age is the 
authoritative national 
hardware paper and is 
read by dealers and 
jobbers in all sections 
of the country. 


239 W. 39th Street, New York 
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HOOPS 





STEEL — IRON — WIRE 


Of Every Description 


THE HAROLD McCALLA CO. 


Beach St. and E. Columbia Ave. 


PHILADELPHIA 


Large Stock of Black and Galvanized 
BARS CHANNELS P 
BANDS ANGLES TEES 





LATES 


WIRE 
SHEETS METAL LATH 











American Bessemer, American Open Hearth and 
KEYSTONE COPPER STEEL 
Black and Galvanized 





We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses— Black Sheets, Galvaniz 

Sheets, Corrugated Sheets, Culvert 
and Flume Stock, Formed Roofing 
and Siding Products, Special Sheets 
for Stamping, Stove and® Range 
Sheets, Automobile Sheets in all 
grades, Electrical Sheets, Roofing 
Terne Plates, Bright Tin Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 


Sona for set of reviecd wotght cards and booklets, ond wateh for our large ofa 














UPERIO 





Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 
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all profes- 

sional barbers, as 

well as many home users, 

find complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 
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BARNES HOUSE 
FORCE PUMPS 


The “Puritan” Kitchen 
Bracket Pump. Finished in 
bright red trim and Nickel 
Plated Brass cylinder. Has 
air chamber in spout and is 
fitted with back outlet for 
forcing water to over-head 
tank. Furnished with shut 
off cap for spout. Occupies 
only wall space and is swung 
out of way when not in use. 






The Barnes Manufacturing Company 


MANSFIELD, OHIO 201 


Fig. 














ORDER NOW FOR 
LATER SHIPMENT 


Order torches and furnaces NOW to 
cover your requirements for the next 
few months. They can then be put 
aside for you and shipments can be 
made when desired by you. As the 
result, you will not be delayed by the 
congested conditions which usually oc- 
cur at the plants of torch and fur- 
nace manufacturers during the winter. 





hen you order IN on the 
“ALWAYS RELIABLE” your 
customers will receive the best and 
longest service. 
Be Ae + Most jobbers can furnish from stock. 
For Gasoline Others will gladly order for you. 


OTTO BERNZ CO., INC., NEWARK, N. J. 





MILBRADT 
LADDERS 


Will p 4 for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. 
2411 N. 10th St. 
St. Louis, Mo. 


———— 
> 


Co. 




















Ezyrun Ball Bearing Pulleys 


Meet the demand for better pulleys. Will 
take any size clothes line—Long wearing, 
Rustless, Noiseless—Are easily operated and 
cannot freeze. Completely enclosed. Line 
cannot tangle or slip off. If your Jobber does 
not stock them, 
details. 
BROOKLYN PULLEY CO., Inc. 
85 Sth Ave., Brooklyn, N. Y. 





write us for prices and . 





UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 
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INDEX TO ADVERTISERS 


THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 
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SAMSON an SASH CORD, CLOTHES 





DEALERS WANTED EVERYWHERE Iron Fence, Gates 


wn Vases 
Settees 
General Iron 
and Wire Work 


CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 


LINES, SMALL LINES 
EIC. snc Aw AA 
MASS 
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THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, 0. 
—— 











STRATTON ™ «.<-*“ * | | BROWN & SHARPE | 
HAND T EF S MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 








For -— Seg a pom —— Bte. WE PROTECT THE DEALER. 
pean ca : BS BROWN & SHARPE MFG. CO. 
STRATTON MFG. CO., Stratton, Maine Providence, R. I., U. S. A. 

















—— 
WILLIAM Robertson “Horse Sh M : H 
0 on morse soe pi ammers 
WRENCHES Permanent magnet which holds - 
the tack in position for driv- 
ing. Awarded the Silver Medal & 
bm ce or ge ed at a Panama- Pacific Exposition. 
ood pro rite ist. 
7: H. WILLIAMS & Co. STANDARD FOR Name and pond, eee oe registered U. S. Pat. Off. 


New York “BUFFALO Chicavo #ALE A CENTURY A, ual ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 





























FIVE TOOLS IN ONE!! 


It pays to carry 





ae 
; week NT ices 

“BULLOCK” Malleable Iron Saw Sets a a 
ass er 

They will not break Knite and Scissors-Sharpener, Bottle Opener and 

Ice Pick. 
Bullock Mfg. Associates EASY SELLER, RAPID TURNOVER AND GOOD PROFITS. 
RETAILS 50c. Send 25c for sample and price list. 


Springfield, Mass. 








PEERLESS TOOL CO., 543 Broadway, Dept. 4, N. Y. C. 











cass "LENOX ors) | gpl 
on) FT —. § | 
ns ie z Wright’s Patent Machine Expansive Bit 


Expansive Bits of All Kinds 


“The Toots in the Plaid Bor” 
HACK SAWS - BAND SAWS — SCREWDRIVERS - GLASS CUTTERS , 5S The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 











THE FOWLER & UNION 
HORSE NAIL CO. 






“PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 





FRAIM-SLA YMAKER HORSE SHOE NAILS 
HDW. CO., INC. OF HIGHEST GRADE 
Lancaster Pa., U. S. A. Plant of 





1000 MILITARY RD., BUFFALO, N. Y. 


j hil 
in Hey 











ARD SINCE 1865 Mr. Retailer: Insist that your jobber supply you 
STAND with a complete line of SEYMOUR SMITH PRUNING 


SHEARS and have best made. 


Backed by 50 





and Horsemen. We years’ satisfac- 
kinds. tory service. 

s Mfg . SEYMOUR SMITH & SON, INC., Oakville, Conn., U. S. A. 
Nashua, N. #. Sales Agents John H. Graham & Co., 113 Chambers St., New York. 

















A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 





Waste — Mops — Wicking 











eaning Cloths 
& cl ) : Convince yourself by selling SQUEEZ-EZY. 
-*™} Caulking Cotton — Chemical Cotton The mop that wrings by a twist of the 
handle. Keeps hands out of water. Saves 
paouuct Send for samples and prices time and back-bending. 
— MASSASOIT MANUFACTURING 00. Le, Mii hi hf) SQUEEZ-EZY MOP ©O., INC. 
Tene None One Os one om Fall River, Mass., |, Si (aatinyyyy’ ») New Orleans, La. 

















New York Office 7 - - 350 Broadway 
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HARDWARE AGE 











An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Boz Number Address. 








4 insertions, 10% off; 8 insertions, 15%. off 
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a @ je 
a Upportunities 
Set Solid, Minimum 50 words............e.:2:. wecceccccee eee 


Bach additional Gee sasoccesecnesdéecesdcscéecones .0 
All Capitals, Minimum 50 Words. ..-s«- eeeeneteee eeeeseoeaeaeeee 4.0 


Bach additional Wc 6006526 boccceesessddeséococecce 06 
1 inch **Box’’ eeneeeene eeeeoeoeeeeee e®eeeeeeeeee eee eeeaeeee eee 5.60 
Each additional inch eeeeeeeee eeeeaeaeevene e@eeeteoereeee@ 60 


Remittance Must Accompany 


er 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Help Wanted 


Positions Wanted 





SALE: Hardware stock, building and 
fixtures. Located in best dairy section of North- 
west Wisconsin. No trades considered. Address 
Box G-331, care of Harpware Ace, New York. 


ND CHINA 
THE OLD. 


FOR 





FOR SALE: HARDWARE A 
ys INVOICING $100,000.00. 





THRIVING . D . 
PORTUNITY FOR THE RIGHT PARTY. 
ADDRESS BOX G-349, CARE OF HARD- 
WARE AGE, NEW YORK. 


2 





INVESTIGATE—Good paying hardware busi- 
ness established over forty years. Owner retir- 
ing. Clean, well kept stock. Located in a very 
good farming community. Two story brick 
building to - &, Low overhead. Can interest 
anyone looking for a good opening. STAHL & 
BAILEY, La Rue, Ohio. 





FOR SALE—Hardware stock, building and 
fixtures. Located in Ohio city of 8000, in the 
best agricultural section of that state. 
reasons for selling. Write for full description 
and terms. Address Box G-355, care of Harp- 
ware Ace, New York. 





FOR SALE—Hardware and Undertaking busi- 
ness in Mississippi’s best town in cotton and 
vegetable section; $8,000 stock—$50,000 business 
yearly. A clean, salable stock and a money 
maker. Selling on account of health of owner. 
Address Box G-361, care of Harpware AGE, 
New York. 





Help Wanted 


WANTED—EXPERIENCED SALESMAN to 
cover our Maryland, Delaware and Virginia terri- 
tory selling the advertised and well known line 
of Star Barn Equipment, including stalls, 
stanchions, animal pens, water bowls, litter 
carriers, hay tools, door hangers and hardware 
specialties through the retail dealer trade. Also 
our line of Overland wheeled goods to the retail 
trade. Salary and expenses with an opportunity 
to make a bonus. INT HELM FERRIS & 
CO., Box 231, Albany, N. Y. 





—_ 

SALESMEN—Opportunity with manufacturer 
of well-known line of mechanics’ hand tools, for 
experienced young salesmen going to the good 
retail trade in San Francisco, Los Angeles, St. 
Louis, Philadelphia, Boston, New York and other 
large cities. Permanent position with a future. 
The right men can sell other non-conflicting 
lines. Address Box G-365, care of HarDWARE 
Ace, New York. 





experienced, to 
White Enameled 
ox G-359, care of 


ENAMELER—Thoroughly 
take charge of plant makin 
Kitchen Utensils. Address 
Harpware Ace, New York. 





Positions Wanted 








POSITION WANTED by an _ experienced }) 
salesman, (age 40 years) with a first class 
wholesale or retail hardware house, inside 
or traveling. My experience covers a 
period of eight years selling stoves and 
house furnishings, also twelve years selling 
crockery and glassware. With present em- 
ployer twelve years. Open for proposition 
November 24. State full particulars. Ad- 
dress, Box G 350, care of Hardware Age, 
New York. 











ss 





AMBITIOUS MARRIED MAN, thirty years 
old, qualified to buy and handle plans and speci- 
fications for architects or contractors, desires to 
make a change and connect with a progressive 
house which has a future to offer. For past six 
years has been in charge of Building Hardware 
department and Retail Store for large wholesale 
building material corporation. Fourteen years’ 
experience in handling and marketing glass, 
paints, sash and doors, etc. Best of references 
furnished. Address Box G-340, care of Harp- 
ware Ace, New York. 





POSITION WANTED as purchasing agent 
or store manager by American man 35 years old. 
Married. Have had 12 years’ experience in gen- 
eral hardware and mill supplies. Excellerit refer- 
ences. Connecticut or Massachusetts preferred. 
Services available at once. Address Box G-357, 
care of Harpware Ace, New York. 





STOVE SALESMEN WANTED for 1925. 
Salary and bonus for states of Michigan, Iowa, 
Nebraska, Kansas and Oklahoma by manufac- 
turer of well-known complete stove line. Appli- 
cations desired from retail stove salesmen with 
successful selling record, also road stove sales- 
men with established selling record, who would 
be interested in a more attractive contract. Don’t 
hesitate to write. All replies confidential. Ad- 
dress Box G-341, care of Harpware Ace, New 
York. 





HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s ‘‘Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Ace, New York. 





POSITION WANTED—Window Trimmer 
and Advertising Manager for retail hardware 
and sporting goods store. Eight years’ experi- 
ence in retail hardware, with ability to produce 
results. Thoroughly conversant with modern 
business methods. riginal ideas, resourceful. 
Highest business references as to qualifications, 
ability and reliability. Permanent position; 32 
years old. Single. Address Box G-360, care of 
Harpware Ace, New York. 





A RESIDENT of the South, familiar with 
wholesale and retail hardware, mill supplies and 
housefurnishing field, wants to act as Southern 
sales representative for a well known manufac- 
turer. Address Box G-363, care of Harpware 
Acre, New York. 





FOURTEEN YEARS’ experience in buying 
and selling departments of large hardware jobber 
in Middle West. Excellent record and can pro- 
duce results. Address Box 7072-A, care of 
Harpware Ace, Otis Bldg., Chicago, IIl. 





Sales Accounts Wanted 


MANUFACTURERS’ REPRESENTATIVE: 
Thoroughly experienced salesman. A-1 linguist 
is going abroad soon. Has room for two or 
three more Hardware and Tool Representations. 
Basis: Commission and small share in traveling 
expenses. Highest of references as to integrity 
ability, experience. Only firms in A-1 class need 
apply. Address Box G-332, care of Harpware 
Ace, New York. 


RESPONSIBLE, established manufacturer of 
metal housewares desires to represent several 
manufacturers of non-conflicting lines in the rich 
Pittsburgh territory. Interested in enameled 
ware, aluminum ware, wooden ware and lines 
comprising oil cans, coal hods, sprinkling cans, 
etc. Has large modern, fireproof plant for ware- 
housing if mecessary. Experienced sales force 
calling on hardware jobbers and department store 
trade. Correspondence invited. Address Box 
G-358, care of Harpware AcE, New York. 


DO YOU WANT a New York Representa- 
tive? Manufacturers of meritorious products 
will please write, giving full particulars. I 
have seventeen years’ hardware experience and 
call on the leading hardware jobbers and retail- 
ers in the Metropolitan district. I maintain a 
New York office and want a few additional lines. 
Address Box G-364, care of Harpware AGE, 
New York. 

















Sales Representatives Wanted 


_HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 


WANT a few good, well established salesmen 
calling regularly on retail hardware trade to sell 
our Carbo agneto Sharpening Stones and 
Grinding Wheels. The line that brings repeat 
orders. Liberal commissions. Some excellent 
territory now open. Goodrich Grinding Wheel 
Co., 1500 W. Madison St., Chicago, II. 


SALESMEN interested 
ment of dog collars, dog harness, etc., to sell 
direct to retail trade. Recently organized manu- 
facturer of long experience in this line has good 
territory open for the right men. Only hard 
workers and those with representative lines need 
apply, giving all details, territory, etc., in first 











in attractive assort- 











letter. — 13 
ov nal oa ox 0, Patterson Post Office, 
EASTERN MANUFACTURER of. builders’ 


hardware desires representatives to cover several 
Eastern and Southern States with an established 
trade. Write full particulars as to lines handled 
and experience. Address Box G-362, care of 
Harpware Ace, New York. 














| SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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Sales Representatives Wanted | Sales Representatives Wanted 


WANTED —Salesman with following am 


the jobbers to carry a small side line of hig 











TRAVELING MEN WANTED who can_en- SALESMEN to sell our complete line of 
joy and increase their sales from Saunders Nor- | brooders and poultry supplies on liberal commis- line 
vell’s “Forty Years of Hardware.” It is | gion. Also Redbird Speedsters, Scooters and | grade mechanics’ tools on a commission basis. 
crammed with sales inspiration, background and | Thermic Jugs as side line for Christmas busi- erritory East of Mississippi. Mention lines 
ideas. $3.00 a copy. Order your copy now | ness. Will send sample Scooter post paid for | now carried. Address Box 2-356, care of Harp- 
from Harpware AcE, New York. $1.25. Royal Mfg. Co., Toledo, Ohio. ware Ace, New York. ~ .’ 


SIDE LINE FOR SALESMEN—Salesmen to MANUFACTURERS of full line houscheld 
sell on commission for a hardware jobber and WE WANT EXPERIENCED salesmen sell- | specialties want local representatives in all impor- 
manufacturers’ representative, hardware, tools | ing hardware, housefurnishing, woodenware, de- | tant cities to handle line on commission. Depart- 
and specials. We have open the following terri- rtment store trade, who can take on as side | ment houses, premium concerns, are all big users. 
tories: State of California, Oregon, New York | line, commission basis, fast selling hardware spe- | State experience, lines handled and territory 
City and suburbs. Will pay commission on mail | cialty that will shortly be nationally advertised. | covered. We want none but those who can 
orders and orders taken. We have customers in | Choice territory open. Profitable connection for | “‘make good.” 
all territories. Address Box G-236, care of | right men. Experience in full to Box G-354, | excellent one. Address “‘S. H., 
Harpware Ace, New York. care of Harpware Ace, New York. Acre, New York. 











For sxch our proposition is an 
*” care HARDWARE 














Get The Fighting Spirit 


Your business paper—HARDWARE AGE—brings to 
you each week the latest selling hints. We realize 


the habit of reading your trade paper carefully 
from cover to cover each week; get the fighting 


that “inspiration” and “determination” are just as 
essential to business success as is ability. Get in 


spirit it instills and your books will show a better 
balance at the end of the year. 




















The “TORREY” . 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Ce., ace Ve. 
Sales Dep 
1018S Union Bank Bide, Pittsburgh, Pa. 











Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 


and Dumbwaiters 
for House, Store or Warehouse. 
Write for particulars. State your 
requirements as to size, capacity 
and lift. 
The SIDNEY ELEVATOR Mfg. Co. 
Sidney, Ohio 


Taintor Positive Saw Set 


All steel. Fully 














Economy 





Guaranteed. Send 
for Free Book. 


TAINTOR MFG. CO. 





113 Chambers St. N. Y¥. City 








American Can 





American Can Company 


/SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass 














Oil, Molasses and 
Dairy Gates 
Perfection Pattern 
Made in All Styles 
Syracuse Stamping 





Syracuse, New York 








LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 


GRANITE 
CUTTING TOOLS 








Trow & Holden Co. Barre, V 








BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


.Tubular and Bifurcated 
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ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 


“a Ames 


RIXFORD f2Stitincace,ve. 














YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 
on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 
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Here’s a Book You'll 
want to Keep and Use 


Whe the Wonder Book of this Industry—the most unusuaf 
and practical book of its kind ever published—“The Milcor 
Architectural Sheet Metal Guide.” 


Every Architect, Engineer, Contractor, Carpenter, Sheet Metal 
Worker, Building Supply Dealer—everyone interested in any 
phase of the building industry—should write for a copy. You 
will find it full of vital information and instructions. You 
need “The Milcor Guide” and you are certain to consult it 
frequently for the valuable data it contains. 


Incidentally, you will agree that it is the most beautiful catalog 
ever conceived in this line. Its five colors— Copper, Zinc, Red, 
Green and Black—suggest in a most pleasing manner the joy- 
ous, colorful, high class effects obtainable through proper 
adaptations of Milcor Firesafe Architectural Sheet Metal. 


Sent Only On Request 


The only way to get a copy of “The Milcor Guide” (Catalog No. 24) is to 
write for it. ‘This was a costly Book to produce, but there will be no charge to 
you if you are interested in any way in the building industry or the architec- 
tural profession. Furthermore, your request will not obligate you in the least 
and you will not be followed up by any salesmen unless you specifically 
ask for a representative to call. Hundreds of requests are coming in daily— 


don’t delay! Send yours now! The coupon below is for your convenience. 


MILWAUKEE CORRUGATING COMPANY 
MILWAUKEE, WISCONSIN 


LaCrosse, Wis. 
Little Rock, Ark. 


Minneapolis, Minn. 
ston, 


Kansas City, Mo. 
Chicago, IIl. 


MILCO 


Mass. 








ARCHITECTURAL 
SHEET METAL PRODUCTS 


HARDWARE AGE 





November 6, 1924 






Milcor “Titelock” 
Spanish Metal Tile 
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Milcor “Titelock” 
American Metal Tile 








Milcor Industrial Ventilators 
and Barn Ventilators 
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Milcor “Puttyless” Skylights 
and Ventilating Skylights 
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Milcor “Invisible Joint” 
Metal Ceilings and Sidewal. 
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It’s Free 
Send for Your 
Copy Now! 











Milcor Sebi Ornaments 
in Zinc and Copper 





: Milwaukee Corrugating cemgeny 
: Milwaukee, Wisconsin lta 
: of your new “Milcor che undersigned — 


faecal Guide”, without cost or obligation to 
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Get in touch with us, when in the market for wheel- 
barrows, whether for some well established usage, or 
for a special purpose. 


Our branch warehouses, carrying complete stocks, 
in various parts of the country, are in position to give 
you prompt deliveries on wheelbarrows in any quan- 
tities. 


Our catalog No. 37 gives complete description and 
specifications of the “Sterling Lines.” Please write for 
it so that this information may be instantly available. 


Sterling Wheelbarrows Are Guaranteed to 
Always Prove Satisfactory to Your Trade 
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